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The BEAVER Model-A 


The trouble-free 24-hour-a-day performance of thous- 
ands of BEAVER MODEL-A PIPE & BOLT MACHINES 
has been an important contribution to the American 


Preparedness Program—which pleases us greatly! 
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Sold By Leading Supply Houses Everywhere! 
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Up for Air 


* 


THE WORLD TREMBLES with the 
coming of Spring, when Hitler 
will set out to avenge those who, 
last Winter, were the victims of 
frostbite. 


* 


WASHINGTON IS ASKING farmers 
to conserve on haywire. The 
farmers are yelling back, “Con- 
serve it yourself, you invented 
_ 


* 


you CANT CALL Leon Hender- 
son unfair. Although he de- 
prived the gals of their girdles, 
he also helped them cut down 
on sugar. 


* 


NOT TO MENTION what happened 
to spare tires. 


* 


IN THESE TIMES you never know 
what's going to happen next. 
Which is some consolation. 


* 


HENS IN SUBJUGATED France 
have been ordered to lay at 
least 45 eggs per year—or else. 
Just wait, when the order goes 
out for them to goose-step, 
comes the revolution. 


* 


THE WAR STIMULATES explora- 
tions into scientific research. 
Right now doctors are puzzling 
over that odd malady among 
the Nazi generals who have 
heen sentenced to a heart attack. 
























—and maybe 


the boss is RIGHT! 


ELL .... we don’t exactly advocate chang- 
ing over in the middle of the job. In fact’we 
don't claim the earth for Taylor Spiral Pipe. 


We do say that in Taylor Spiral you have a 
pipe that can efficiently and economically han- 
dle a wide range of jobs for which Standard 
Weight pipe of about twice its weight is commonly 
used. Some of these uses are listed opposite. 

Thanks to its lighter weight Taylor Spiral Pipe 
offers big savings to users. In some sizes and 
weights, for example, the installed cost is only 
about half that of Standard Weight pipe. Yet the 


THE BOSS 
SUDDENLY GOT 
HEP TO LIGHT 
WALL PIPE, 





rugged reinforcing seam and fine construction 
give Taylor Spiral Pipe ample strength and 
service life to handle a big percentage of to- 
day’s pipe jobs. 

Sizes range from 4” to 42”; thicknesses from 
18 gauge to 6 gauge; joint lengths up to 40 ft. 
All types of end joints and couplings are avail- 
able and all kinds of fittings and specials, or 
complete fabricated assemblies, are produced 
by Taylor Forge. 

Catalog 404 will show you the way to save steel 
and dollars for your customers. Have you a copy? 


TAYLOR FORGE & PIPE WORKS, General Offices & Works: Chicago, P. O. Box 485 


New York Office: 50 Church Street 9 





@ Other Taylor Forge Products include: WeldELLS and a com- 
plete line of other Seamless Steel Fittings for Pipe Welding: 
Forged Steel Flanges; Forged Steel Nozzles and Necks for 





@ With these Taylor 
Light Wall Fittings 
it's easy to make a 
trim workmanlike 
job. Special factory- 
made fabrications 
are also available. 





Philadelphia Office: Broad Street Station Bldg. 





TAYLOR SPIRAL IS A "NATURAL" FOR 


® High and Low Pressure 
Water Lines. 


B® Sand and Gravel Lines. 
& Industrial Gas Lines. 


P Oil and Gas Gathering 
Lines. 


& Swing Pipe. 

® Spray Pond Piping. 
PB Hydraulic Mining. 
& Oredge Lines. 


& Low Pressure Steam and 
Air Lines. 


& Steam and Diesel Exhaust 
Lines. 


& Vacuum and Suction Lines. 
> Blower Piping. 











boiler and other pressure vessel outlets; Heavy-wall Electric- 
Weld and Forge-Weld Pipe: Seamless Rolled Steel Rings; Corru- 
gated Furnaces, and similar forged and rolled steel products. 





TAYLOR Cyital PIPE 
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a metal cutting problem that you 


There isn’t 


Our plant is fully 


full speed in the March to VICTORY. 
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Band 


, working at 


mobilized 


on priorities. 


lot by following the rules 


Keep On Fighting Together. 


You can help a 


co. 


AMERICAN SAW & MFG. 
SPRINGFIELD» PMASGGesg Ue Se Me 
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ROEBLING ADVERTISING 
paves the way... 


It’s great, the way Roebling advertising gets around. Up 
in the front office, down in the engine room, out in the 
yard — wherever there’s a man who has a word in the 
purchase of wire rope. Calling on a// your industrial cus- 
tomers through their favorite magazines—telling them 
the way Roebling makes “Blue Center” wire rope — how 
it is used on outstanding projects from coast-to-coast. 
And why it lives so long and never fails to deliver its full 
measure of service. Almost a million messages every 
month...to make you proud to sell “Blue Center”, wher- 
ever wire rope has a routine or unusual 
job to do, 

JOHN A. ROEBLING'S SONS COMPANY 
\ROEBLING TRENTON, NEW JERSEY 


Branches and Warehouses in Principal Cities 
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of the hemp used for making Manila rope comes from 
the Philippines. That source of supply is now closed to 


é Government restrictions have earmarked all stocks of Manila hemp 


the cordage industry by war. 
for shipbuilding, marine repair work and salvage, for the Army, 
Navy and Marine Corps and a few other essential uses. 





Nevertheless, it is vitally important to further slow down the rate 
at which the nation’s Manila hemp stockpile is being consumed. 


There are many places where Sisal Rope can be used in place of 
Manila with complete safety and satisfaction. For such uses, even 
though A-1-J or higher priority permits the use of pure Manila rope, 
we urge the use of Sisal to save Manila. Every pound of Sisal used 
means a pound of Manila saved. 


WAR EAGLE Rope is made of pure Sisal fibre of the finest 
quality. Its strength is 80% of that of first-grade Manila rope. It 
is lubricated with the same No. 1 cordage solution used in “AMER- 
ICAN SUPERIOR” making it just as waterproof as top-quality Manila 
rope. WAR EAGLE Rope is smooth and uniform and is made in a 
complete range of sizes. 


Persons interested in using Sisal rope to save Man- 
ila are urged to write for complete information. 


AMERICAN MANUFACTURING COMPANY 


Noble & West Sts., Brooklyn, N. Y. 
Western factory: ST. LOUIS CORDAGE MILLS, .St. Louis, Mo. 


Branches: Boston, Baltimore, Philadelphia, Chicago, New Orleans, Houston 








WAR - EAGLE 
TOP QUALITY RO 


PURE SISAL 
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THERMOID’S LINE INCLUDES: 


Complete V-Belt Drives + Flat Transmission Belting » Conveyor Belting + Elevator Belting » Wrapped and Molded Hose 


Sheet and Rod Packings «+ Industrial Brake Linings and Friction Products » Rubber Covered Rolls + Pulley Lagging 


hermoiad «x 


RUBBER 


DIVISION OF THERMOID CO.—TRENTON, N. J. 
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A Portable Power Drive 
for Hand Pipe Tools... 


Why is the Oster No. 422 Power Vise Stand a “Hot Number” 
for defense plants? It meets the need for pipe threading speed 
on vital construction and maintenance jobs. Designed for use 
with any hand pipe tools, it quickly pays for itself in time saved 
and assurance of greater accuracy. 


Average Time Saved on Cutting-Off, Reaming, and Threading 
{Minutes and seconds saved by No, 422 versus hand method} 
Pipe Size: — =< m4” «61y" ©? 
Time Saved: 1-1 1-26 2-51 3-30 4-3 5-27 
The complete range of pipe sizes handled by the Oster No. 422 Power WEIGHS ONLY 140 POUNDS! 


Vise Stand is 4g” to 6”. The larger sizes require a special universal . : 
drive shaft for use with geared die-stocks and cutters, as illustrated above. With its two carrying handles, the Oster 


Write us NOW for full details! No. 422 machine is easy to pick up and 


place on truck. At job site, it can be set 
THE OSTER MANUFACTURING CO. - 2041 E. Gist Street, Cleveland, Ohio 


up in two minutes, ready for work. 


PIPE THREADING EQUIPMENT FOR EVERY REQUIREMENT 
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TWIST DRILL AND 
MACHINE COMPANY 
NEW BEDFORD, MASS., U. S. A. 


NEW YORK STORE: 130 LAFAYETTE ST CHICAGO STORE: 570 WEST RANDOLPH ST. 
TS TAREE TCI EELS CBT TENE AE I AY A OE AA + TE NIELS IIR EN NLL ELT LIE EI I AE EE CE TIRE LES ED STEELE GA LAGIS SS ETO FMLA 


MILL SUPPLIES * MARCH, 1942 9 














PEED UPWAR CONSTRUGTOy/ 


..-AND STEP UP 
YOUR SALES! 


Piants needed fast are being built 
faster with SKILSAW TOOLS ... sold 
in ever-increasing volume by Skilsaw 
distributors. Canto ents, war-ma- 
terial factories, defense-housing proj- 
ects... ALL are being finished sooner 
with these SKILSAWS and SKILSAW 
DRILLS. Everywhere, they are making 
each hand do the work of many... 
stretching each hour over more work 
done. 

Now, as always, 9 out of every 10 
defense contractors use SKILSAW 
TOOLS ...and that means extra sales 
for you when you push the SKILSAW 
line. Extra sales of these 3 SKILSAWS 
for all sawing on every size of lumber 
... extra sales of these 3 SKILSAW 
DRILLS for all boring in lumber and 
steel . . . extra sales for you in the 
greatest construction program the 
world has ever seen! 


SKILSAW, INC., 5033-43 Elston Ave., Chicago 


New York « Boston + Buffalo - Philadelphia + Cleveland + Detroit 
Indianapolis + St. Louis + Kansas City + Atlanta + New Orleans 
Dallas + Los Angeles + Oskland + Seattle + Toronto, Canada 















HIGH SPEED 
or£LARBON @ 





Just as in any other cutting operation, the right tool for 
the job to be done will guarantee best results. Here are a 
few hints that may help you in determining what type of 
tap best fits your needs: 


1. Cost of Tap vs. Cost per Tapped Hole 
Carbon Steel Taps cost less than High Speed Taps. If 
you can get equal results as to quality of thread from 
either type, then by all means use Carbon Taps. 

Even though the quality of threads produced is equal, 
however, you may find that High Speed Taps will tap 
more holes at less cost per hole. 


2. Operating Conditions 

Ordinarily,-High Speed Steel Taps must be run at higher 
speeds than Carbon Steel Taps, usually 2 to 214 times 
as fast. If your tapping machines or screw machines 
haven't the speed necessary for efficient operation of 
High Speed Taps, the use of carbon taps may be ad- 
visable. 

Consult a cutting speed table covering suggested speeds 
for various tap sizes and materials. 


3. Material Being Tapped 

The physical properties of the material being tapped 
will, many times, leave you no choice as to type of tap 
to use; some materials require the use of High Speed 
Taps while others may be tapped equally well or even 
better with Carbon Taps. For example, Carbon Steel 
Taps are efficient in brass and ferrous metals while 
most non-ferrous metals and abrasive materials, such as 
bakelite, fiber, hard rubber, etc., quickly turn cutting 
edges and indicate the use of High Speed Taps. 


4. Results Required 

Precision Threading, requiring the close tolerances obtain- 
able only with Ground Thread Taps, will ordinarily 
dictate the use of High Speed Taps, since only High 
Speed Taps are regularly furnished with Ground Threads. 


There is a tendency today to use High Speed Steel Cut 
Thread Taps when Carbon Steel Taps would serve the 
purpose just as well. Check your tapping jobs to be sure 
that you are using the correct type of tap for each. 
Similarly, don’t specify GROUND THREAD Taps if 
CUT THREAD Taps will do. 


GREENFIELD TAP AND DIE CORPORATION 
GREENFIELD © MASSACHUSETTS 
Detroit PLANT: 2102 West Fort St. 
Warenouses in New York, Chicago and Los Angeles 
In Canada: 
GREENFIELD Tap AND Die Corp. or Canapa, Lrp., Gat, ONTARIO 
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N American factories millions 
l of dollars worth of industrial 
rubber goods fail prematurely 
every year due to improper in- 


spection and unintentional abuse. 


This waste must stop—now that 
America’s rubber life line is 
under attack. Every pound of 
rubber must work to the limit 
for victory. 


Today it is essential to take the 
utmost care of any rubber prod- 
uct you now have in operation 
or in stock — because replacement 
may be difficult in the months 
ahead, even on priorities! 


That is where the G.T. M.— 
Goodyear Technical Man—can 
be of greater help and service to 
you than ever before. In the past 
his expert skill in the 
correct application and 
installation of rubber 
has been responsible for 
countless performance 
records in all branches = 
of industry. 


By consulting the G.T. M. today, 
by following his recommenda- 
tions on the proper handling 


of belting, hose and other rubber 











MILLIONS t 
UBBER WAS 


N BE SAVE 


IN INDUSTRY! 


products, you can increase their 
service life measurably at a time 
when any increase in their life is 
critical. 


He will be glad to go over your 
installations, to make suggestions 
and give you tips that will en- 
able you to obtain all the service 


built into your rubber 








Serving on the Industrial 
Front to guard America’s 
rubber supply 
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equipment —to prevent waste of 
America’s most precious war 
material. 


This service costs you nothing. 
The G.T. M. wil be glad to call 
at your plant —to give you the 
benefit of his specialized training. 


To call in the G.T. M., write 
Goodyear, Akron, Ohio or Los 
Angeles, California — or phone 
the nearest Goodyear Mechanical 
Rubber Goods Distributor. 








SINCE Texrope V-belts revolution- 
ized power transmission sixteen years 
ago, they have steadily been “tops” 
among belt users. But here’s the 
NEW Texrope Super-7 V-belt that’s 
even better — 4 WAYS BETTER! 


To the war-busy manufacturer 


vho must get maximum efficiency 


LOOK OUT FOR DANGER 
in belts with stiff, unpliable 
cords! Such belts Jook strong 
.. . but actually they buckle 
over sheaves, build up exces- 
sive heat that attacks pulling 
cords. Result: Belt failure far 


sooner than you expect it. sion. 


too much s 


Motor must 


WAYS BETTER: 


out of his machines today, this is the 
V-belt that can help him, with... 
50% stronger pulling cords! 
20% more cords! 


Duplex-sealed cover for extra pro- 
tection against dirt, moisture! 


Cool-running cushion rubber sec- 
tion for increased life! 


What’s more — these are in addi- 
tion to the regular features that have 
long made Texrope V-belts first 
choice with plant men everywhere. 


WARNING SIGN! 
Sagging, slipping belts mean 
my tretch not bemes 

bv balanced cord strength. 
> ans be pulled back 
often to take up slack. Re- 
sult: When stretch limit ts 
reached belt breaks under ten- 


are made by amazing Flexon 
process that combines flexibil- 
ity with low stretch . . . great 
strength. Cords float on cool- 
running, shock absorbing cush- 
ion rubber. Result: true 
strength . . . true pulling 
power . . . rue endurance. 


Such features as — true V-shape for 
greatest groove-grip action ... 
matched “sets” of belts that pull to 
gether ...smooth, slipless, silent opers- 
tion . . . backed by Allis-Chalmers 
engineering cooperation that assure 
you get the right belts for your job. 


For complete information, call | 
your Texrope dealer, or the Allis 
Chalmers district office near you. Or 
write Allis-Chalmers, Milwaukee, 


Wisconsin. au 


Available in All Sizes 
1/, bp to 2000 bp 
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Best Oc Feneed 
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Industrial 


LUBRICATING EQUIPMENT 


* 
> 


Factories running 168 hours per week 
cannot afford to overlook importance 
of proper lubrication of machinery 


SPEED UP on war production—7 days and 7 nights 
a week—is the order to industry. And to keep pro- 




















duction running at top speed, proper lubrication of 
bearings on all machinery and mechanical equip- 
ment is vitally important. 

Today, more than ever before, war demands have 
amplified the need for dependable lubricating 
equipment to dispense grease to bearings—and the 
Lincoln line puts you in a position to supply what 
industry needs. 

The complete line of Lincoln Industrial Lubricating 
Equipment includes hand operated grease guns, 
electric and air operated grease guns, and a full 


range of all types and sizes of grease fittings. 4 Heavy Duty Airline Lubrigun 


* 2—Filler-Type Grease Guns 


Write us today for complete information 3—LEENSEAL and Button Head Fittings © 


gi LINCOLN ENGINEERING COMPANY 


Pioneer Builders of Engineered Lubricating Equipment 





ST. LOUIS, MO., U. S. A. 
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SAFETY FIRST 


for your 


STRAIGHT 
LADDERS 





DAYTON UNIVERSAL SAFETY SHOES on your present straight ladders—a guarantee of additional 


safety. This Dayton Universal Safety Ladder Shoe prevents slipping, so often the cause of ladder 
accidents. Your choice of renewable treads including Rubber Suction Grip Treads, Neoprene 
Suction Grip Treads, or Suberac Cork Treads. Shoe is instantly converted by a flip of the hand 
or foot for either inside use of treads or outdoor use of tempered steel spike toe. Lock nuts 


and spring washers insure holding and proper adjustment. Quickly and easily installed! 


OS use 
[PF DAYTON SAFETY LADDERS 
4 r\\ ° Write Today 
\ ro Everywhere Dayton Safety Ladders are for Prices and Catalog 
ih, eliminating expensive delays caused by 


the hazards of ordinary ladders. Men 
work faster, with more confidence on Nhe. 
the broad, firm platforms of Daytons. 


Platforms allow ample room for tools DAYTO 
and supplies. Rigid steel supports, tested 


airplane spruce give the Dayton Safety Safety Ladder 


Ladder great strength, stability, and ex- 

+ fceabd treme lightness of weight. Standard Os 

pot} Rubber Safety Shoes at no extra cost. 
iT | 121-123 W. Third St. 


Cincinnati 


I a 
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YOUR BUSINESS 
—ANO OURS 


1S VICTORY 


TODAY, America’s business is the battle of production—a 
relentless battle of men, machines and power against time, 
treachery and death for our fighting men—a battle in which 
V-Belts are vital lifelines of dependable power transmission. 

For 21 years Dayton has pioneered V-Belts which we 
honestly believe are unmatched for performance and 
economy. 

And for the duration we intend to make such V-Belts con- 
sistent with the quantity and material sanctions imposed 
by a Government which asks us all to work as one in the 
greatest Production Battle ever waged by free men for all 
mankind. 

To that end and its promise of ultimate victory we dedi- 
cate, as do you, our hands, our hearts and our brains. And 
we ask your help in telling your customers how they can 
conserve materials vital to victory for which al! of us must 
work together as never before. 


THE DAYTON RUBBER MFG.COMPANY, DAYTON, OHIO 
The World’s Largest Manufacturer of V-Belts 
DAYTON RUBBER EXPORT CORP., 38 Pearl St., New York, N.Y., U.S.A. 


Copyright, 1942, The Dayton Rubber Manufacturing Co 
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V-BELTS ARE VITAL TO VICTORY...TELL YOUR 
CUSTOMERS TO CONSERVE THEM THESE WAYS 


When installing, don’t pry V-Belts over pulley 

® grooves—instead, slide motor forward and 

drop belts over pulleys. Then move motor back 
until proper tension is obtained. 


When proper tension is reached, belts have 

® “live springy vibration.’’ When too much 
slack exists, belts feel dead when struck by hand. 
Check and line up pulleys, groove for groove, 


® and in parallel. Misalignment wears both 
belts and pulley grooves. 


4. 


5. 

6 Don’t replace a part of a set of V-Belts with 
= new belts as the new belts will hog the load 

and wear out quickly. Replace the whole set and 

conserve any good belts from the old set for spares. 


Check both shafts for parallel alignment so 
each belt can pull its share of the load. 
Check and replace worn pulleys—they wear 
out belts prematurely. 


KKK KKK KKK KKK KKK KKK 


Dayton 
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Tees and elbows have They have full 
flats for wrench. length pipe threads. 


IMPERIAL We 
FITTIN GS oe 


your customers 


get these impor- me ee oe 


tant features : : are being installed. 


URING times like these it is extremely im- into their design and production. For years we 
portant to know exactly what kind of tube have fought the trend toward lighter and flimsier 
fittings you are offering your customers. Fail- fittings. For years we have steadily improved 


ures. that affect war equipment or production 
machinery cannot be tolerated and hence every 
item that goes into either original equipment or 
maintenance must measure up to the highest 


the metallurgical practices in our brass foundry 
... and today we know that Imperial fittings 
will stand the gaff of war whether in army, 
navy or air service or in the manufacturing 


standards. ; 

The features of Imperial fittings that we pre- plants of America. 
sent here seem simple enough and yet a life Imperial Fittings rate your priority on your 
time of manufacturing experience has gone customers’ priorities. 


THE IMPERIAL BRASS MFG. CO. 
511 S. Racine Ave., Chicago, Ill. 


IMPERIAL BUNDY TINNED STEEL TUBING 


An excellent replacement for copper tubing on many 

types of installations, and when used with Imperial Fit- 
tings will solve many of the tubing connection problems 

of your customers. 


Write for new catalog page that will give you details. 


TUBE FITTINGS AND TUBING 

IMPE UP UE SERVICE TOOLS @ FLEXIBLE 
FUEL AND OIL LINES @ WELD- 

. ING AND CUTTING EQUIP. 
Iudubtrual Producls MENT @ ELECTRIC SUMP PUMPS 


@ WATROUS SOAP DISPENSERS 
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_.. for Armament work 


HIGHT NO you con use these 


Abrasive Finishing Machines 





vy DELTA Abrasive Belt Finishing Machine 


When you are confronted with an urgent need for increased production in connection 
with the U. S. armament program—check into the possibilities of these Delta machines. 
Here is a 6” Abrasive Belt Finishing Machine that is heavy and husky enough to do 
any of the dozens of sanding, polishing and finishing operations to be found around the 
average shop, yet which is portable enough to be used just where it is needed. It has 
found wide acceptance for finning, finishing and surfacing metal and plastic parts. 


Every feature has been designed to eliminate disadvantages usually found in — 


justments convenient and positive in action; attachments are quickly attached ig 
or removed; the machine may be used either vertically or 
horizontally, as required. It is completely guard- 
ed, and dust removal may be made efficiently. It 
is completely ball-bearing equipped with 
double-seal bearings, lubricated at the 4 
factory for life. There is no rubber cover- 
ing required on the drums which elimi- 
nates onesource of replacement expense. 


' . 
ve DELTA Abrasive Disk Finishing Machine 


Designed to meet every requirement for accurate finishing, this Delta Abrasive Disk Finishing Machine is 
a high-grade tool for high grade work. From its completely machined, true-running 12” disk to its large 
surface table and the husky spindle of the belt-drive machine, carried on scl{-sealed ball bearings, it is 
designed for long life, low power consumption and accurate, dependable resuits. 
Made on two models; one a direct-drive unit employing either a 2 H.P. or a % H_P. ball-bearing motor. 
The disk in this unit fits directly onto the end of the motor 
shaft, making the machine completely self-contained. 
The other model is a belt-drive unit, which makes it 
possible to use any motor available, to use motors 
built for odd frequencies or voltages and to vary the 
speed to suit individual operations. 
Dust collector available, making machine 
adaptable for use in locations where dust 
is objectionable 


Send for 
CATALOG 


No. 1426—Abrasive Disk ESR SS SS Oe wasw 
Finishing Machine 


small belt polishing machines. The frame is heavy ard substantial; the ad- ae 
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To Delta Distributors 
and Their Salesmen 


This is but one example of the many hard-hitting full page 
advertisements we are running to help dig up prospects for 


637-C E. Vienna Ave., Milwaukee, Wis. 
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No. 1402-C— 
Abrasive Belt 
Finishing Machine 


PRODUCTION 
TOOLS 





THE DELTA MFG. CO. 








Nery It 


How Pearl Harbor p 


can be lold! 


proved the case for Distributors 


Now it can be told—without disclosing military secrets—a story of which all 
Distributors can be proud. When the thugs of Tokyo struck with treacherous force 
at Pearl Harbor on December 7th, our military forces there needed plenty of 


electric tools—immediately—to help repair the tragic damage. 


And they got them immediately—several hundred of them—because the 
Honolulu Iron Works Co., a Black & Decker Distributor, had them in stock. With 
their stock cleaned out by this military emergency, and still more tools needed, 
the lron Works-sent an urgent cable—and within three short days 300 more 
es} fold atm DI -1a 4-1 am fole) (Me yell (te Miceli Sen Francisco—en route, via our Distributor, 


to the brave fighting forces of Uncle Sam's great island outpost. 


You Distributors have a vital job to do—in speeding the movement of needed 
products and materidls along the supply lines of this fight for Freedom. In this 
gigantic task, as ever before, you can depend upon Black & Decker for all-out 
support and cooperation. The Black & Decker Mfg. Co., 717 Pennsylvania 


Ave., Towson, Maryland. 


Leading Distributors Everywhere Sell 


3 on Gar. aan oe on 


PORTABLE ELECTRIC TOOLS 















Make This Simple Test 


stowiou A REAL SAVING 


in Belt Costs / What Happens 


As a V-belt bends, you can actually feel its sides change shape! The ney 
top of the belt is under tension and grows narrower (see Figure1, at right). V-Belt Bends 
The bottom is under pressure—therefore it widens. These stresses force 
a straight-sided V-belt to bulge in the sheave groove (Fig. 1), and this 
produces uneven wear on the belt sides, resulting in shorter life! 


Now look at Figure 2. There you see how the concave side of the 
Gates Vulco Rope exactly corrects this bulging. It insures a perfect fit 
in the sheave groove with uniform side-wall wear and, therefore, longer 
life! It insures that the entire side-wall grips the pulley—heavier loads 
are carried without slippage—belts are saved and power consumption 
reduced. 


Only belts built by Gates are built with the Concave side, which is 
a Gates patent. 


THE GATES RUBBER COMPANY 


Engineering Offices and Stocks in All Large Industrial Centers 


SArES wv ROPE 


_— 





Chicago, DL RB ..4 ork City sneiagem, Ala. Los Angeles, Cal. Denver, Colo. 
M49 West Washington th Avenue 405 Liberty National Life Bldg. 2240 East Washington Blvd 999 South Broadway 
ye Tex. Portland, Ore. San Francisco, Cal. 
2 hin Street 333 N. W. Sth Avenue . 2700 16th Street 
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EVERY FOOT OF PREFORMED YOU 
SELL HELPS WIN THE WAR 





TIME IRON AGE , INDUSTRIAL POWER 

BUSINESS WEEK PURCHASING--==---—"__ OL & GAS JOURNAL 

NEWS WEEK AEAIETOR ENGINEERING NEWS RECORD 

U.S. NEWS EXCAVATING ENGINEER FACTORY MANAGEMENT & MAINTENANCE 
STEEL CONSTRUCTION METHODS ROADS & STREETS 
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SERVICE 


Molybdenum 


a DETROIT 
U.S.A. 






We’ve been saying 
this for years and 


we say it again 





b arnes Service Molybdenum Hack Saw Blades have no superiors on all 

around production work. Their performance is unexcelled on such 
materials as stainless steels, chrome, nickel, vanadium and alloys. 
Many blade users have appreciated this fact since Service blades were 
first introduced. Many others, under the war time restrictions on 
high speed steel blades, are just now making the profitable discovery 
—on the basis of cost per cut, you can't beat the Barnes Service 
Molybdenum. Available in hand and power blades. 


You should stock this blade — it will get and hold 
new customers for you. 


“Keep them rolling, keep them flying, keep Democracy from dying” 


USED BY PER MISSON OF PEARSON AND ALLEN, WASHINGTON MERRY-GO-ROUND 
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WHY THESE KEN 
SELL THE 





it and handle it . . 
why these valves sell 





lron-Body (Uod4? Gate Valves 


MILL SUPPLIES 


Let a plant engineer SEE a 
lron Body Wedge Gate Valve . ~ 


themselves. 


Kennedy 






ery 


Standard 


let him study 
. and you will quickly learn 


THE KENNEDY VALVE MFG. CO., ELMIRA, N. Y. 


MSELVES 


Hinged stuffing box bolts with a 
bolts, addition 

nuts, nuts on top of all 

conveniences for manipulation and repacking 


NEDY 


MARCH, 1942 





NEDY VALVES 
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ick Casters, help 


rolling on Bass ; 
198 trucks, 3,800,000 copies 


speed out “The News” - -- 


Sunday, 2,025,000 daily. 


i 

| ‘~ } 

“4 4/ 
- eS, 


~, 


DAILY NEws Feu 


NAVY REVEALS 


VICTORIES ) 


OVER U-BOATS | 


rHE NEWS” travets rast =| 


eae > 
Dim, 


AND SMOOTH-—ON BASSICKS! = 


Out they go—millions of copies of the 
New York News. Headlines die of old age 
in a few hours. Between printing press and 
newsstand, minutes count. And that’s 
where Bassick Casters come in. 


Yes, America’s biggest newspaper circu- 
lation is smoothly handled on trucks that 
keep rolling on Bassick Casters. It’s Bassick, 


too, in the humming plants where speed 
is so vital in rolling out the weapons of 
war. 


Whatever customers you serve—from air- 
craft to zipper plants — you 
get the order quicker with 
smoother, faster Bassicks, 
the finest caster made. 





Another Product of 


STEWART 
WARNER 


a 





KEEP "EM 


ROLLING 


BASSICK CASTERS 








ON BAS SICKS 


THE BASSICK COMPANY 
BRIDGEPORT, CONNECTICUT 


WORLD’S LARGEST MANUFACTURER OF CASTERS 
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quaLiT CUTTERS PROVE THEIR WORT 
SERVING TODAY'S URGENC 


—They “‘stand up’’ under fa: 
speeds and feeds...an 
give maximum performant 


Plain Milling Cutters 
Side Milling Cutters 

* Inserted Tooth Cutters 
Spiral End Mills 
Key Seat Cutters 
T Slot Cutters 
Shell End Mills - 
Angular Cutters 


Convex and Concave Cutte 





| Distributors find the Brown & Shar 

> Line Profitable because of the wi 
\ variety of items. In addition 

= Cutters and Hobs, there are 


; MACHINISTS’ TOOLS ARBORS AND ADAPT 
SCREW MACHINE TOOLS PUMPS VISES 
MAGNETIC CHUCKS OTHER USEFUL EQUIPM 


Bs BROWN & SHARPE MFG. C 
t} Providence, R. |., U. S. A. 


an “aan 
TOME SHARPE 


CUTTERS 
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Mare 
<ABRASIVE> 


ABRASIVE COMPANY 
GRINDING WHEELS 


DIVISION OF SIMONDS$ SAW AND STEBL COMPANY 


Tacony & Fraley Sts., Philadelphia Chicago Branch, 127 S. Green St. 


1892 « Fifty Years of Service To Industry + 1942 
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MILL SUPPLIES 


The kind that industry needs 
now for today’s high geared 
production. Tools that give 
high performance results. 


Electric Drills, 20 models 

Bench Grinders, 6 models 

Flexible Shafts, 10 models 

Portable Electric Grinders, 3 models 
Portable Electric Sanders, 4 models 
Portable Electric Polishers, 2 models 
Phenol Abrasive Discs 

Grinding Wheels 

Wire Wheel Brushes, etc. 


Write for details 
and discounts 


WORLD OVER 


MARCH, 1942 
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How to pull extra Ma : 








THIS REVOLUTIONARY new kind 

of lighting is urgently needed in Regd how G-E Fluorescent Lighting — Ametiiey 24. 
thousands of industrial plants en- > 

gaged in vital war production. 


Some of these plants ase proba, Productive man-hours to wartime industry 


bly customers of yours. If they - Pp 

can’t buy a modern lighting sys- > preventing accid nis 
tem, show them how to get more by 
out of their present lighting by 

washing and cleaning lamps and 

reflectors, re-painting walls and 

ceilings a light color, and by 

replacing burned out lamps 

promptly with G-E MAZDA lamps. 








ee 


— —_ 
—— — a 


TODAY IN 7 MODERN PLANTS men and 
women work night and day to make the slim glass 
lamps that are helping war workers produce more 
tanks and bombers and anti-aircraft guns. Back 
of these G-E fluorescent lamp factories is G-E’s 
Lamp Development Laboratory, where this girl is 
one of many workers constantly checking to see 
that G-E MAZDA F lamps stay brighter longer! 


Mn. lll, cri 
wee! (SPN E 
| te 


Tl MILES OF G-E MAZDA F (fuorescent) lamps were installed in ? ’ 

this typical new wartime plant. Officials say inspection of thousands THE BATTLE OF 1943 nd already being mapped oF 

of different parts would be a costly bottleneck in ordinary lighting. Pe een drafting on like this pancbanyeo 

But the 5-foot 100-watt G-E MAZDA F lamps in this picture give OeEnas Ce Ss, uo 

workmen conditions approaching actual daylight! Show customers ; cool indoor daylight furnished by G-E MAZDA F 
. uocescens lighting can do for thea! lamps. Draftsmen work with less strain, make fewer 








ours out of a Glass Tube... 








24-hour daylight — is adding millions of 
ing production ... reducing spoilage... 
ing seeing easier 


30% FEWER HEADACHE TABLETS are needed in one 
plant since G-E fluorescent lighting was installed. By 
selling good lighting to your industrial customers, you 
are helping workers avoid eyestrain, save energy, and 
do their jobs more efficiently. 


AMERICAN PLANE PRODUCTION reaches its goal, much credit will be due to a 
kind of light. Four-motored monsters like this Flying Fortress are being made faster 
the cool indoor daylight of G-E MAZDA F lamps. But let industry speak for itself. 
% teduction in scrapped pieces,” says a machine shop. “50% fewer accidents,” says 
. “No time lost hunting good light for micrometer readings,” says a machine tool 
. Amazingly, results like this are obtained without adding extra floor space, 

, or workmen! 


EXPERIENCED FIXTURE MANUFACTURERS now make 


over 100 fluorescent fixtures which are tested and cer- 
tified by Electrical Testing Laboratories to exacting 
specifications for good and sound service. Be sure 
your fixtures carry either the Fleur-O-Lier or RLM label. 


NO TIME OUT taking work over to a window : 

in this 24-hour “indoor daylight’! 18,000 40-watt G -- AY, | AZ py: LAM PS 
G-E MAZDA F lamps were installed in this new 

plant, now producing a vital war weapon. Pro- 


duction is speeded up. Workers are happier, less ff GENERAL (46) ELECTRIC 


tired, because they conserve energy through easier 


seeing. Interested? See your G-E lamp supplier or —— % bs F . 
write General Electric Co., Nela Park, Cleveland, O. . nw Ug A 








It’s a Fact. 


THIS 1S GENTLE! 


IT 1S A FACT THAT ONE GRADE OF 
JEWEL SANDPAPERS IS SO FINE, 
YET SO GENTLE,IT IS USED TO MAKE 
DAINTY DEPILATORY MITTENS.... 











THIS IS TOUGH! 


ANOTHER JEWEL SANDPAPER IS SO TOUGH IT 
WILL TAKE THE TEETH OFF A HARD STEEL FILE. 
THE FILE GLOWS RED (1800°F.), BUT THE 
SANDPAPER 1S UNHARMED, 


2 : L 
NEP gt OTM etc > 


THIS IS FUN! | ae 
STILL ANOTHER GRADE OF JEWEL i THIS IS BUSINESS! 


SANDPAPER SUPPLIES A WHOLE v JEWEL ABRASIVES ARE USED FROM THE FINEST WORK TO THE 
BUSINESS IN THE MANUFACTURE HEAVIEST DUTY... SUCH AS THE FINISHING OF THE MAMMOTH 
06 TAGLE TENINS PADOLES .... BRONZE PROPELLER ABOVE. YOU WILL FIND A GRIT AND GRADE OF 


JEWEL ABRASIVES TO.DO AWY JOB, AND DOTHAT JOB QU/CKER, 
CLEANER AND CHEAPER. 





COPYRIGHT 1942 BY ABRASIVE PRODUCTS INC. 


JEWEL ABRASIVES 


Made by Abrasive Products, Inc., South Braintree, Mass, 
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THIS TAG PLAN 


ro LUBRIPLATE peacers 


Special Tags are provided to all manufacturers of machines 
who use LUBRIPLATE for initial lubrication. 


BRINGS NEW CUSTOMERS 









Points to be lubricated and type of LUBRIPLATE used. 


Machine Builder's name gives authority the recom- 
mended use of LUBRIPLATE. 


Return postal enables machine user to locate LUBRI- 
PLATE Dealer. 


The tag is attached by the 
machine builder. It advises 
the type of LUBRIPLATE 
for relubrication. It tells 


why LUBRIPLATE should 


When a machine is delivered Upon receipt of the post- The LUBRIPLATE Dealer 
and installed the user de- card we notify the nearest calls on the machine user 
taches the post-card from the | LUBRIPLATE Dealer advis- and sells LUBRIPLATE for 
LUBRIPLATE Tag leaving ing him of a new prospect that machine and for every 











be used. It provides a means 
for the machine user to lo- 
cate the nearest LUBRI- 
PLATE Dealer. 


instruction tag on the ma- 
chine. He then mails the 
card to us to ask the name of 
the nearest LUBRIPLATE 


Dealer. 


LUBRIPLATE Dealers find this Tag Plan a big aid in 


selling LUBRIPLATE for initial lubrication 


ecause 


and notify the user of the 
machine the name and ad- 
dress of the nearest LUBRI- 
PLATE Dealer. We intro- 
duce buyer and seller. 


other lubricating application 
in the plant. It’s a new con- 
tact and the dealer sells him 
other mill supply items be- 
sides LUBRIPLATE. 


This is but one of the many ways that LUBRIPLATE 


it assures the machine builder of proper maintenance 
lubrication. Every time a tagged machine is shipped 
some LUBRIPLATE Dealer has another customer. 


helps build’ their dealers’ volumes. Ask about the 
exclusive dealer’s proposition. Maybe it’s open for 
your territory. Write today. 








LUBRIPLATE DIVISION 
FISKE BROTHERS REFINING COMPANY 


SINCE 1870 
Newark, N. J. 


DEALERS 


Toledo, Ohio 
FROM COAST TO COAST 


LUBRIPLATE 


THE MODERN LUBRICANT that Arrests Progressive wear . ~ 
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PORTO-POWER 
is a Hydraulic Jack which 
has its ram separated from 
the pump by a high-pres- 
sure hose. The ram thus 
works in all directions, 
and the plunger action is 
““harnessed’’ by simple at- 
tachments for pushing, 
pulling, spreading, press- 
ing and bending over any 
span and angle. 


TYPICAL PORTO- 
POWER SET-UPS 


PUSHING AND SPREADING 


















SCREW EXTENSION FOR 
QUICKLY ADJUSTING LENGTH 









STRAIGHTENING drive shaft after 
jam up on conveyor. Porto-Power 
shown making temporary repairs while 


other work proceeds. Porto- Power 
eliminates costly overtime and disas- 
trous production shut-downs. 

OU can best appreciate this development by first looking at your 

hand and imagining that it has 40,000* Ibs. of power! ‘Think of the 
push, pull, clamp, press, bend and spread jobs you could then do by 
applying that much pressure how, where and when you would want it! 
And you can with PORTO-POWER which does practically everything the 
hand can do. Porto-Power can save time on these and scores of other trouble 
jobs: Pulling gears, pulleys and wheels; lifting machinery; straighten- 
ing shafts; inserting or removing pins, bushings, bolts and shafts. 
*Model S-78. Others in 4,000, 8,000, 14,000, 20,000 and 100,000 Lb. capacities. 


A Product of BLACKHAWK MFG. CO., Dept. P1732, Milwaukee, Wis. 


Porto-Power for plant use is 
sold only by stocking fran- 
chised Blackhawk Industrial 
Distributors. 
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\ TWOMBLADES 


3 AT THE COST OF 
ONE AND A HALF 


33% More Cuts per Dollar... 
Savings in Steel, Time, Handling 


Two blades at the cost of 114! That, in effect, is 
what Blu-Mol DOUBLE-LIFE gives you: two 
cutting edges on a single blade . . . special set dif- 
ferential eliminating drag and wear on the trailing 
edge . . . special heat treatment, leaving ends 
and center soft and edges hard, making it super- 
tough. Priced only 50% higher, DOUBLE-LIFE 
will deliver twice the service of the best single- 
edged molybdenum blade ever developed. This 
blade has proved its value in hundreds of shops... 
is now standard with many of the country’s 
biggest users of hack saws. 





Every Shop Should Try This Blade 


For its own protection (to maintain cost cutting, efficient 
operation) and for promotion of America’s war effort (by 
saving in steel consumption, shipping, storing, handling), 
every shop must at least try DOUBLE-LIFE blades to 
determine their value in its own work. 


STMENOA “PATENT APPLIED FR 
* Ga, DOUBLE LIFE | Wd USE THIS EDGE FIRST Wy 


__ . ge oe 


im *\ 44% Contact Millers 
\ Falls now. Some 


territories still 


- . open for good 
rf distributors. 


MILLERS FALLS COMPANY + GREENFIELD, MASS. 
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BLADES 
of Tough Tillage Steel that 
cur SHOVEL Costs! 


Cuansloed 


On construction jobs, Ingersoll Shovels ‘‘show 
the stuff they’re made of.’’ When you see them 
dig in, day after day . . . where rocky soil is 
handled, and come back after the job is fin- 
ished, with edges still free from splits, you 
realize that your shovel problems have been 
solved by Ingersoll. 


Here’s the Reason for 
Ingersoll’s “Split-Proof Guarantee” 
We use only TEM-CROSS Tillage Steel for the 
blades of Ingersoll Shovels. It is the same steel 
we use in making the discs for practically all 
of America’s leading manufacturers of tillage 
tools. This steel, rolled in our own mills, is 
produced by a process that creates an inter- 
locking, mesh-grain structure. Then it is con- 
trolled heat-treated. No wonder these blades 
resist splitting so remarkably well, scour so 
freely, and show their outstanding quality on 
tough jobs. 

Insist that your Supplier fill your 
shovel order with Ingersolls. 
Write for further information. Address our 
New Castle Plant. Dept. M. S. 


INGERSOLL 


STEEL & DISC nPORATION 





BORG-WARNER CORPORATION 
NEW CASTLE, INDIANA 
Plants: New Castle, Ind.; Chicago, I1l.; Kalamazoo, Mich. 


Western Representative: 
John F. Kegley & Son, 737 Terminal St., Los Angeles,Cal. 


INGERSOLL 3 (%,.... 


Borg “Ynt 
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WW PANeT@) 31 THE PROFIT LINE 


FOR DISTRIBUTORS 









A line of best sellers — priced to please customers yet 
show a fine profit to dealers — manufactured and de- 
signed for toughest use, to meet most rigid specifications. 
These fine products are constructed from special analysis 


f steels rolled to Magor's own specifications — specially 
/ é : aaa We 
heat-treated to impart superior strength and flexibility in 
; ab] 
blade and shank, treated and normalized to produce a effi 





blade that will not split or turn at the cutting edge. ligl 


The Magor line is backed 
by over forty years’ expe- 
rience in producing qual- 
ity steel products—is sold 
under a sales policy that 
is making new thousands 
of friends every year. 


gre 
ting 





MAGOR CAR CORPORATION 


SHOVEL DIVISION 
50 CHURCH STREET, NEW YORK, N. Y. 
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Walker-Turner distributors’ salesmen are rendering valu- 
able service to plants in War production, by showing how 
efficiently Walker-Turner Machine Tools perform countless 
light operations on metals, wood, plastics and other mate- 
rials—thus relieving large, costly machines for heavier work 
and helping to ease machine tool shortages. W-T distrib- 
utors have, time and again, proved lifesavers for plants in 
aircraft, armament, shipbuilding, electrical, tool-making and 
other war industries, because they are making prompt de- 
livery of Walker-Turner Machine Tools. 


This is the kind of service that is building solid good-will 
with W-T. distributors’ customers. And the Walker-Turner 
one-price policy is the kind that is building sound business 
for distributors and their salesmen, by eliminating unfair 
competition. WRITE FOR LATEST CATALOG showing full 
line of Walker-Turner Machine Tools. 


METAL CUTTING RADIAL SAW. 
Cuts, saws, trims, grooves, profiles, 
shapes and miters metals, wood and 
plastics. Handles many sizes and 
shapes, including large flat pieces. 
Geared motor gets shaft closer to 
work, permits smaller wheels with 
greater rim force and increased cut- 
ting capacity. 


SPINDLE SHAPER for 
wood, aluminum, non-fer- 
rous metals, plastics. Gear- 
ed motor operates spindles 
at 7600 r.p.m. Has revers- 
ing switches, many usefu! 
accessories, other features. 





4. 
am 


Ui dala mon oo | ae ge ee a 


COMPANY. inc DRILL PRESSES BAND SAWS 
PLAINFIELO.N JIG SAWS RADIAL SAWS 
4 pA SPINDLE SHAPERS + GRINDERS - 
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BENCH SAWS 
RADIAL DRILLS - 





RADIAL DRILL. Handles many light drillings, routing. tap- 
ping and profiling operations as effectively as larger ma- 
chines costing five to six times as much. Drills to center of 


62” circle. 


METAL CUTTING BAND 
SAWS. 14” and 16” mod- 
els. Back gearing and 
cone pulley provide speed 
range from 61 to 5300 
s.f.m. for cutting prac- 
tically any material from 
tool steel to wood. 
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Head tilts 45° right or left. 
nose of chuck to table, 1342”. 


TILTING ARBOR SAWS 
BELT AND DISC SURFACERS 
FLEXIBLE SHAFT MACHINES 


Maximum distance 
Spindle travel 3%”. 


20” DRILL PRESS with 
smooth, positive Power 
Feed, operated by clutch 
and powered from drill 
press spindle. Drills to 


center of 20” circle. Holes 
from 1/16” to 1”. Speeds 
260 to 5200 r.p.m. 


WALKER-TURNER MACHINE TOOLS 


WOOD AND PLASTICS 


LATHES 
JOINTERS 


CUSTOM BUILT MOTORS 
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THE 
DOMINANT DRIVE 
OF INDUSTRY 


i ae 
TRADE MARK 


fhe use of this emblem by an 
association member in connec- 
tion with Multiple V-Belt Drives 
is your assurance of mechani- 
cal excellence — the result of 
cooperative engineering, re- 


search and experience 





minimum tolerances — 
maximum performance 


The smooth, quiet functioning of Multiple V-Belt Drives, transmitting 
their full and uniform flow of vibrationless power, has come to be 
taken for granted. Which, of course, is at it should be. But there is 
more to such performance than meets the eye. .. . Before “The Dominant 
Drive of Industry” reached its present state of perfection, it was dis- 
covered that ordinary engineering and manufacturing standards were 
inadequate. Laboratory experiments and field studies over a period of 
years indicated the necessity for absolute uniformity of groove dimen- 
sions — depth, diameter and spacing, as well as uniformity in belt cross 
sections with minimum allowable tolerances. From these findings, new, 
high standards were set up and adopted by association members. . . - 
The result is that today, industry is assured of maximum performance 


and long, trouble-free service from Multiple V-Belt Drives. 


MULTIPLE-V-BELT DRIVE ASSOCIATION 
140 SOUTH DEARBORN STREET *© CHICAGO 
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“Ten Silver Months 





—— WEAPON we make today is worth ten that we 


might produce next year; for this year — 1942 — is the 
critical year in the existence of the United States.” 

his grim challenge was thrown at American industry 
by Donald Nelson in his first speech as chief of the War 
Production Board. He was speaking to a group of business 
paper editors, called together to receive at first hand Mr. 
Nelson's urgent message to the industries they serve. 

‘We've wasted the golden months”, he declared, “the 
months in which we could have expanded our steel indus 
try, our chemical industry, our copper industry, and all the 

thers, so that we would have plenty of everything. But we 
still have ten silver months— the months that remain in 
1942—and in them we can do things that we never thought 
possible.” 

lo that objective Mr. Nelson has dedicated his high 
talents and boundless energy. And to that task he asks 
American industry to apply the full measure of its re- 
sources and skill. 

Phat challenge should be all that it takes to exact from 
industry the last ounce of its energies. For by now we all 
can see that in this war the American way of life is at 
stake. American industry is the essence of the American 
way of life. Neither can survive without the other. So, even 
if it had no better reason, industry must go all out to win 
this war as a measure of self-preservation. Here self-interest 
and patriotic duty are synonymous. American industry can- 
not afford to let America lose this war. 

The 1942 job is crucial. If it is well done we have a 
chance to win. If it is badly done we cannot possibly 
win. ‘There is the measure of the responsibility that now 
rests upon the shoulders of industrial management. 

It is not just Donald Nelson who asks this of industry. 
He speaks for the millions of fighting men— on land, at 
sea, in the air —the world over, whose eyes turn so des- 
perately to the workshops of America. There and there 
alone can they see the hope of victory. 

I'he people of America are not going to let those men 
down. They demand of industry every effort and every 

crifice that may be necessary to back them up. On that 
score, American industry stands, of necessity, on trial be 


fore our people. It must come through — or else! 


\s industry goes all out to meet this demand, its man- 
agement asks of those who set its tasks and supervise its 
performance the utmost possible cooperation. It asks of 
them specifically an understanding of its problems and 
chance to work them out without unnecessary interfer 
ence. It asks for protection against attack from the rear 
while it concentrates its energies against the common foe. 
It asks a truce on economic reforms and social experiments 
that have nothing to do with winning the war and that 
are bound to arouse misgiving and mistrust amongst the 
proprictors of industry. Above all, it asks that it be not 
made a political scapegoat for every deficiency that 1s sure 
to develop in the confusion of a war effort. 

his does not mean that industry resents honest criticism 
or constructive direction. Neither does it mean that it 1s 
unwilling to do its best unless it can have its own way in all 
thin Ihe managers of industry are practical men. ‘I hey 


know better than anyone else that unprecedented condi 
tions call for new methods, that they must be open-minded 
to every criticism sincerely directed toward winning, the 
victory. ‘They know that no one can afford to be smug in 
the face of a national crisis. 

There would be no point to my rehearsing here the 
pros and cons of such criticisms. ‘Time is too short for that. 
Only in its performance can industry write a convincing 
answer to its critics. But as a help toward the achievement 
of that performance, I should like to clear up, if I can, 
one prolific source of misunderstanding and mistrust. 

I refer to the solicitude of ieduatvial managers as to 
where their companies may find themselves after the war. 
l'his concern for the future sometimes is misinterpreted to 
mean that management is blind to the urgency of the 
present. But it does not mean that. It is a perfectly natural 
anxiety that must be felt by any responsible management 
oper: ating under the American enterprise system — which Is 
- of the things we are fighting to preserve. 

Under our system, the managers of industry cannot but 
feel a sense of responsibility to its owners, not merely for 
current dividends on their investments but also for the 
conservation of their properties. ‘What means they must feel 
some concern over what may happen after the war to a 
business that now must go all out to help win the wat 
\nd their concern is but part of a gencral concern over what 
may be the effect of the war on the whole American way of 
life, preservation of which is our reason for being at war. 

To give practical effect to that concern under present 
conditions is one of the problems of management. It 1s 
not an insuperable problem. Competent management will 
be able to surmount it, I am sure. But the right kind 
help from those in authority can make the job a lot 
casicr. And Ict us note in passing that the problem cannot 
be written off, as some critics of business seem to think, 
mercly by setting off against it the profits that business 
can make on war contracts. ‘That misses the whole point. 

lor a business enterprise is not, as many seem to think, 
just a “profit-machine.” It is not set up and operated by its 
owncrs and managers for the sake of this month’s or this 
yeal ’s profits, without regard to any other consideration. 

‘The fact is that any worth while business must operate 
as a going concern. It consists not only of stockholders 
and managers, but also of employees, markets, distributors, 
and dealers. Mostly, I might say, of markets, distributors, 
and dealers. ‘They are the “reason for being” of any busi 
ness, the source of its payrolls and its profits. 

No competent management wants to scrap suc h essen 
tial elements of its business just for the sake of war-bred 
profits, however large they might look . . . at the moment 
Most of the original reluctance to get into arms produc 
tion, for which industry has been criticized, not due 
to a “greed for profits”, as has been charged. Rather did it 
arise from management’s mistrust of “war profits” that can 
be made only by sacrificing the essential clements of a 
healthy busine: 


But now industry faces a dire national emergency. The 
survival of our country and all its imstitutions — imecluding 
American business—is at stake. So management must shape 


its course to meet without stint every need of the war 





I hat means it must subordinate to that effort every 
oncerm. Io lose the war is to lose all. We must 
the war if we would save anything. 

men of management that presents a grave re- 
l It is fair to ask whether government can do 
mything to help them meet it. One simple thing I think 
ve can and should do. It cannot dissolve all the 
management, but it can help substantially. 
nt should do all it can to help management 
cts of business that will contribute to 
ction, when that can be done without 

ctting on with the war. 
three clements. One is its tangible assets —its facto 
machinery, equipment, and materials. Another is its 
tive capacit 


nig TOTC( 


xplain. Broadly speaking, every business com- 


its management, organization, trained 
A third is its intangible asscts — the good 
familiarity, acceptance, and recognition that it enjoys 
mgst its dealers, customers, and prospective customers 
When the nation goes to war government becomes the 
tomer of a business. Of these three cle 
plant facilities and organization — 
importance to the job in hand. But 
rnment buyer is concerned, the third 

Hunor mportance 


t 


third clement cannot be ignored by the man 
for that business. For it will be their 
they must rebuild that business after the 
ernment has lost all interest in its existence, 
of tax revenue. ‘That is why government 
now, during the war, it recognizes the 
of management to conserve those a 
ential to survival after the war. 
recognizes the obligation of government. to 
hat the individual business go all out for war 
n, to forbid the produc tion of goods not essential 
ind to commandeer those that are, to require 
rifice its markets and disrupt its distribu 
No one questions the nght of govern 
rbitranly the amount of carnings that a 
retain as profit from its war activitics. In 
tions the right of government to become 
in any business that may be needed 
dominant partner, to put the 
conflicting interest of the busine 

all this, government should remember 
vival of that business is staked on the public’s 
id use of those discontinued or commandeered 
on the stability of that crippled dealer organiza 
lity of the business to maintain its standing 
from which, temporarily, it may be barred. 
nment can help management to deal with the 
it now faces, if it will do all it can to avert 
ifice of business interests that do not con 
will but remember that one of 
un will be on its own, gather 
it may have left, recreating its 
tribution channels, reestablish 
nN ind doing all this in a 

benefit of war orders 
yon which any business can hope 
comes 1s its customers’ mem 
r understanding of its prod 
ming to it for its war 
itself to be 
the identity, 
inmongst those 


ing all 


out on their war jobs, become apprehensive whenever sot 
word or act of a legislator or government official seems 
question the validity of their sales, promotion, and adv« 


tising activities during the war. Vor they know that it 1s 
by such measures alone that any.management can hope 
to conserve — while its business goes to war —the values 
it will need when it returns to civilian service. 

That is why I ask government to do all it can to allay 
such uncertainties, to reassure business of its desire to help 


conserve those intangible assets that mean so much to 
business security. For that, I believe, will strengthen the 
hand of management in a big way as it goes all out on the 
vital job Donald Nelson has staked out for industry. 


IIe has told us that if we are to make these ten silver 
months productive enough to make up for the golden 
months that are gone, industry must do things it never 
thought it could do. That is dead right. or America now 
finds itself in a position it never thought it could be in. 

\ll too slowly, but very surely, it is dawning upon us 
that this is OUR WAR. Moreover it was our war long 
before we knew it or did much about it. So our job today 
is not merely to match the current production of our ene- 
mics. ‘That is not enough. We must produce also enough 
to match the surplus of resources they had built up before 
we got started. We must produce enough not only for 
our own needs, but also for all the United Nations. 

Moreover we must produce all that we need for decisive 
victory, for anything short of that will mean defeat. If we 
would save the American way of life, we must destroy once 
and for all the forces that threaten it. A stalemate would 
mean but an armed truce and what that might do to the 
American way of life and to American industry no one 
dares to guess. Victory must mean decisive victory. And 
this, very definitely is our war. 

And just as definitely, this is OUR YEAR. For in this 
vear — 1942 —we must prevent our enemies from achiev- 
ing an advantage that might put victory forever beyond 
our reach — despite all our vast resources. It is an appalling 
fact that victory may slip beyond our grasp — not in 1943 
or in 1944—but during the months just ahead of us. 

“Industry's responsibility in all of this is great,” says 
Donald Nelson. “The job will take brains and initiative, 
but we can do it if we go out with a will.” 

lo Mr. Nelson, that initiative means that industry must 
lead rather than follow in the march to more intensive 
use of our machines and our man-power. We dare not wait 
for new facilities to mect our mounting needs. More and 
more we must press for more widespread subcontracting 
ind conversion. And he is counting on that initiative, 
backed by ever more aggressive effort, to avert or to mini- 
mize the compulsory measures that now seem imminent. 

“We must stop thinking about what we're going to do 
to the enemy in 1943 and start thinking of what we're 
going to do to him in March of 1942.We must make today 
the things we would be making next year 
the time to spare.” 

That, says Donald Nelson, is the task of American in- 
dustry during the next “Ten Silver Months.” And to that 
gigantic task American industry now must bend every 
ounce of its abundant strength. — 


President, NIcGraw-Ilill P hing Company, Inc. 


if we had 





McGraw-Hill industrial and business publications, reaching over a million readers. 
































LUNKENHEIMER VALVES 


Are Helping to Build Battleships 


ESTABLISHED 1662 
THE LUNKENHEIMER CS. 
—wQUALITY’S— 


Your Lunkenheimer 
distributor has a sup- 
ply. Ask for yourcopy. 
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Lifting planes and cargo on board ship, 
| laying keels, swinging tanks and guns | ~~ 


along to completion . . 
to order for Wickwire Rope. 


. are jobs made 


BRINGING WARBIRDS HOME TO ROOST 


Another Job for Wickwire Rope 


It takes a lot of ‘ 


war 


‘heavy work” to win this 
and where the hoisting, hauling and 
there 


Wickwire Rope on the job. 


pulling are toughest, you'll find 
The vital need for this vital steel! tool 
of heavy industry points up a message to 
all users of Wire Rope. 
Make your Wire Rope last longer . . 
save steel too... 


Wire Rope on the job. 


And when you need Wire Rope, depend 
on Wickwire regular lay or pre-formed 
Wissco lay. Let our field men figure your 
and show you how to get the 
most for the least. Then, after the Wick- 


wire Rope is on the job, our field represen- 


exact needs, 


SEND YOUR WIRE ROPE QUESTIONS TO WICKWIRE 


WICKWI 


%oV 5 & Sales Offices and Warehouses: Worcester, New York, Chieage, Bu 
Tulse, Chattancoge, Hovston, Abilene, Texas, Seatle. Export 54 


KW 
x % 


co 
y Wing sot, 
€e, ph 
* come 





by taking proper care of 
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tative will also consult with you on ways 
to get most efficient performance. 

The uniformity and long-life of Wick- 
wire Rope is assured by our manufactur- 
ing methods, which control every step 
from ore pile, to blast furnace, to open 
hearth, to finished rope. 

To make wire rope last longer, it’s im- 
portant to consult our authoritative man- 
“KNOW YOUR ROPES.” 


than 25,000 users all over the world con- 


ual More 
sider it a bible on the selection, applica- 
tion and handling of wire rope. Write for 
free copy to: Wickwire Spencer Steel 
Company, 500 Fifth Ave., NewYork, N.Y. 
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7 
Here’s What We’re 


Doing to Help You 
Sell Wickwire Rope 


This year 34 magazines will tell 
the Wickwire Spencer quality 
story, reaching the most influ- 
ential buyers of wire rope.Time, 
Newsweek, and Business Week 
cover your executive market, 
while direct buyers in the in- 
dustries that use most wire rope 
are reached through 31 indus- 
trial magazines! Write for full 
informationabout the Wickwire 
Rope franchise or ask our repre- 
sentative to come and see you. 
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In stepping up defense production 


"MORE CUTS WITH NUCUTS” 


is also working for you! 














To you goes the customer's gratitude for 
'NUCUT’S superior “Wavy Teeth” Performance 


In serving National Defense, NUCUT Files are also serving you. In 
helping industry step up production to meet the urgent demands of the 
present emergency, NUCUTS are helping promote your reputation for 
quality products. 


Today, more than ever before, NUCUT’S faster, cleaner, smoother cutting- 
power is setting the pace in the nation’s foundries, machine shops and 
assembly plants. Of course, modern design is the reason! NUCUT Files 
have two kinds of teeth, — coarse and fine. Scientifically placed in wavy 
rows, these teeth give two kinds of cut, — first a deep, clean bite, — then a 
smooth levelling action. 


Get in touch with us and see how you, too, can benefit from NUCUT'S 
) superior “wavy teeth” performance. 





HELLER BROTHERS COMPANY 


Newark, N. J. Newcomerstown, Ohio 





America’s Oldest File Manufacturers 


» | — ——) 
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TALK OF THE TRADE 


FLORIDA REFUGEES: Among those who took one more last fling at WP ROD.\\ 
Getting Away From It All were the John Crimminses (Mills & WPR saat? 
Lupton) ... And although the W. C. Teare’s (Sterling Products) set 

out to winter in the warmth, Bill has been commuting between Florida, rpo-| 

Chicago and Washington ever since December. 


UNKINDEST CUT: Just as the boys in OPM soon derived the slogan, 

“Oh, Pity Me,” so are the people in the new WPB now known as the 
l. » ), >, s 

Waste Paper Boys. Tank trap, maybe? 
VACATION DIVIDEND: Arthur Yorke (Hansen & Yorke) and 

Gus Fischer (Black & Decker) have some swell color movies to show “) \' I 

for the trip they took to the West Coast with their wives after last year’s 

convention in Chicago. 

DISPOSSESSED: And, speaking of photography, Bert Wilcox (J. H. 

Williams) has a sad story . . . His daughter has caught the bug, appro- 

priated two of his favorite cameras and has crowded him out of his 

darkroom .. . Her specialty is babies, and Bert rises above his resent- 

ment to admit she’s good. 


FAR EAST AUTHORITY: MeKew Parr (Distributor Section, WPB) 
has traveled extensively over the world’s face and only last fall com- 
pleted a volume on the Far East which is as good as any to be had as 
background on that war theater . . . He says the last chapter, which 
was cut out by the publishers, was one of the best of ‘em all, and will 
gladly describe the missing part if you care to hear about it. 


FEASTER FOILED: One of New York’s most avid gourmets, E. T. B. 
Penman (Neal & Brinker) incurred a setback not long ago when he 
took friends to a favorite dining spot to treat them to some special We should’a’ listened 
foods . . . Guests were unimpressed and Penman thought he was 
poisoned, answer being that the joint had changed chefs since his 
previous visit. 


ITINERANT WPBer: Russ Dunean (R. C. Duncan Co.) figures he 
may be fit for Chautauqua after the war, what with his endless speaking 
engagements to inform business men about the new WPB rules . . . In 
February he spoke in Detroit, Houston, Nashville and Memphis, sand- 
wiching in a quick hop to Minneapolis while his boy parted with an 
appendix. 


Not the same groceries 
FRICASSE: Pat Kramer (H. Channon) is an air raid warden in 


Evanston, Ill. . . . Walter Seott (Syracuse Supply) left early in 
February for the South to attend the wedding of his son, an Army 
lieutenant. 


PERPETUAL YOUTH: George H. Hoats has completed his 70th 
year of continuous service with the Hazard wire rope people . . . Still 
on active duty and has missed scarcely a day since he joined up as 
an errand boy back there in 1872. 


NOTE TO STALIN: Keep ’em fleeing! j. j. W. First hundred years 
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Cesancdyy, 


Sas 


DON'T TA KE our word for it. Ask 


any Jenkins Distributor if there isn’t 
good money in Jenkins Valves! 

And it’s there because we put it 
there! Cold, hard profit for Jenkins 
Distributors. 

Jenkins puts profit in valves by 
building better valves. 

Jenkins puts profit in valves by 
pushing those valves until they’re in 
the hands of the ultimate consumer. 

Jenkins puts profit in valves by 
advertising in twenty leading Indus- 
trial, Engineering, Purchasing and 
Management publications. Big, full- 
page and two-page spread ads! 

Jenkins puts profit in valves through 
sales help — supplementary sales effort 


by Jenkins Service Representatives. 

Jenkins puts profit in valves through 
service — Jenkins Engineering Service. 
available to distributors to help solve 
customers’ problems. 

Jenkins puts profit in valves through 
the Jenkins Selective Distribution 
Plan—which assures each distributor 
an opportunity to profit. 


Is it any mystery why Jenkins Dis- 
tributors are sitting pretty in the valve 
business... ? 

JENKINS BROS., 80 White Street, 
New York, N. Y.... Bridgeport, Conn.; 
Atlanta, Ga.; Boston, Mass.; Philadel- 
phia, Pa.; Chicago, IIl.; Houston, Tex. 
Jenkins Bros., Ltd., Montreal, Canada; 
London, England. 


JENKINS VALVES 


Covering every plumbing, heating and industrial service... 
Bronze, Iron, All-Iron, Cast Steel and Corrosion-Resisting Alloys 


... from Y¥% in. to 36 in. 


. .. from 125 Ibs. to 600 Ibs. pressure. 
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~ Mill Supplies: - 


No Dunkerques, Please! 


THE PRESSURE IS ON Now. Distributors and their 


workers are experiencing the war’s full impact. 
The production turmoil, the drain on industrial 
material, the rigors of myriad regulations, the 
frantic calls from customers, the tedious search- 
ing for items that don’t seem to exist—all impose 
a strain that taxes the limit of human endurance. 

Action such as this has long been predicted. 
Now that it is here, it may help to remember the 
military maxim that the advantage lies with the 
man who keeps a cool head under fire, the man 
who, despite the blows falling on every side, 
refuses to be stampeded or put to rout. Every- 
one is agreed, there has been enough stamped- 
ing, enough withdrawing in this war. The time 
has come to push ahead, or at least to stand our 
ground. Else we may develop a psychology of 
retreat and evacuation. 

Perhaps it seems all wrong to treat the topic 
of world strategy in these pages that confine 
themselves strictly to industrial supply matters. 
But the fact is, the subject is pertinent; the 
evacuation psychology can happen here. It is 
evidence already. For example: 

A distributor seeks relief from his 
priorities load and starts trimming to 
eliminate detail work. He keeps the major 
lines but culls out those which, by com- 
parison in these days of high volume, are 
of secondary importance to him. That is 
evacuation, and undoubtedly the distribu- 
tor will some day be sorry for it. 

Or, a manufacturer is irked because his 
distributors are slow to catch on in the 
priority extension game and, without wait- 
ing for them all to master this technique, 
starts weeding out sales agencies on that 
score alone. That can be called evacua- 
tion, too—or stampede—and undoubtedly 
the manufacturer will regret it. 


The error of such procedure is obvious. Major 
policy decisions, such as adding or dropping a 
distributor, or a line, ought not to be based on 
transient conditions such as those imposed by 
the priority program. That the priority program 
is, in fact, a succession of passing phases, has 
been borne out by experience of the past ten 
months. New stringencies develop and new 
measures are drafted to meet them; the new 
measures contain hidden rough spots that cause 
unintended hardships, so other new measures or 
amendments are drafted as correctives. 

Without attempting to read too much into 
events that are not yet fully developed, it would 
seem that, for the supply industry, a low point 
in the cycle has been reached—again. Our per- 
sonal hunch—for what it may be worth—is that 
improvement will follow. Today’s oppressing 
problems are not ignored by those in position 
to correct them. Active, sincere steps are being 
taken constantly to work out the tangle. To cite 
only a few such steps: it is well known that a 
new instrument will soon appear which, in cer- 
tain circumstances gives distributors access to 
higher ratings in placing stock orders. This, in 
part, answers the stampeding manufacturer 
described above. And there is the symposium of 
methods and forms for accumulating priority 
ratings, as shown on pages 57 to 64. These, in 
part, reflect an effort to ease the pressure on 
the distributor described above. 

Not all of the present problems can be solved 
with a single stroke. Nor will it ever be possible 
to eliminate completely the extra handicaps the 
war has placed on business operation. But severe 
as may be the hardships of this hour, there is no 
cause for stampede, no reason to scuttle one’s 
self. This is a time for digging in, for hanging 
on. Help is on the way. Let’s have no evacua- 
tions, no Dunkerques, please! 


JOHN J. WELCH, Editor 










Shortages Refuted 


On our desk is a booklet every distributor should see. 
Unbeautiful, not pretentiously stapled, it nevertheless 
represents one distributor's major contribution to the win- 
ning of the war. We refer to the second listing of mate- 
rials unused or otherwise available in the territory of 
J. Russell & Co., Holyoke, Mass. 

This firm took hold of the Surplus Stock idea from the 
time it was advocated in this publication last September. 
Its first listing was a distinct help to scores of industrial 
customers during a period of tightening market condi- 
tions. Now its second list, much bigger than the first. is 
issued at a time when we are supposedly scraping the 
bottom of the bin. It contains some 50 pages crammed 
with available items 
tools 


taps, set screws, motors, cutting 
things commonly carrying a high priority ticket. 

Last September, in setting forth the suggestion for such 
activity by distributors, we raised the question, “Are we 
It seems 
Quite likely 


our enemies could keep their industries going several 


all out—all out of drills, wrenches, nails, etc.?” 


we were not all out then and are not now. 


months just on the materials that lie gathering dust in 
dark corners of American stock rooms. 

Multiply this one distributor’s achievement by the num- 
ber of all distributors’ territories and the mind reels to 
think of the vast quantities of critical materials that might 
be turned up and put to immediate use. Certainly such 
activity comes under the heading of distributor service. 
And surely the government itself would have new respect 
for the ability and usefulness of distributors everywhere if 


such reclamation became general throughout the country 


Normandie Lesson 


Outside this window lie the remains of the great liner, 
Normandie. sprawled on its side, daily sinking deeper into 
the Hudson River mire—instead of carrying a division of 
troops at express speed to the fighting front, as it might 
now be doing if a few heedless Americans had realized 
their responsibilities as citizens in a natior at war. 

Make no mistake about it. the Normandie was a high 
trump card in our military strategy. Its loss ranks in 
importance with the loss of Hong Kong and of Singapore. 
It is the kind of loss that will continue to be felt painfully 


all through the war’s future course. 


Every investigative 


Which 


body reports, “No sabotage—just carelessness.” 
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makes this sickening incident all the more damnable. 
What's done is done. But it is impossible to avoid won- 


dering where complacency and carelessness will strike 
Impossible, too, not to hope fervently that the 
scene will not be a mill supply house vital to the operation 
of local war industries. 


next. 


Never for a day should any member of a supply organ- 
ization forget that the property which surrounds him is 
linked directly to the war effort itself. With airplane fac- 
tories, tank plants, shipyards and munitions makers de- 
pending utterly on distributor warehouses for operating 
and maintenance supplies, those warehouses and stock 
rooms become military property, whether officially labeled 
so or not. Everyone treading them must maintain the 
greatest care and take every precaution against any pos- 
sible mishap that might wipe out precious stocks of critical 
materials, thus crippling production of weapons destined 
for the men at the front. 

If the rules for guarding against fire have not been 
reviewed recently by everyone in the house, this should be 
done at once. Further, every measure of protection should 
be taken to keep out thieves and saboteurs. It may seem 
fantastic to think of enemy agents lurking about the 
prosaic mill supply house. But not all of the fifth column- 
ists have been rounded up. Those still at large have work 
to do. Where they think the game is worth it, they will 
strike hard and ruthlessly to cripple and destroy our 
productive capacity. 

Make it your responsibility to keep them out of the 
danger zone. 
tightly. 


Build your defenses now, and build them 


Harvey Williams 


This month the supply industry suffered a blow in the 
death of a true friend and leader, J. Harvey Williams 
president of the J. H. Williams company. Mr. Williams 
knew the practical economics of distribution. All his life 
he fought the distributor’s fight because he knew it was 
sound and right. A consistent advocate of clean policies 
and complete manufacturer-distributor unity, he con- 
tributed much to the industry’s progress. The year he 
served as president of the American Association (1935) 
was a milestone of distribution achievement. Harvey will 
he sorely missed. We can ill afford the loss of his sane 
counsel and the warm character which made him liked 
and respected by all who were privileged to know him. 
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THE WAR MONTH . 


FEBRUARY — Widespread military reverses shocked Americans to full 
realization that a hard battle lies ahead, sped conversion of their minds and 


* * * * 


machines to complete war footing .. . Spiraling production ate holes in dis- 
tributor stocks, causing redoubled efforts to fortify supply men with adequate 
priority help ... Oppressive burden of paper work was attacked from the top 


to free suppliers from excessive red tape. 





Pinch Tightens; Help In Sight 


With industry on full priority basis, steps are pushed to plug up holes 
in priorities system that work to disadvantage of distributors. 


The rip-tide that had been tugging 
at the industrial distributor’s legs for 
the past eight months snatched him 
under last month. He really knew a 
war was on and he was in it. If, after 
the historic events of December and 
January, any illusions remained of hold- 
ing the supply business to a_ peace- 
time tempo through the war, these were 
swept away ruthlessly in the nation’s 
surge to get tough. Stung into fury by 
military failures that could only be laid 
at the door of inadequate equipment, 
the government got tough about pro- 
duction, about the continuance of non- 
essential industries and, of first im- 
portance to distributors, it got really 
tough about priorities. 

Plainly the priorities honeymoon is 
over. Washington’s intent is unmistak- 
able; especially on industrial products, 
sales will be made on ratings only, for 
without ratings the difficulty of replac- 
ing items sold will be insuperable. 

Most distributors find no argument 
with this policy, but it is generally 
realized that the priorities system in 
its present state fails in many respects 
to provide adequately for the peculiari- 
ties of the industrial distributor’s busi- 
ness. If, as seems likely, it’s to be all 
on a “no tickee, no washee” basis there 
which must be 
plugged so that the distributor’s con- 
siderable contribution to the war pro- 
will 


are numerous holes 


gram escape impairment. The 
greatest existing shortcoming is that 


distributors have difheulty buying ma- 
terials on ratings as high as those un- 


der which similar materials were sold 
to customers. Another heavy handicap 
is the tremendous volume of paper work 
which has crept into the distributor’s 
business. 


Granted that the war creates unavoid- 


able hardships, there is evidence that 
Washington has every intention of aid- 
ing the distributor as much as possible 
over the rough spots. Step-by-step prog- 
ress toward this end has previously been 
reported from the recently established 
Distributor Section in the Priorities Di- 
vision. The past month has been a 
busy one for Section Chief Lin White 
and his associates who have devoted 
their full effort toward bringing about 
adjustments in the system that might 
make priorities more workable for dis- 
tributors and wholesalers. 

Though anticipation of future action 
by the Priorities Division often leads 





To make priorities more workable for 
the distributor is a principal objective 
of the Distributor Section (headed by 
L. C. White, above) of the Priorities 
Division of WPB. 





MILL SUPPLIES * MARCH, 1942 


to disappointment, it can be said that, 
as this is written, announcement was 
momentarily expected of a new instru- 
ment especially designed to answer the 
problem of stock replenishment of dis- 


tributors and wholesalers. With such a 
form, the distributor could get a “lift” 
on certain lines where his inventory was 
dangerously low. Likely he would have 
to set forth certain data concerning his 
business, rate of sales, amount of ma- 
terials on hand, ete. 

It was also probable that announce- 
ment of this form would be accom- 
panied by an order calling for limita- 
tion of stocks to specified levels, prob- 
ably a two months’ supply. The latter 
provision would not be likely to meet 
with the disapproval of many distribu- 
tors (in Western states the limitation 
would be more liberal) since their av- 
erage turnover has climbed to between 
six and seven times per year. The need 
for such action eventually has long 
been recognized, since the production 
program is going at a pace which would 
make it inconsistent that more merchan- 
dise reposed on distributors’ shelves 
than was absolutely necessary to serve 
war needs. 

Another apparent need is that the per- 
mission to accumulate ratings received 
under the various P orders be spread 
to many more than those where it al- 
ready applies. This matter, too, is re- 
ceiving active attention. 

In recognition of the swift-climbing 
burden of paper work occurring in dis- 
tribution fields, the Distributor Section 
early last month called a meeting of 
the Industrial Supply Industry’s De- 
fense Committee, also inviting associa- 
tion secretaries and business paper edi- 
tors, to study the possibility of devising 
simplified forms for all organizations 
to use in compiling the necessary data. 
Several such forms were outlined and 
the editors of Mitt Supp.ies offered to 
gather from the field practical illustra- 
tions of systems employed by various 
houses. These appear on pages 57 to 64 
in this issue, 








49 








Several members of the industry's Defense Committee met with association 
secretaries and business paper editors in Washington, Feb. 9, to discuss the 
development of forms for distributors’ use in accumulating priority ratings. 
Left to right: Harry Rinehart (secretary of the National Association), Andrew 
Carey (chairman), John Welch (Editor of MILL SUPPLIES), Hartley Barclay 
(Editor of Mill and Factory), R. Kennedy Hanson (secretary of the American 
Association), G. E. Vandegrift (Desco Corp.) and R. S. Page (Henry Walke Co.). 





Relief for Steel Distributor 


Accumulation permission written into M-2l-b, grants access to higher 
ratings than blanket A-9 which many found an ineffective aid. 


distributors were 
answered February 28 with the issuing 
of Amendment 3 to supplementary 
order M-21-b, which covers their types 
and them an A-9 
rating to purchase steel for stock on a 
quota basis. 


Prayers of steel 


of business grants 


The most important fea- 
ture of the new amendment allows the 


steel distributor to extend preference 
ratings higher than A-9, 
Not only may the steel warehouses 


extend the higher ratings. but permis- 
sion is given them to accumulate rat- 
ings for as long as 90 days so that the 
orders placed with their suppliers may 
be for practicable quantities. (Sug- 
gested methods of accumulating ratings 
appear on pages 57 to 64, this issue.) 

To facilitate this plan, Form PD-83-g 
will be used. The new form is intended 
as a means of reducing paper work for 
the warehouse. The original is sent 
to the steel producer and must be man- 
ually signed by a designated official. 

The back of this form lists minimum 
quantities that may be purchased on 
the accumulation plan in the various 
classes of steel products. The point is 
made that ratings higher than A-9 may 
not be extended by the warehouse ex- 
cept when the steel has first been de- 
livered from stock, and then only by the 
grouping or accumulation process de- 
tailed on PD-83-g. 
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Extension may be made of any pre- 
ference rating higher than A-9, re- 
gardless of whether it was issued under 
a P-order, on Forms PD-1 or PD-3, or 
on the basis approved for the new 
forms PD-1A and PD-3A. Of course, 
to support such an extension, the ware- 
house must have the original copy of 
each preference rating in its files, or 
the customer’s properly endorsed pur- 
chase order. 

One execution of PD-83-g must be 
made to establish a preference rating 
for each type of steel order to replace 
stock in any one of the 26 product 
classifications. 


Included in the same amendment 
were several other significant provi- 
sions: 


1. Warehouses are prohibited from 
accepting deliveries of steel in excess 
of their quota 
person or company.” 


from “any 
Previously this 
restriction applied only to deliveries 


assigned 


from steel producers. This would mean 
that the warehouses will be prevented 
from obtaining steel in excess of quota 
from plants now undergoing cenvers- 
ion, such as automobile manufacturers, 
which may have inventories of steel for 
sale. 

2. Deliveries from warehouses of cer- 
tain types of steel and steel products, 
particularly steel plates, have been re- 
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stricted to orders bearing high prefer- 
ence ratings. 

3. Small warehouses will be per- 
mitted to buy steel products listed in 
Schedule “B” in minimum carload lots, 
notwithstanding restrictions on quar- 
terly deliveries, provided the warehouse 
does not accept deliveries in excess of 
its total annual quota. 

4. Wire rope has been omitted from 
the schedules of products to which 
quotas may be assigned under the 
terms of the order. 





WHAT'S NEW IN 
“P” ORDERS 





New Blanket for Aircraft—Consoli- 
dating an even dozen blanket rating 
orders which have applied to produc- 
tion of military aircraft into one single 
order, P-109, the War Production Board 
last month raised the industry to an 
A-l-a level. 

The new order is accumulative for 
suppliers, permitting them to group 
ratings and extend them for a three 
months’ period. The blanket rating 
can be extended, however, only on ma- 
terial to be physically incorporated into 
the aircraft products. The rating is 
extended by the producer or the sup- 
plier simply by furnishing one copy of 
Order P-109 to the next supplier, and 
endorsing each subsequent purchase or- 
der with the prescribed statement and 
serial number. 

P-109 covers aircraft. aircraft engines 
and propellers, as well as component 
parts such as airframes, armament, ac- 
cessories, instruments, spare parts, ete. 
It replaces P-3, P-4, P-9-a, P-9-b, P-9-c. 
P-9-d, P-9-e, P-9-f, P-9-g, P-13, P-15 
and P-52. 


Repairs for Farmers—Farmers were 
granted assistance in securing supplies 
for repair and maintenance of agricul- 
tural machinery last month in an 
amendment to the P-100 order. Under 
terms of the amendment, either the 
farmer who makes his own repairs, or 
the repair man who does them for him, 
may apply the usual P-100 endorse- 
rent to his orders. Suppliers may ac- 
cumulate ratings served on them for 
a three months’ period. Both purchaser 
and supplier are subject to the inven- 
tory restrictions of P-100. 


A-3 for Copper Mills—Mills which 
roll, draw or extrude copper or copper- 
base alloys may get priority assistance 
from Preference Rating Order P-106, 
announced on Feb. 9. Emergency rat- 
ings of A-l-a and A-l-c are assigned 
to deliveries of materials needed to 
avert breakdowns. and a rating of A-3 














may be applied to normal needs for re- 
pair, maintenance and operating sup- 
plies. Distributors may accumulate and 
extend the A-3 ratings, within the usual 
restrictions, by executing an acceptance 
for the first order received under P-106, 
thereafter endorsing each extended or- 
der with a prescribed certification and 
list of serial numbers. 

Petroleum Repair Order Simplified 

Order P-98, which provides operators 
of petroleum enterprises with a rating 
of A-8 on their repair, maintenance 
and operating supplies, was amended 
on Feb. 21 to relieve them of the neces- 
sity of obtaining a countersignature 
from field representatives of the Office 
of Petroleum Coordinator on 
valued at less than $500. 


PRP for Machine Shops—Job plat- 
ers, machine shops, motor rewinders 
and other shops performing industrial 
repairs are now eligible for priority 
assistance under P-90 or the Modified 
Production Requirements Plan 
(“Purp”). Applications should — be 


made on Form PD-25A or PD-25X. 


orders 


Salesmen May Get 
Retread Tires 


Industrial salesmen may be granted 
permission to purchase retreaded or 
recapped tires for business purposes. 
Decisions will be made by local tire 
rationing boards. 

Until Feb. 19, when the order freez- 
ing retreads went into effect, anyone 
could purchase them, although stocks of 
new tires had been frozen some weeks 
earlier. The Feb. 19 order was followed 
by the issuance of eligibility “List B” 
which tire rationing boards are to use 
as a guide in granting certificates for 
purchase of retreads. List B permits the 
local boards to grant certificates for 
passenger cars used principally for: 

Transportation of traveling sales- 

men who are engaged in the sale 

of farm, extractive, or industrial 
equipment, foods or medical sup- 
plies, the distribution of which is 
essential to the war effort. (Para- 
graph (6) (a) of Sec. 504 of Ra- 
tioning Regulation No. 1). 


It is not mandatory for the tire boards 
to make such grants, however. They are 
allowed to do so only after fulfilling the 
needs of those eligible for new tires 
(List A), and provided that the re- 
treads are available. Quotas for re- 
treads are not likely to be issued to the 
local boards until the latter part of 
April, but salesmen in need of tires 
should make applications early in April 
(using OPA Form R-1 or R-1A) in 
order to get full consideration. 


PRP Moving Into High Gear 


Second quarter applications come in 
rapidly and branch sets up to expedite 
granting of ratings with minimum of 
delay. 

Moving into its third month of opera- 
tion, the Production Requirements Plan 
is bearing out predictions that it will be 
the most commonly used priorities in- 
strument of all. Since January 1, when 
PRP officially displaced the Defense 
Supplies Rating Plan, applications for 
assistance under this means have been 
coming in from manufacturers at a rate 
of better than 400 per week. As of the 
latest tabulation (Feb. 19) 
stood this way: 


the score 


Applications received ...... 3,717 
Applications approved ..... 2,555 
Applications denied ....... 303 
Applications pending ...... 





PRP Urged for 
Cutting Tools 


Manufacturers of cutting tools have 
been warned by the Director of Industry 
Operations that beginning July 1, at the 
latest, they must use PRP to obtain 
priority assistance. Preference Rating 
Order P-18-a, under which makers of 
cutting tools were granted a rating of 
A-l-a for raw materials, has been ex- 
tended to July 1, but will expire on that 
date, month’s an- 
nouncement, It was scheduled to expire 


on Feb. 28. 


according to last 


Permits Facsimile 
Signatures 


In order to relieve firms which assign 
or extend a large number of preference 
ratings by endorsement on purchase or- 
ders from the necessity of having each 
one manually signed by a responsible 
official, Priorities Regulation No. 7, 
issued Feb. 17, Allows the use of a fac- 
simile signature. Such a signature may 
be either manual, or a facsimile stamp, 
provided (1) that it is approved and 
authorized by the person whose name is 
used, (2) that 
written record signed by the approving 


the authorization is a 


person (the record may cover several 
contracts or purchase orders, but each 
must be separately indicated), and 
(3) the written records are kept for in- 
spection by the Director of Industry 
Operations for two years. 
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At present the average application is 
processed and approved or denied 
within 10 to 12 days. Most of those 
which have been pending more than two 
weeks have required additional in- 
formation or special consideration by 
one or more of the industrial branches 
of WPB. Less than two per cent of all 
applications received have had to be re- 
turned because they were improperly 
presented. 

About 85 per cent of the materials 
and products for which a preference 
rating was asked are destined for use to 
fill war or essential civilian orders bear- 
ing a preference rating of A-10 or 
higher. The other 15 per cent of ap- 
proved applications cover materials and 
products destined for unrated orders but 
nevertheless considered essential in ci 
vilian use. 

Up to the Feb. 19 tabulation, 707 in- 
terim applications had been received 
from companies operating under PRP 
which needed more priority assistance 
than was granted in the original ap- 
proval of their applications. A special 
expediting department has been set up 
in the Producticn Requirements branch 
to handle interim applications where 
prompt assistance is specially needed, 
since companies operating under PRP 
are not permitted to make use of other 
preference ratings. Where 
particularly when a company operating 
under PRP receives a rush order for 


necessary, 


materials or quantities not previously 
anticipated, priority assistance may be 
granted by wire. Normally, appeals for 
rating on additional materials, or for 
higher ratings when those originally 
assigned are not sufficient to obtain de- 
livery, are made by filing a special re- 
port on Form PD-25F. 

Many companies which were oper- 
ating under the old DSRP have now 
shifted to PRP as their previous rating 
expires. The staff of the Production Re- 
quirements branch has been increased 
to handle the growing volume of appli- 
cations, which is even larger than was 
anticipated when the plan was first an- 
nounced. 

One of the largest corporations in the 
United States has filed under PRP. It 
has 88 divisions and plants, with com- 
bined annual sales of $846.800.000. On 
the other hand, about 20 per cent of the 
applications received under PRP have 
been from companies with annual vol- 
ume less than $100,000. For the benefit 
of this latter class, the Modified Pro- 
duction Requirements Plan (little PRP) 
was made available Jan. 27, using a 
simplified application form. 
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Distributors 
Meet in West 


Members of the National Association 
turned out for meetings last month in 


Omaha, St. Louis, Denver and San 
Francisco. Attendance in all localities 
was good, due to the distributors’ wide- 
spread need for practical assistance 
with current problems, particularly 
those arising out of the priorities pro- 
gram. 

Winding up the junket at San Fran- 
cisco on February 24, 37 members were 
present, representative of the area from 
Seattle to Los Angeles. Complete ab- 
sence of complacency was evident in 
this gathering of men drawn from an 
area that has come closer to war’s touch 
than any other in continental United 
States. 

The meeting was told to prepare for 
further tightening of restrictions, al- 
though encouragement was expressed 
over recent Washington moves which 
were recognized as being in the right 
direction. In particular, the distribu- 
tors were urged to prevail upon their 





Price Act 
Reassures 


Examination of the text of the re- 
cently enacted Emergency Price Con- 
trol Act of 1942 reveals a clause which 
contains definite reassurance for legiti- 
mate distributors and wholesalers who 
have, on recent occasion, found cause 
to worry over the fact that some govern- 
ment agency might seek to curtail their 
operation through punitive drastic re- 
duction of the distributor’s discount. 

Section 2, Paragraph h, of the new 
act clearly states the intent of preserv- 
ing established business practices un- 
impaired. It reads: 

“The powers granted in this sec- 
tion shall not be used or made to 
operate to compel changes in the 
business practices, cost practices 
or methods or means or aids to dis- 
tribution, established in any indus- 
try, except to prevent circumven- 
tion or evasion of any regulation, 
order, price schedule or require- 
ment under this Act.” 


Interpreters declare that this plainly 
expresses an opinion that prices will 
not be directed in such a way that a 
distributor’s commission might be cut. 
impairing his ability to continue in 
business, and forcing his customer to 


make his purchases direct from the 
manufacturer. 
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customers to apply the highest possible 
rating to all orders submitted. Even 
though insistence on this point might 
inconvenience or irritate the customer, 
the course was recommended as vital 
if the flow of supplies is to be main- 
tained to producers of war materials. 

From the manufacturer’s side, indi- 
cation that the time has 
arrived when practically all sales to 
distributors must be 
priority ratings. 

H. V. Waterman (Hendrie & Bolt- 
hoff), president of the National Asso- 
ciation, presided at the Denver and San 
Francisco meetings. Other officials at- 
tending were H. R. Rinehart and 
George Fernley, secretary-treasurer and 
advisory secretary, respectively. 


was given 


on the basis of 





H. V. Waterman, president of the 


National Association, presided at 
Denver and San Francisco meetings 
of western distributors last month. 


Copper Products 
Limited to A-10 


Copper and copper products cannot 
be sold by warehouses, mills or foun- 
dries except on orders rated A-10 or 
higher, according to an amendment to 
Order M-9-A issued Feb. 6. The order 
itself previously placed a similar re- 
striction on refiners of copper. The 
amendment covers all brass and copper 





Less Rubber In 
Rubber Goods 


Stringent new specifications for manu- 
facturers to follow in making various 
essential rubber products, including 
mechanical rubber goods, were laid 
down last month by the War Production 
Board. The new specifications are ex- 
pected to save at least 25,000 tons of 
rubber a year, without sacrificing safety. 
They were drafted by technical experts 
in the Rubber and Rubber Products 
Branch of WPB after weeks of consulta- 
tion with the industry’s engineers, and 
are regarded as but a preliminary step 
in conserving rubber by reducing rub- 
ber content of manufactured products. 

The war-time specifications cover 
such products as conveyor, elevator and 
flat transmission belts, rubber hose, 
waterproof clothing, fire hose and mill 
hose, as well as many civilian products. 

Conveyor and elevator belts, for ex- 
ample, may be manufactured only in 
two grades: Grade A, having a 2500 to 
3000-lb. cover tensile and a 16 to 19-lb. 
friction, and Grade B, having a 800 to 
1000-Ib. cover tensile, a 12 to 15-lb. fric- 
tion, no skim coats, and shall have black 
covers only. Likewise, flat transmission 
belts may be made only in two grades: 
Grade A, having a 20 to 24-lb. friction, 
and Grade B, having a 12 to 15-lb. fric- 
tion and no skim coats. 

Fire and mill hose may be manufac- 
tured only in four sizes, 14-in., 24%-in., 
3-in. and 3%-in. and the maximum 
amount of rubber which can be used per 
100 ft. of each size is limited to 4, 7, 
8% and 10 lbs. respectively. 

The specifications are described in 
Supplementary Order M-15-b-1. 


warehouses, but does not apply to de- 
liveries of completed copper products 
designed for the ultimate consumer. 


PD-1A, PD-3A ‘Must Use’ Date Extended 


Amendment to Priorities Regulation 
No. 3 postpones from March 2 to 
March 15 the date on which PD-1A 
and PD-3A forms must be used in place 
of forms PD-1, PD-3, PD-4 and PD-5. 
The postponment was probably due to 
the delay in securing general circula- 
tion of the new forms, which was about 
two weeks slower than had been ex- 


pected. The new forms may be used 
now; their use in mandatory after 
March 15. 

The same amendment contained 
other changes, the more important 
being that (1) Selective Service is 


added to the list of agencies entitled to 
issue PD-3A’s; (2) after March 15 
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preference ratings which have been 
assigned prior to that date on PD-3, 
PD-4 or PD-5 must be extended in the 
manner specified for PD-3A; (3) 
orders bearing an AA rating, and which 
can be filled from stock, may only be 
replaced under A-l-a rating (prevent- 
ing the extension of emergency ratings 
where no emergency exists); (4) ex- 
tension of preference ratings assigned 
by PD-3A may be subjected to new 
provisions if deemed necessary by Sup- 
ply Arms, or Bureaus of the Army or 
Navy. To do this, approval must be 
obtained first from the Army and Navy 
Munitions Board, and James S. Knowl- 
son, director of Industry Operations. 











WPB Clarifies PD-1A, PD-3A. 


Official interpretations outline conditions of use for new forms that 
are expected to be employed on wide scale during coming months. 


How and when to use PD-lA 


Q. When should a customer use the 
PD-1A application blank? 

A. When he wants to obtain priority 
rating to get material or supplies which 
he cannot obtain without a rating, or 
by use of any rating to which he is 
already entitled. 

Q. Should he make out a separate 
application for every order to be placed 
with each of his suppliers? 

A. Only when he is ordering differ- 
ent kinds of supplies, or supplies to be 
used for different purposes. For ex- 
ample, if your customer needs 50 tons 
of steel for one product, and an addi- 
tional 50 tons for another product, he 
must make out two separate applica- 
tions. If he has been assigned a rating 
to cover 100 tons of steel which is all 
to be used for the same purpose, he 
may use the rating on orders for 50 
tons from one company, 25 tons from 
each of two others, etc. He may not use 
it, however, to obtain a larger total 
quantity than the amount approved 
on the certificate. 

Q. May a customer use PD-1A to 
apply for a rating on construction work? 

A. No. A project application should 
he filed on Forms PD-200 and PD-200A. 
If the project is to be built for the 
Army or Navy, or for a prime con- 
tractor under an Army or Navy con- 
tract, the application should be filed 
with the contracting officer in the field. 

Q. May a customer use a PD-1A 
form to apply for a rating on a ma- 
chine tool? 

A. Yes, if the use does not involve 
physical expansion of the plant. 

Q. May a PD-1A form be used to 
apply for a higher rating when the 
rating assigned by a blanket order or 
a previously issued certificate is not 
high enough to secure delivery of the 
materials required? 

A. Yes, provided the application is 
accompanied with evidence that every 
effort has been made to obtain the ma- 
terial with the rating originally as- 
signed. 


Assignment of Ratings on PD-3A 


Q. Is the Army or Navy required to 
give a PD-3A certificate to a customer 
when they place an order with him? 

A. No. Preference ratings are not 
usually assigned to certain classes of 
materials. The Army and Navy may 
refuse to assign ratings when they con- 
sider the assignments unwise. 


Q. Can PD-3A be used to assign 
ratings for construction or expansion 
of plants? 

A. The only work covered by PD-3A 
is that which will be owned by the 
Army or Navy upon completion. Prime 
contractors building or expanding a 
plant exclusively for the production 
of Army or Navy goods should apply 
on forms PD-200 and PD-200A. Other 
project rating applications should be 
made directly to the WPB. 

Q. If a customer, in applying a rating 


which has been assigned to him, finds 


that the rating is not high enough to 
obtain some specific material, the lack 
of which would delay production on a 
war order, may he ask that a PD-3A 
certificate be issued with a higher rating 
to break the bottleneck? 

A. The case should be placed before 
the Army or Navy official concerned. 
Through proper channels this official 
can make arrangements for the higher 
rating. 

Q. May PD-3A be used for repair, 
maintenance and operating supplies? 

A. Yes, if the customer is a prime 
contractor for the Army or Navy or a 
sub-contractor whose dollar volume of 
orders on hand is 50 per cent or more 
in Army or Navy contracts. Sub-con- 
tractors will not be permitted to use 
PD-3A’s for repair, maintenance and 
operating supplies after June 1, 1942. 
If the customer is a sub-contractor, it 
would be best for him to apply for 
preference ratings under the Production 
Requirements Plan. 


Extension of PD-1A, 
PD-3A Ratings 


Q. Must the endorsement by which 
PD-1A and PD-3A ratings are extended 
be on the actual purchase order? 

A. It must be sent as a part of the 
purchase order, but a separate form 
may be printed and attached to the 
purchase order to carry the properly 
signed endorsement. 

Q. Under what circumstances may I 
extend ratings assigned on PD-1A and 
PD-3A forms to replace material in in- 
ventory? 

A. A rating may not be extended to 
replace materials in inventory if such 
extension would raise your inventory 
above a practicable working minimum. 
If you fabricate or change the material 
in any way, you must extend the rating 
while the rated order is being filled. 
If you are a supplier or a distributor 
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who does not fabricate or change the 
material to be delivered on a_ rated 
order, you may accumulate ratings for 
any one kind of material up to a maxi- 
mum period of 90 days so that you can 
place a single order for the minimum 
quantity procurable on ordinary com- 
mercial terms, Ratings may not be 
extended to cover a greater amount of 
material than is to be delivered to the 
company to which the rating was origi- 
nally assigned. You are not permitted 
to apply a rating in anticipation of re- 
ceiving rated orders. 

Q. May PD-3 be extended by the 
procedure described for PD-3A? 

A. Until March 15, PD-3 should be 
extended only by the PD-3 procedure 
unless the cost of material to be proc- 
essed is under $500, in which case ex- 
tension by endorsement has been au- 
thorized, After March 15, previously 
issued PD-3’s must be extended by the 
procedure described for PD-3A. 

Q. May a PD-1 be extended by the 
procedure which has been described 
for PD-1A? 

A. No. 

Q. May a rating received on a P 
order be extended in the manner de- 
scribed for PD-1A and PD-3A? 

A. Not unless that P order specific- 
ally provides for that kind of extension. 

Q. May the same purchase order con- 
tain extensions of a PD-1A and a PD-3A 
certificate? 

A. Yes, any number of PD-1A and 
PD-3A certificates carrying the same 
rating may be extended on the same 
purchase order. 


Miscellaneous 

Q. May PD-1A and PD-3A_ be re- 
produced? 

A. PD-1A is an application form, so 
it may be reproduced if the reproduc- 
tion is exact. PD-3A is a certificate 
used by designated government officials. 
It may not be reproduced except for 
purposes of information when clearly 
marked “Specimen.” 

Q. What is meant by a “single kind 
of material” for which a_ separate 
PD-1A application must be filed? 

A. Materials included on a single 
PD-1A must fall into one common class, 
such as steel, paper, etc. One applica- 
tion may cover several sizes and shapes 
of steel products, or several items of 
any other single type or material. 

Q. What is meant by a “single need” 
or use for which a separate PD-1A ap- 
plication must be filed? 

A. A single need is for a_ specific 
quantity of materials to be used in 
making one product or class of prod- 
ucts. A single use is for one or more 
items of equipment or supplies to be 
used for a single purpose as described 
in the application. 
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Daily Chore: Identification 


Positive identification of all priority orders received is essential under 


today’s regulations. 





CUSTOMERS!! 
DEFEND YOURSELVES!! 


To assure a continuous flow of industrial 
supplies and tools, it is advisable that you 
adopt the following procedure: 

1 ~ Apply your priority rating, preference rating order 


number, contract number, etc., on EVERY possible 
panaians eniee regerdiess of type of material or 
source of oupply. 


the correct 





- Wherever possible, extend your potertey rating with 
gainst 


- ryote CONFIRM TELEPHONE ORDERS WITH 
A we ORDER CARRYING THE PRIOR- 


= Please remember, if you do not have the necessary 
priority, it is impossible to supply materiale restric- 

ted by specific ratings. 
Mei of Di 1 ; 
ie essential to the war effort. Help your- 


self by helping us. Your cooperation will zt 


be eppreciated. 
H. CHANNON COMPANY 
INDUSTRIAL SALES DIVISION OF 
HIBBARD, SPENCER, BARTLETT & CO. 


201 East North Water St. Chicago, Il. 
Whitehell 8130 











Here are some methods of doing it. 


(Left). At H. Channon Co. (Industrial 
Sales Division of Hibbard, Spencer, 
Bartlett & Co., Chicago), placards like 
the one being explained by Paul 
Hartshorn are posted in conspicuous 
places to remind the sales staff: 
“When taking an order, ask for pri- 
ority rating, general preference Rat- 
ing Order No. and Contract No., if 
any.” 


(Right). Rubber stamps are used to 
identify all defense orders received 
in Carey Machinery’s morning mail. 
The first five are for blanket priori- 
ties. The next eight are for the "P” 
orders. The third irom the end is 
for non-rated Army and Navy orders, 
which automatically become A-10. 
“Priority Promised” and “P-100 
Promised” are for telephone orders. 


(Left). This sticker is being put on 
every quotation, statement or letter 
sent customers for a period of five 
weeks, by H. Channon Co., in a pro- 
gram to impress the trade with the 
necessity for conforming to priority 
requests. This firm also has a 3'2x 
4%-in. red, white and blue sticker 
(“War Order! Speed for Victory”) 
which is attached to all “special 
rush” War orders (but not on all 
orders simply bearing a rating). 


(Below). Carey Machinery affixes 
this sticker to all quotations, as a 
reminder that priority data must be 
furnished if the order is placed. 
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PLEASE USE DEFINITE DEFENSE IDENTIFICATION 
ON YOUR ORDERS BY ONE OF THE FOLLOWING METHODS: 








” . Supply Preference Rating Certificate, or extend your 
blanket Preference Rating Order, if you have one. 


State on face of order Preference Rating of your 
contract, also Government Contract or Project number, 
or number of Certificate in your possession, if material 
is to be used. in connection with such contract. 


Assign the A-10 RATING UNDER P-100 IF YOU 
ARE COVERED BY IT; AND IF THE MATERIAL 
ON YOUR ORDER IS FOR REPAIRS, MAINTEN- 
ANCE OR OPERATING SUPPLIES, (P-100, issued 
December 18, 1941, replaces P-22, amended.) 
Utilities, P-56 for Mines, etc.) 


CAREY MACHINERY AND. SUPPLY CO. 


(P-46 for 
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“Make Tools Last Longer’ 


In this issue you will find the third edition of MILL SUPPLIES’ tool 
conservation chart, first offered to the industry in September. 


The chart entitled “Make Tools Last 
Longer” and “Make Service Equipment 
Last Longer” (on reverse side) which 
was first offered to the industrial supply 
industry in Mitt Suppwies’ September 
issue, is reprinted this month in answer 
to the continuing demand for it from 
distributors. You will find it slipped 
into this issue, 

The chart has a two-fold purpose; 
first, to fortify distributor salesmen 
with facts about better and more eff- 
cient utilization of the products they 
sell, and second, to provide a convenient 
wall-chart for distributors to give their 
customers for posting on bulletin 
boards, ete. of industrial plants. Both 
are aimed at prolonging the life of tools 
and service equipment by proper treat- 
ment. 

When the chart was first offered in 
September. distributors responded by 
promptly ordering all the extra copies 
available, to send to their customers. A 
second edition was printed shortly after 
the first. and so great was the demand 
that this supply, too, was soon ex- 
hausted. The chart in this issue is the 
third edition (with a few improvements 
over the others), and is again offered 
at cost price to distributors who wish to 
place it with their customers. 

Why Print it on Two Sides?—A few 
distributors have questioned the ad- 
visability of printing on both sides of 
the sheet. The reason is simple—to 
save paper. a commodity which is now 
joining the class of searcities. Of 
course, no paper will be saved in dis- 
tributing charts to a distributor's cus- 
tomers. because they will have to be 
furnished in pairs. But this is thought 
to be preferable to cramming the text 





The Cover Picture 


Seither & Ellis Co.. a distributor 
in Newark, N. J., sent the chart 
to many of their best customers 
in a broad educational program 
intended to raise the utilization 
level of tools in their territory. 
The picture on the front cover 
shows a sales school being con- 
ducted by A. C. Ellis, president, 
among the following salesmen: 
E. W. Inglin, A. E. Emmett, F. 
J. McKenna, C. L. 


F. J. Seither, treasurer. 


Vever and 











into a single page in type so small that 
it would not be readable at a distance. 

Greatest’ Opportunity—Several top 
officials of the War Production Board 
have emphasized that the greatest field 
for intensification of the battle of pro- 
duction lies in more efficient use of the 
country’s present facilities, rather than 
in expansion, Until now, American in- 
dustry has never had to conserve any- 
thing, except at the dictation of pure 
dollars-and-cents economy. Now there 
are much more urgent reasons for con- 
serving what we have—real shortages. 

If You Want Copies—The charts are 
available to distributors at a cost of ten 
cents each in quantities up to 99, and 
five cents each in larger quantities. 
Orders should be addressed to Mut 
Supeiigs. 330 W. 42nd St., New York 
City. 





M. O. Barrett, of the Enos Coal Min- 
ing Co. in Oakland City, Ind., says 
the chart has been of direct, prac- 
tical assistance in creating an appre- 
ciation of the value of tools today, 
and methods of prolonging their life. 
The chart was given Mr. Barrett by 
the Vernon Hardware Co., a distrib- 
utor in Boonville, Ind. 





The “Make Tools Last Longer” side of the chart is most effective when used 
as a poster at the tool room as above, in the Dumore plant. The other side is 
of primary interest to service and maintenance departments. 
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Ending 
Weekly 
Blackouts 


Distributors start around - the - 
clock, seven - day - a - week deliv- 
eries to the War Industries. 


“For the duration” Great Lakes Sup- 
ply Corp. in Chicago has announced 
week-end service by mailing this 
card to all defense customers. The 
card is signed by the salesman han- 
dling the account. Two warehouse- 
men, one driver and one telephone 
salesmen are on duty Saturday after- 
noon and all day Sunday. 


Even before Pearl Harbor, Silliter- 
Holden, Inc. in Hartford had offered 
emergency service to its defense cus- 
tomers with this 5%x4%-in. card giv- 
ing home telephone numbers of ex- 
ecutives and key salesmen. 


Throughout Rockford, Ill., key city 
for machine tools, Mid-States Indus- 
trial Corp. has spotted this wall-card 
in important war production plants. 





Exit PD-25C, 
PD-25D 


The death knell rang last month for 
two priorities instruments that, more 
than any other, have penetrated the dis- 
tributor’s business, and got into his hair 


for the past eight months. 
25C 


Forms PD- 
and PD-25D, used in connection 
with the Defense Supplies Rating Plan, 
were officially revoked by the War Pro- 
duction Board after their status had 
been in doubt for many weeks. 

Use of these forms is no longer neces- 
sary, since DSRP has been superseded 
by the Production Requirements Plan, 
and most types of preference ratings 
are now extendable. Use of PD-25D 
is to be discontinued immediately, and 
no report should be submitted on Form 
PD-25C for any month 


later 
January, 1942. 


than 


information reported on these forms 
was needed because, in the days of 
DSRP, extension of preference ratings 
was not generally permitted, and _rat- 
ings under DSRP depended upon a 
statement of the applicant’s percentage 
of defense orders. 
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TO OBTAIN 24 HOUR SERVICE 


on our stocks of Defense Supplies y for the op 
plant during the National Emergency, we are pl 


and maint 





of your 


to perate by listing the 


Ad 
following phones that you may call af anytime outside of business hours: 





GILBERT SILLITER 117 Hartlend St. 


5-1817 
H. D. HOLDEN 252 Ridgewood Road 3-9579 
A. G. MESSENGER 21 Tecumseh Rood 3-0913 
Cc. S. ELIOT 90 Cambridge St. 3-9574 
W. J. McELROY 48 Lincoln St. 7-2541 
J. F. HARVEY 387 West Preston St. 2-1524 


If, later on, 





should indicate the necessity of our Establishment being open 
24 hours a day, 7 days a week, we will cheerfully do so. 


More of these cards may be obtained by calling our office. 


SILLITER - HOLDEN, INC. 
83 Woodbine S&. 
HARTFORD, CONN. 

Tel. 7-5116 





















TWENTY.FOUR HOUR SERVICE 
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Accumulation of Ratings 


The New system 


The basis priorities system for distributors has evolved from DSRP’s 
“defense percentages” to PRP’s accumulation of rated orders. The 





definite shape. 


In Review 
replaces DSRP. 


The Problem 





Evolution—Since the Defense Supplies Rating Plan was drafted 
for manufacturers and distributors of industrial supplies nine 


months ago, methods of handling priorities have undergone many 
changes. The newest and most important of these is the privilege 
granted to distributors, in many of the new priority orders, to 
accumulate the ratings of merchandise sold out of stock, and apply 
those same ratings in replenishing stock with a commercial-sized 
stock order on the manufacturer. Thus, for the first time since 
the changeover from DSRP, the pattern for distributors is taking 


The Production Requirements Plan now completely 
PRP reflects the extent of a manufacturer's par- 
ticipation in the War Program much more accurately, and grants 
high or low ratings accordingly. 
fore, PRP requires a manufacturer to show his dollar volume of 
sales in the various priority brackets. 


PRP is easily handled by the manufacturer selling 
direct, since the data comes to him from his own sales force, but 
to the manufacturer selling through distributors it involves the 
problem of discovering what priority brackets his distributors are 
selling his goods in. The danger to the distribution industry in 
this is clear: Direct selling manufacturers could gain a competitive 
advantage simply by being better data collectors. 


{s described in these pages be- 








Accumulation of ratings is not par- 
ticularly simple and certainly not easy 
on either the distributor's priorities 
department or his purchasing agent, 
but it accomplishes two definite pur- 
poses: 

(1) It enables the distributor to 
replace his stock on the same priority 
ratings at which it was diminished, 
and 

(2) It gives his manufacturer the 
ratings he needs to continue serving 
him in competition with direct sellers. 


Before the 


P-100 order on maintenance, repair 


Orders Now Identified 


and operating supplies permitted A- 
10 status for much of the industry’s 
business. the accumulation of ratings 
method would have been impossible 
because so few sales, by number, 
were identified with actual ratings. 
P-100 provided broad identification 
of distributor's sales, and added the 
new accumulative privilege. Likewise, 
P-90 (PRP 


among a distributor's 


customers). P-89 for the war chem- 
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latter involves plenty of paper work, but provides better ratings 


ical industries, P-46 for the utilities 
and other repair orders provide A-10 
or higher ratings, with the accumula- 
tive feature. Both the new PD-1A and 
PD-3A certificates have the “basket- 
ing” provision, and the feeling in 
Washington is that accumulation will 
he incorporated in most of the new 
“P” orders and possibly written into 
some of the old Even 


ones, non- 


rated orders from the Army and 
Navy may be assigned A-10 by the 
distributor himself now (amendment 
to Priorities Regulation No. 1), and 


grouped accordingly. 


What Not to Accumulate 


tools, machine tools, steel, brass and 


Cutting 


copper and other products under full 
priority control (M and E orders) 
must not be accumulated, since the 
priority rating governing them was 
already used when the distributor 
purchased them. Likewise, the blanket 
priorities enjoyed by the aircraft in- 
(P-109), like 


must be unless or 


dustries and others 


them, excluded 
until, they too are amended with a 
“hasketing” clause. 
On large orders bearing preference 


rating certificates, the distributor 
normally makes a direct extension to 
his source of supply, delivering the 
goods out of stock if possible, other- 
wise delivering them on receipt of 
shipment from the manufacturer. 
The producer thus receives full value 
of the priorities, and care must be 
exercised not to use them twice. Simi- 
larly direct shipments must be kept 


separate from sales out of stock. 


Requirements of the System——Ac- 
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Accumulation of Ratings 


cumulation requires a thorough anal- 
ysis of deliveries out of stock. super- 
vised by one who is familiar with 
what must be excluded and what may 
be included. This analysis should 
provide a basis for a continuous 
record of sales by products, by pri- 
ority ratings, by preference rating 
serial or certificate 


orders, with a 


number and identification such as 
the invoice number. (Remember, this 
system must stand up under examina- 
tion by compliance officers of the 
War Production Board.) 

The record should enable the pur- 

chasing agent to pick off a stock 
order of any product being re- 
ordered, and show on his purchase 
order the priority rating which ap- 
plies, plus the identification or cer- 
tification required by WPB. 
Two Yardsticks — The distributor 
has the option of accumulating either 
by (1) dollar value of a product or 
“product class,” or by (2) product 
quantities. The former has the advan- 
tage of fewer entries and greater 
flexibility of operation. The latter will 
be preferable if prices rise (Leon 
Henderson doesn’t intend that they 
shall), and avoids any necessity for 
costing. Both methods are currently 
being used. Some distributors -have 
elected to employ a combination of 
the two-—product units, for the nor- 
mal, routine replacement of inven- 
tory,-and the dollar value yardstick 
whenever it is desirable to correct 
unbalanced inventories on a few 
items. 

When records are kept on a dollar 
basis, they should be designed to 
show: 

Date of sale (to limit 


tions to 90 days). 


accumula- 


Invoice number. 

Dollar value of sale (which may 
he either at cost or list price). 

Priority rating (A-l-a, A-2, ete.) 

Serial or certificate number. 

Preference Rating Order governing 
the transaction. 

When records are kept on a quan- 
tity basis, they should be designed 
to show: 

Date of sale (to limit accumula- 
tions to 90 days). 
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Inveice number. 

Quantity. description and size of 
the item. 

Priority rating. 

Serial or certificate number. 

Preference rating order governing 
that particular (P-90, 
P-100, ete.). 


transaction 


Class of Products—-WPB permits 
accumulation by “class of products.” 
as noted above. This has been inter- 
preted to mean that if a distributor is 
using dollar volume as his yardstick, 
he may re-purchase different styles 
or sizes of the same line of products. 
It would not be permissible to buy 
another class of product. 


Source of Data—In most supply 
houses the most practical source of 
data appears to be a carbon copy 
of the delivery memorandum or in- 
voice. If one is not readily available 
without slowing up other departments, 
an extra carbon can usually be made 
for this analysis. The delivery memo 
ruust, of course, be typed in com- 
plete detail as to priority data, a 
standard system of naming prod- 
ucts must be followed, and if the 
analysis is made on a value basis the 
must be or the list 
price shown. (The decision between 


memo costed 
cost or list price can be made by 
product lines, depending on how 
their discount schedules fit the sys- 
lem.) 


Analysis At the start. certainly, 
the analysis must be done by some- 
one who is well experienced in pri- 
orities and the company’s lines. In 
time it may be possible to systematize 
the procedure to the point where it 
can be carried on almost automat- 
ically, particularly if bookkeeping 
machines are available. But because 
of the easy possibility of uninten- 
tionally violating the priority regu- 
lations, the watchful eye of an ex- 
perienced executive must be kept on 


the operation continually. 


Ordering——In replacing stock, a dis- 
tributor must confine each purchase 
order sheet to one priority rating 
and to one preference rating order, 
i.e. P-100, P-90, ete. This will give 
his purchases the full weight of his 
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supportable ratings. Only purchases 
at one rating, based on the same P 
order. may be grouped on a single 
purchase order form. But, in addi- 
tion, several purchase order forms 
(hearing different ratings and dif- 
ferent P orders) may be simultane- 
ously served on the manufacturer 
as a single “stock order”. In these 
cases, which will be frequent, the 
manufacturer will be expected to al- 
low the full quantity discounts for 
the total involved. 

When all items being replaced were 
sold out of stock under P-100, the 
A-10 standing will apply to the whole 
lot, of course, and the order needs 
to show only the certifying statement. 
If the items were sold under P-90, 
however, segregation will still be 
necessary according to variations in 
the ratings. When quantities in each 
rating bracket under PRP are too 
small to justify separate order forms, 
they may be grouped at the lowest 
rating available. P-90 accumulations 
on a purchase order must be accom- 
panied by each customer’s serial 
number, of course, and the required 
endorsement. 


Limitations—There are two impor- 
tant the use of the 


accumulation of orders method: 


restrictions to 


(1) Replacement of stock sold un- 
der rated orders may not be deferred 
for more than three months, and 


(2) Stocks 


above a “practical working 


must not be raised 
inven- 
tory”. 
Forms—In the following six pages 
are several record forms. Some were 
drafted only as suggestions. Others 
are already in actual use. Because 
distributors’ office systems vary 
widely from one firm to another, it 
is understood that special adapta- 
tions will usually he necessary to 
make them workable in any one busi- 
ness. Some distributors may be able 
to work the accumulation of ratings 
method into their perpetual inven- 
tory systems. But where a firm’s lines 
are many and varied, it is believed 
that a separate record system similar 
to those illustrated herewith will be 
necessary. 





Accumulation of Ratings 


Forms Suggested by the National Defense Committee 





COMMODITY 


CAP SCREWS, HEX HEAD 
Etc. to A-10 





DATE A-l-a | A-1-b | 
INVOICE | SERIAL QUANTITY 





INVOICE SERIAL QUANTITY 
NUMBER NUMBER NUMBER NUMBER 


For analysis of sales under P-90 by quantities of specific commodities. Sales would be posted daily, 


and accumulated ratings taken off whenever the purchasing department was ready to re-order. 


COMMODITY 





























CAP SCREWS, HEX HEAD 





DATE A-l-a A-1-b | Etc. to A-10 





INVOICE SERIAL INVOICE 
NUMBER 


NUMBER NUMBER 
l 




















For analysis of sales under the P-90 order by dollar volume of sales for each product. Accumu- 


lations may be posted by list price or cost price, whichever is easier for each product. 





~~ 








INVOICE HACK SAW BLADES HEX HEAD DRILL 
NUMBER BAND SAWS CAP SCREWS CHUCKS 























For P-100 accumulations. All orders have the same rating (A-10) and there are no 


seria! or certificate numbers to be recorded, hence the form is comparatively simple. 
a a 


ARTICLE JENKINS GLOBE VALVE 











SIZE 3/4" 
DATE INVOICE PRIORITY SERIAL PREFERENCE 
NO. RATING CERTIFICATE NO. RATING ORDER 























This form, as well as the one below, makes no attempt to separate sales by Preference Rating 


Orders (P-90, P-100, etc.) but gathers all data pertaining to a product on a single sheet. 


ARTICLE JENKINS GLOBE VALVES 





SIZE 3/4" 





| SALES 





PURCHASES 
SERIAL OR PREFERENCE 


ORDER QUANTITY DATE QUANTITY INVOICE PRIORITY 
NO. RECEIVED SOLD NO. RATING CERTIFICATE NO. RATING ORD. 


More in the nature of a perpetual inventory, this form links together purchases and sales of a 


—= product. If your inventory is well balanced, it will serve you well in providing exact replacement. 






































Accumulation of Ratings 


Carey Has Job 50% Mechanized 


Typewriter-bookkeeping machine is used to produce memo slips—one 


for every rated item sold from stock—which are then manually sorted 


and filed 


A PARTIALLY MECHANIZED system of 
accumulating rated orders was estab- 
lished last month at the Carey Ma- 
chinery & Supply Co., Baltimore. 
The system is half-mechanical, half- 
manual, in that it employs a type- 
wriler-bookkeeping machine to pro- 
duce colored memo slips which are 
then sorted and filed into appropriate 
classifications. One girl does both 
machine and hand operations. The 
new system is superimposed on 
Carey's established routine handling 
of orders, and doesn’t disturb it at any 
point. Briefly, it works like this: 

From carbon copies of invoices on 
material shipped from stock, the ma- 
chine operator prints a memo slip for 
each item sold on an accumulative 
rating. These are then hand sorted 
and filed into as fine a subdivision as 
the purchasing agent requires to 
apply the accumulated ratings against 
replacement orders. The memo slips 
are finally filed away with the pur- 
chase orders as supporting evidence 
of accumulated ratings. 

In developing the system, the three 
executives involved—Cheston Carey, 
president, Andrew Carey, vice-presi- 
dent, and Arthur Trueblood, in direct 
charge of its operation—decided the 
analysis should be (1) as detailed as 
possible, (2) readily usable by the 
purchasing department, and (3) sub- 
ject to inspection and audit. Their 
investigations led them to a_type- 
writer - bookkeeping machine (Na- 
tional Cash Register). 

They decided to use quantity of 
products sold as their basis for aecu- 
mulation, reasoning that their inven- 
tory is now well-balanced, and that 
this method would avoid the hazard 
of a shrinking inventory which could 
occur on a value basis in a rising 
price market. On occasion, they ex- 


pect to re-order some sizes not iden- 
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by product, rating and serial or certificate number. 


tical with those sold (to rebalance 
inventories), and then the value basis 
will be used. For inventory control 
the company uses an Acme visible 
records system. 


Starts with Delivery Tickets—So 
that factory shipments on which pri- 
orities already extended can be elimi- 
nated, the machine operator receives 
only delivery memos (i.e., invoice 
copies) on merchandise delivered 
from stock. These have a separate set 
of serial numbers. Hence, the only 
items to be ignored in the analysis 
are those under full priority control 
(cutting tools, machine tool items, 


steel, etc.). 


The Machine Operation—F or each 
item bearing an accumulative prior- 
ity, the operator produces one memo 
slip (of 24-lb. paper, size 22x5 in.). 
She has three colors of slips—white 
for P-100, canary yellow for P-90, 
and pink for PD-3A’s, etc. Other col- 
ors are being added as needed. 

The machine has a_front-feed 
chute, avoiding the usual inserting 
and platen-positioning. The operator 
drops a slip in, swings the holder into 
position, and runs off the data, an 
operation taking about ten seconds 


per slip. 


P-100 Orders—The system was de- 
signed with P-100 as the basic order, 
the others requiring data which is pro- 
gressively added to the fundamentals 
of P-100. Thus, for an item sold 
under P-100, the girl prints on a 
white slip: the date (which auto- 
matically repeats all day long), the 
invoice number (can be repeated 
automatically when there is more than 
one item per order; there is also an 
ascending register), the quantity of 
the item sold; and description. The 
first three are printed on the book- 
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keeping machine, the last one on the 
typewriter keyboard. 

The other rated orders are simi- 
larly handled, with the additions of 
the priority rating, and the serial or 
certificate number. 


P-90 Orders—The rating is printed 
(on a canary slip) from the center 
keyboard of the machine, using a sym- 
bol key “A” and two vertical rows of 
numbers. The serial number is pro- 
duced on the right-hand row of num- 
bers and, like the rating, may be held 
to repeat when there is more than one 
item on a customer's order. The de- 
scription, just as for P-100, is han- 
dled on the typewriter keyboard. 


PD-3A’s—These are produced much 
as P-90’s, but on a pink slip, and a 
certificate number is recorded instead 
of a serial. Also, when the rating is 
higher than A-2, it must be recorded 
on the typewriter keyboard. 


Sorting and Filing—As the girl 


Slips Made Here 
Mechanically .. . 





Arthur Trueblood shows how memo 
slips are produced on the typewriter- 
bookkeeping machine at the rate of 
six a minute . 








Ce 
ex 
OP 
fr 
he 











produces slips, she stacks them for 
the next operation: sorting and filing. 
This is done in a steel cabinet holding 
about 100 3x5-in. guide cards with a 
t.in. right-hand tab. Slips are sorted 
and filed, first by manufacturing sup- 
pliers, then by products and sizes of 
each, then by ratings, and finally by 
The 
controlling P-order is designated, of 
course, by the color of the slips. 
The final sort may await the pur- 


serial and certificate numbers. 


chasing agent’s call when it’s time 
to re-order. 


Cost in Time and Dollars—It is 
expected that one girl will be able to 
operate the system, with supervision 
from Arthur Trueblood. About half 
her time will be spent on the machine, 
half in sorting and filing. Between 
750 and 1,000 analysis slips will be 
needed daily (Carey stocks about 
20,000 items). After 30 to 60 days, 
the file is likely to contain several 
thousand classifications, and 40,000 
to 50,000 slips. 

Total cost of the machine, support- 
ing desk and filing cabinet ran about 
$2,000. When it is no longer needed 


for priorities, it will go into the ac- 


counting department for general 
ledger work, posting accounts receiv- 


able, vouchering accounts payable, 
etc. Thus, the machine’s usefulness is 
not limited to priorities. 


... Are Filed Here 
Manually 





... and are sorted and filed manu- 
ally jnto the classifications required 
by Carey's system of accumulating 
ratings. 





FEB = 742 519.67 -— 


25 
1/2" 1640 VALVES 








P-100 orders are accumulated on white memo slips. The date repeats all 
day long. The invoice number (51967) can be repeated, without re-setting, 
when a customer's order calls for more than one item, and can be set to 
increase automatically by one to correspond with ascending house invoice 
numbers. The 25 is the quantity. Only the description—'2” 1640 Valves- 
is produced by the typewriter keyboard. 





FEB = 7 42 51968-~ 25 


A2, 3.18 _ 


1/2" 1640 VALVES 








P-90 slips are canary yellow. P-90 orders are handled like P-100's, with the 
addition of the priority rating (A-2) and the serial number (318). Both these 
latter numbers can be repeated for a multiple item purchase order. 





FEB = 742 519.69 — eo 


13,319.67 = 


AIA = 1/2" 1640 VALVES 








PD-3A’s and PD-1A’s are handled on pink slips. The certificate number 
(1331967) can be repeated. When the rating is higher than A-2 (like the 
A-1-A above), it must be produced on the typewriter keyboard. 


MILL SUPPLIES * MARCH, 1942 61 








Accumulation of Ratings 


Handling Each P Order 
on One Sheet 


In Milwaukee, Western Iron Stores has adopted a big worksheet for 
P-100's, another for P-90's, and will accumulate others similar to P-90's. 


EARLY IN FEBRUARY, Western Iron 
Stores, Milwaukee, established a sys- 
tem for the tabulation and accumula- 
tion of all P-100 and P-90 orders re- 
ceived and filled out of stock. System 
is flexible so that when the flow of 
PD-1A’s and PD-3A’s start they can 
be handled similarly. Extra paper- 
work involved requires the services of 
one girl for two to three hours daily. 
No extra clerical help was hired, for 
Miss Aline Lockerbie who handled the 
PD-25C 


Stores and still found time to pinch 


statements for Western Iron 


hit at stenography and typing, is be- 
lieved to be able to handle the routine 
without additional help. 

Walter Ethier, vice-president, who 
directs the operation of this system, 


says it has not disturbed the regular 


First form below is the worksheet for handling the accu- 
mulation of P-100 sales. Names of products appear across 
top. As more lines are sold under the P-100 order, addi- 
tional columns can be added. Orders are accumulated at 


routine flow of orders through the 
house nor created any bottlenecks in 
the accounting or pricing depart- 
ments. 
Orders entering the house are 
edited and, when identified properly 
as defense, are so stamped. One addi- 
tional step is now taken. If the order 
comes under P-90 or P-100, a light 
red pencil cross is drawn through the 
customer's name. Originals so marked 
are sent to entry clerks who make 
seven copies, duplicating the defense 
stamp and red cross markings only 
on the charge sheet or copy that is 
sent_to pricing department. 
Normally, after the order is priced 
and invoiced, the price sheet would 
then go into the permanent file. Now, 
those that bear a light red cross are 


list prices. When the purchasing department wishes to E 
reorder any line, the totals are added and a stock order \ 
put through for that amount less discount. . 
company invoice number are put right on worksheet. t 





segregated from the group and set 
aside for Miss Lockerbie. Each morn- 
ing she gathers up the pile accumu- 





lated from the previous day and be- 


gins tabulating the information on C 
large worksheets. No orders are en- : 
tered on these worksheets which were 8 
not filled out of stock. ~ 
The P-100 worksheet bears the 
heading “P-100 accumulation.” The i 
date appears at the left and headings 
across the columns bear the names of 7 
different products sold under that o 
classification. As other products not he 
included on the original sheet are te 
sold under the P-100 order, these A 
names can be added—on the same i] 
sheet or additional sheets. Miss Lock- b 
erbie goes through each order and u 
enters the amount under the proper : 


Date and 
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Accumulation of Ratings 





Charlie Curtis (standing) president of Western Iron Stores, clears up a point 
in regard to priority rules for, left to right, Paul Hartshorn (Hibbard, Spencer, 
Bartlett), Walter Ethier (Western Iron Stores), R. E. Kramer (H. Channon) and 


Howard Learn (Charles H. Besley & Co.). 


The Chicago distributors were 


visiting Western Iron Stores to study its method of accumulating orders. 


column head (Files, Hacksaws, etc.). 

The P-90 worksheets are made up 
in the form of one sheet for each line 
of products. The date appears at the 
left and column headings across the 
top are broken down into A-1-A, 
A-1-B to A-10. Each sale entered on 
this sheet under the proper rating 
hears the customer’s serial number 
P-90 
index is kept both alphabetically and 


under and amount. A cross 


Bottom form. 


Individual worksheet for products sold 
under P-90. Walter Ethier believes that once the majority 
of Western Iron Stores 1500-odd accounts begin operation 
under PRP, some 25 or 30 such sheets may be necessary. 


serially of each customer who sends 
in an order under P-90, These records 
are kept in separate notebooks and 
are merely for reference purposes. 
New names and serial numbers will 
PRP affects more of 
1500-odd ac- 


be added as 
Western 


counts, 


Iron Stores 

Value of this tabulation plan as 
worked out by Western Iron Stores 
lies in the fact that purchasing de- 


partment can check the record of 


accumulated orders at a glance and 


like amount of | stock 
%)-day period without 
hunting or plowing through stacks of 


re-order a 
within any 
invoices. 

When a stock order is put through 
on the basis of the amount shown on 
the worksheet, the date and the pur- 
chase number are entered right on the 
worksheet. Since these records are 
kept on basis of selling price, the dis- 
count is taken off first and the cost 
becomes the amount of the purchase 
order. 

After the price sheets are all tabu- 
lated, they then are filed away under 
the 


method of spotting customers’ fold- 


customers) names. A_ simple 
ers who have ordered under P-90 or 
P-100 consists of marking the tab 
bearing the customer’s name with two 
light red pencil crosses. The same 
method is used in marking folders 
bearing names of manufacturers from 
whom Western Iron Stores bought 
This 


mark-up system makes it possible for 


material under P-90 or P-100. 


the company to have all supporting 
within 30 
should it be necessary. 


data available minutes 


Serial number and amount of sale appear under the 
proper rating. A cross index, alphabetically and numeri- 
cally arranged, is kept of customers’ names and the 
serial numbers awarded them under P-90. 





ACCUMULATION 
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BOSTON GEARS 

A-l-I A-\-J A-2 A-3 A-4 A-5 A-6 A-T A-& A-9 A-10 
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Accumulation of Ratings 


BENSON IS 





DOING THE JOB MANUALLY 
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L. A. Benson Co. in Baltimore designed this hand system to accumulate ratings. It employs a set of sheets for each 
major manufacturer (Crescent Tool above). Each set consists of one sheet for each “P” order. Accumulation will 














be by value. Posting is to be done by Roger Keach, who knows lines and prices well, supervised by W. L. Reynolds, 
vice president. Benson handles about 1,000 sales a day, expects the job to take all of Mr. Keach’s time. 
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Once a week officials of the Oregon Shipbuilding Corp. have the satisfaction of watch- 
ing a ship slide down their ways. Another hull is immediately started in its place. 


Serving the Shipbuilders 














Over 1,000 “Liberty Ships” are now abuilding. A buyer for one of the ship- 


Over 1,000 steeL “Liberty Ships” 
are being constructed under the ex- 
panded shipbuilding program of the 
U.S. Maritime Commission, with au- 
thorization from Congress to build 
still more. Most of them are being 
built in twelve new shipyards in vari- 
ous parts of the country, themselves 
erected since the President released 
the program in January, 1941. The 
ships are big cargo carriers of 10,- 
500 deadweight tonnage, 14,001 tons 
total displacement, 450 ft. long and 
50 ft. beam. 

That the industrial distributor has 
a leading role in this program is 
known full well in the districts con- 


taining these yards. To discover some 
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yards tells how distributors help him—and where they sometimes fall down. 


By HENRY W. YOUNG, Pacific Coast Editor 


of the facts about how the shipbuild- 
ers’ buyers rely on distributors, and 
how their salesmen can improve their 
services to these buyers, an editorial 
call was recently made on the Ore- 
gon Shipbuilding Corp. of Portland, 
Ore. Here there are eleven ways, 
with a ship under construction on 
each at all times. Erection of the 
ways was started on Feb. 4, 1941, 
and by October the company was 
closely approaching its one-a-week 
launching objective. 

Roughly 3,000 individual _ steel 
plates and shapes are required to 
build one ship. Each of these is or- 
dered for a specific place in the ship’s 
structure, and given a mark number 
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which becomes the name of that par- 
ticular piece of steel. The steel com- 
panies have a record of these marks 
so that progress and shipping dates 
of each piece can be traced from 
billet to delivery. This is a real bur- 
den on the purchasing agents. 

Half of the purchasing department 
is watching steel, while the other half 
is watching the 9,500 items required 
to outfit the hull. The purchasing de- 
partment includes one chief purchas- 
ing agent, Fred Lord, and six pur- 
chasing agents (all buyers are called 
purchasing agents) under him. All 
purehasing agents make their own 
contacts and place their own or- 


ders. One of these is F. D. McClin- 









tock, for many years associated with 
Woodbury & Co., a Portland distrib- 
utor. 

Mr. Lord, the chief, explained that 
the cooperation of the distributor is 
extremely important to smooth and 
efficient buying in the department. 


Substitute Wisely 


“The buyer’s responsibility is not 
only to place orders, but to be fa- 
miliar enough with various products 
to weigh intelligently the recommen- 
dations of vendors on substitutions. 
Under present conditions, a great 
many substitutions are necessary.” 
said Mr. Lord, “but they must be 
made wisely. 

“When we place an order with a 
vendor by telephone—as many must 
be handled these days—we sometimes 
discover, on checking delivery weeks 
or maybe a month later, that the 
vendor did not deliver the full quan- 
tities called for. Or, if he made sub- 
stitutions, he did not advise the par- 
ticular purchasing agent that nego- 
tiated the transaction. This causes 
endless trouble. 


Mark Deliveries Properly 


“Our instructions to vendors are 
to mark the requisition number, pur- 
chase order number and contents on 
every package delivered. This is nec- 
essary because of the complexities 
of fitting shipments of materials to 
production. Not infrequently when 
we place an order with a distributor, 
he makes partial shipment from 
stock, the balance to come direct 
from the manufacturer. If this latter 
shipment arrives with only the dis- 
tributor’s order number, or none at 
all, we have a burdensome time 
checking it. Our purchase orders con- 
tain detailed instructions on mark- 
ing, as well as shipping date, point 
of origin, terms, routing instruc- 
tions, description and prices—and 
all should appear on the delivery 
data. 

“Whenever variations in quantity 
or price are caused by substitutions, 
it’s necessary for us to issue purchase 
order changes so that our purchas- 
ing records will conform to the in- 
voice submitted by the vendor.” 
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A “Liberty Ship” hull under construction. The task of following up and 
checking deliveries of steel from the mills (all plates are numbered and 
must fit) takes much of the purchasing agents’ time. As a result he leans 
heavily on distributors for other supplies. 


The purely selling functions of a 
distributor salesman are now largely 
submerged by the bigger job of pro- 
viding a continuous, intelligent sales 
engineering service. Priorities are all 
taken care of. From today’s task, the 
salesman can draw four fundamentals 
of major importance in serving the 
shipyards: 

Za Willingness to be on the job. 

pa Ability to get prices without 
delay. 

3. Ability to get delivery dates, 
and make them stick. 

4. Ability to follow up and check 
on deliveries. 

“Willingness to be on the job” 


does not mean assigning a salesman 
to the plant with the idea of having 
him camp there. It is necessary for 
the salesman to keep in close con- 
tact with the purchasing agents, and 
through them to make calls on super- 
visors in the plant to clear up details. 
but these can be arranged by appoint- 
ment. 
Distributor’s City Sales Cesk 
**On the job’ gets right back to 
the city desk of the distributor,” 
said Mr. McClintock, whose personal 
slant is of special interest because of 
his recent activities on the other side 


(Continued on page 159) 


The deck of a “Liberty Ship” is a busy place just before launching. Welding 
plays a major role in building these all-steel ships. 


















“Look for the Smokestacks” 


That's old-time advice to the young industrial-supply salesman—but 
it really means something when you're selling refractories, where the 
bigger the stack the more brick to be bought to keep it from smoking. 


By E. J. TANGERMAN, Technical Editor 


CONTRARY TO THE usual editorial and 
general-advertising writers’ lyrical in- 
sistence that smoking stacks indicate 
better business—they indicate only 
better business for the fuel suppliers. 
Actually, if it’s on a power plant, the 
smoking stack indicates bad combus- 
tion and wasted fuel. 

If you are familiar with refrac- 
tories, smoking stacks also are the 
surest indication of prospects for 
you, because chances are the furnace 
needs new baffles or some other main- 
tenance that takes refractory blocks 
or cements. And that in turn can 
quite naturally lead to sales of re- 
fractories for such other uses as 
ovens, rivet-heaters, _ steel-heating 
furnaces and the like which don’t 
betray their presence by being parked 
under a stack. Incidentally, the size 
and number of the stacks are usu- 
ally direct indices of the amount of 
potential in the particular plant. 

You'll find that the P. A. isn’t too 
sure of his refractories. He'll prob- 
ably send you to the plant engineer 
or power engineer, and buy in ac- 
cordance with that gentleman’s rec- 
ommendations. Hence, price isn’t as 
important as usual—the engineer is 
primarily interested in performance 

because good performance makes 
his record look better. If he buys 
brick his most important question 
will be, “How long will it last?” If 
he’s buying cement, his big question 
is, “How much do I need?” In the 
case of brick, a more expensive 
product may actually be cheaper in 
the final analysis because of longer 
life—and he knows it. On cement, 
price must be compared with amount 
needed, because some of the costly 
ones can be used much thinner than 
the cheaper ones. 
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Firebrick is graded as No. 1, No. 
2 and No. 3. Principal sources are 
Missouri, Pennsylvania, and New 
Jersey. A No. 1 from one state may 
actually match a No. 2 from an- 
other on a particular job. For that 
reason—and all the preceding ones— 
you've got to know your refractories 
to sell em successfully. Your manu- 
facturer is the best source of detailed 
data, but here are some general 
points: 

Refractory service conditions in 
boiler furnaces are influenced by 
kind of fuel, volume of furnace, ratio 
of cooled surface to uncooled refrac- 
tory, type of firing, excess air, fur- 
nace draft, chemical composition and 
fusion temperature of the fuel ash, 
velocity of gas next to the wall or 
arch, height of setting and rate of 
heat liberation. These factors deter- 
mine refractory temperature and pos- 
sibility of trouble from slag erosion 
or adhesion and certain types of 
spalling. Refractories rarely exceed 
2,800 deg. F. at the fire face. Radia- 
tion from walls to cooler surfaces 
and flame impingement both affect 
refractory temperatures greatly, and 
the latter are usually higher in a 
high-set boiler than in a low-set one. 
Firing up and banking cause rapid 
temperature changes which in turn 
causes unequal expansion in the wall 
structure. High-velocity gas (likely 
in chain-grate stokers) carries with 
it particles of ash which may erode 
the brickwork at high temperatures. 

Characteristics of the slag formed 
from the ash in the fuel burned is 
the principal factor governing the 
maximum allowable temperature in a 
furnace. For each combination of 
slag and refractory there is a tem- 
perature above which brick walls are 
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Some salesman sold the firebrick for 
the furnace walls of this big pulver- 
ized fuel boiler 


rapidly eroded. Some engineers fix 
this critical temperature at the soften- 
ing temperature of the slag. 


Coal-Ash Slags 


Softening temperature of coal ash 
varies from 2,000 to 3,000 deg. Coal- 
ash slags are classed as acid slags, 
and their softening temperatures are 
usually lower than that of the ash 
from which they are formed. Coal- 
ash slags and refractories contain 
similar materials, and because of this, 
softened or fluid slag readily adheres 
to the wall and may enter into com- 
bination with the brick-work. 

Slags are of two general types— 
those that adhere to the wall, form- 
ing a coating of increasing thickness, 
and those that flow over the wall, 
leaving only a thin coating. Slags of 
the first type damage the refractory 
only when they are removed during 


(Continued on page 163) 














37 STANDARD 9-IN. FIREBRICK SHAPES 


aC 


9-IN. STRAIGHT 
9u4}x2} in. 


CI. 


2-IN. BRICK 
9x4)x2 in. 





NO. 2 WEDGE 
9u45u(2}-1}) in. 
$7 brick to the circle 
24 ft. 1.D.; 33 ft. O.D. 


_— 
» 


NO. 4 KEY 
9x(4}-2§)x24 in. 
25 brick to the circle 
1g ft. .D.; 3 ft. O.D. 





NO. 3 NECK 
9u44x(2}-§) in. 


LARGE 9-IN. 


STRAIGHT 
9x63x2} in. 


FLAT BACK ARCH 
9x6x(34-2) in. 
1 1/3 ft. L.D.; 2 1/3 ft. 


ail 


9x6x24 IN. NO. 1 KEY 
92(6-5§)x24 in. 
91 brick to the circle 


12 ft. 11 in. 1.D.; 14 f.$in.O.D. 


LJ 


H 


SMALL 9-IN. BRICK 


9x3}x2} in. 


Le 
Lj 


ARCH 

9x44x(24-24) in. 
76 ‘brick to the circle 
44 ft. L.D.; 5 ft. O.D. 


ly 
Ld 


NO. 3 WEDGE 
9x44x(3-2) in. 
$7 brick to the circle 
3 ft. I1.D.; 44 ft. O.D. 


Y 
. 


f 


FEATHER EDGE 
9x4}x(2}-%) in. 


A 


END SKEW 
(9-63) 24424 in. 


j 
J 


LARGE 9-IN. NO. 1 
WEDGE 
9x63x(24-13) in. 
91 brick to the circle 
43 ft. .D.; 6 ft. O.D. 


LJ 


9x44x3 IN. STRAIGHT 


Ly 
LJ 


9x6x2} IN. NO. 2 KEY 
9x(6-412)x2§ in. 
48 brick to the circle 


LARGE 9 IN. 
NO. 2 WEDGE 9x63x(24-14) in. 


= 

2 
SOAP 

9x2)x2} in. 


NO. 2 ARCH 
9x4}x(2§-12) in. 
38 brick to the circle 
13 ft. LD.; 24 ft. O.D. 


NO. 1 KEY 

9x(44-4)x24 in. 
113 brick to the circle 
12 ft. IL.D.; 134 ft. O.D. 


JAMB BRICK 
9x4}x24 in. 


el) 
M 


SIDE SKEW 
9x(44-23)x24 in. 





57 brick to the circle 
23 ft. I.D.; 33 ft. O.D. 


[J 


9x6x3 IN. STRAIGHT 


Also 9x6x2} in. 


134 IN. STRAIGHT 
134x6x3 in. 


6 ft. 1 in. L.D.; 7 ft. 7 in. O.D. Also 134x6x2} in. 


J 


CHECKER 


LJ 


NO. 3 ARCH 
9x44x(24-1) in. 
19 brick to the circle 
6 in. 1.D.; 13 ft. O.D. 


hf 


NO. 2 KEY 
9x(44-34)x2] in. 
$7 brick to the circle 


$4 ft. I.D.; 63 ft. O.D. 





NO. 1 NECK 
9xu44x2}x3}xj in. 


EDGE SKEW 
9x(44-19)x2} in. 


2 
NO. 1 ’ 
FLAT BACK FLAT BACK ARCH 
STRAIGHT 9x6x (34-24) in. 
9x6x24 in. 24 ft. I.D.; 34 ft. O.D. 


Lal 


9x6x3 IN. NO. 1 KEY 


9x (6-5§)x3 in. 
91 brick to the circle 


12 ft. 11 in. 1.D.; 14 ft.Sin.O.D. 


TWO SPECIAL 


SIZES 


BOTTOM BLOCK 
18x9x44 in. 


SPLIT BRICK 
9x44x1} in. 





NO. 1 WEDGE 
9x44x(24-1§) in. 
91 brick to the circle 
44 ft. L.D.; 6 ft. O.D. 





NO. 3 KEY 

9x(44-3)x2§ in. 
38 brick ‘to the circle 
3 ft. 1.D.; 44 ft. O.D. 


NO, 2 NECK 
9u4)x2)x1jx§ in. 


CIRCLE BRICK T 


9x24x4} in. 
12 to'45 brick to the circle 
24 to 120 in. I.D.; 
33 to 129 in. O.D. 


9x6x3 IN. NO. 2 KEY 
9x(6-4!¢)x3 in. 


48 brick to the circle 
6 ft. Lin. I.D.; 7 ft. 7 in 


ee 
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Shall I Take 
a New Job? 


It is only natural that young 
men in the supply business 
are pondering the high 
wages offered today in other 
fields. If you are in such a 
state of 


uncertainty, con- 


sider these facts 


THE OLD ADAGE, “Look Before You 


Leap,” has added significance today. 


Many a young man whose career is 
just blossoming into important work 
in the industrial supply field is now 
being tempted to take a higher-paid 
job out in local plants. This is only 
natural, and no sign of disloyalty to 
his employer. It is, however, a dis- 
quieting state of mind which is not 
conducive to efficiency. 

To help young men reach a satis- 
factory decision, MILL SupPLIES sub- 
mits the following factors to con- 
sider: 

Importance to Defense—Indus- 
trial distributors are of transcendant 
importance to defense industries. 
There are few, if any, spots where 
you can better serve the War Pro- 
gram than by helping deliver the 
supplies needed, on time. Local draft 
boards have deferred (temporarily | 
a few men connected with industrial 
distributors, as well as a few in war 
plants. But Director of Selective Serv- 
ice says nobody will be indefinitely 
exempt (MILL Suppiies, February. 
1942). | 

Immediate Earnings—Are you 
a trained machine tool operator or an 
experienced maintenance man such 
as would command high wages im- 


Lacking such a_ back- 


mediately ? 
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ground, you will likely have to spend 
ten weeks or more in a vocational 
school before discovering whether or 
not you are actually better suited to 
production work. Further, can you 
afford to lose a couple of weeks job 
hunting or, all told, about three 
months’ earnings before pay-checks 
are resumed? 

Long-Range View—This is much 
more important. If you do land the 
higher-paying job, how much better 
off will you be ten years from today? 
History shows that in 1939, a some- 
what better-than-average year, the 
distributor's salesman was earning an 
average of $47.50 per week, steadily. 
while employees in the machine and 
machine tool industry were making 
$31.43. Even in 1940, a big produc- 
tion year, the average earnings of all 
employees in one supply house were 
found to be about $200 above what 
was paid the highly touted automo- 
bile and auto parts workers per year. 

Finally, will you be laid off quicker 
during a depression if you are a fac- 
tory worker than if you're in the mill 
supply business? The record of in- 
dustrial distributors warrants an un- 
qualified “yes” to this question. 

Job Environment — As a new 
factory worker your chances of draw- 


ing a night shift at first are better 
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than even. Can you take this drastic 
change in living habits without a 
physical or mental let-down? And 
will you be happy anchored at one 
machine in one spot for eight plus 
per day, the year around? How about 
Nobody will 


deny that a distributor salesman has 


mental stimulation? 
a most interesting life, facing new 
problems every day and solving them, 
contacting many different personal- 
ities and making new friends con- 
stantly. 


Advancement — As a_ factory 
worker you would have somewhat 
limited opportunities to display in- 
itiative and rise above your fellow 
workers. Remember there will be 
many others hoping to become fore- 
men. And there would be little time 
to develop any other latent abilities. 
In a mill supply house, on the other 
hand, there are definite opportunities 
to develop natural talents in any one 
of several directions: warehousing 
methods, counter selling, telephone 
sales, accountancy, quotations, office 
systems, purchasing, government reg- 
ulations (a new and important field), 
outside selling and, finally, executive 
management. 

In the final analysis, of course, 
there is no magic formula for success 


in any field except hard work. 











Production Backhone 


LATHES, LATHES, LATHES—bench, en- 
gine, toolroom, turret, gun, gap and 
automatic, plus their lineal descend- 
ant, the screw machine. They are the 
backbone of America’s War produc- 
tion. Just as important as the lathe 
itself are proper tools to go in it 
and with it. Toolbits (1) were once 
high-carbon steel, but now there are 
also high-speed steels of dozens of 
types, Stellite-type tools, and tung- 
sten and tantalum carbides. But rare 
indeed is the lathe that can run with- 
out them and their companion tool- 
holders (cutoff 2, left-hand 3, right- 
hand 4, straight 5). Sometimes for 


boring operations and special-shape 
jobs, it’s simpler to make a forged 
tool—and that takes tool steel (11). 
Special tools for threading that re- 
quire only top-surface grinding (17), 
knurling tools (6) and boring-tool 
holders (10, 12) are also essential 
in war production, as are dial (7) 
or lathe-test indicators (16). Given 
this kind of a set, a good lathe-hand 
can produce anything. 

He'll need a coolant pump (9). 
A brush (14) and an oilcan (13) 
or two (one for coolant in threading, 
etc.) are also essential, as are good 


lathe files (15). Given proper pri- 


ority, your customer can also get 
required accessories through you, 
such as a toolpost grinder (8) or a 
milling head. He'll need occasional 
replacements or parts for chucks 
(18, 19, 20) and collets (22) per- 
haps a lathe dog (24) or a new 
center (23) or chuck key (21). If 
he’s doing tool work, he'll need a 
drill chuck (25) with a proper sleeve 
socket (26) to go into the tailstock, 
plus center (27) and regular (28) 
drills, reamers (29) and taps (30) 
with special tapping socket. If pipe 
or bored sections are being turned, 
he'll need a pipe center (13). 





26 
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THESE 14 TOOLS GO IN THE MACHINE HEAD 
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TREND of Supply Sales 

















Area | 


| 


North 
Atlantic 


Southern 





Pacific Yt 


ec. 





— 


Volume 


| $f Seles- | per 


| 
5. ~ 4 
ae 


335.0 | | 21 


| 350.0 | 18 


236.0 17 


| 210.0| 16 


279.0| 17 


| 300.0 | 22 


245.0 | 


’ * 
ec. | 2850 * 


230.0 26 
255.0 * 


| Salesman 


Size of 


rder 


100 | $29.00 


$8,600 _ 


$40.00 


$41.90 





$42.00 


$8, 350 $38.20 


Average | 


$31.40 | 
$36.10 | 


$35.70 | 


| Orders 
per 

Work- 
ing 

| Day 


| 130 
/ 111 


96 
76 


116 
105 


| 87 
71 














2% 











% Omitted because of insufficient data. 


THE SALES INDICATOR started off 1942 by receding ten 
points from December’s 290 to 280 for January. Even with 
this recession, however, the new year began at roughly 
double the average rate of sales activity in 1940, and about 
two and one-half times what it was in 1939, itself a good 
year. January's dip was practically nation-wide, for all 
regions except the Southern showed small decreases. Dollar 
value of average order shrunk from $35 to $32.80. 
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Keeping Up with Business 


World Crisis Dampens 
Business Sentiment 


The fall of Singapore; the recogni- 
tion that the war’s new turn was forcing 
total government control of the nation’s 
production and distribution; an ac- 
cumulation of dividend cuts by such 
blue-chip companies as Chrysler, Gen- 
eral Motors, duPont, and American 
Tobacco, and a widely diffused theory 
that 1942 earnings of corporations will 
fall sharply below the 1941 returns, 
are combining to depress business sen- 
timent, said Business Week on Feb. 21. 

As the conversion program speeds up, 
extending further and further into the 
economy—to laundry machinery, busi 
ness machines, textile machines, farm 
equipment, etc.—the earnings prospects 
of indivdual companies become _in- 
creasingly hard to measure. And many 
companies, just on general conservative 
principles, are apt to pursue the policy 
of strengthening cash positions, reduc- 
ing bank borrowings, or simply build- 
ing up cash reserves for the post-war 
period. This fits in with OPA’s infla- 
tion-control program. The less cash paid 
out in divdends, the less will ultimate 
consumers have to spend. 


Unemployment Cut 
50% During 1941 


Unemployment last year dropped to 
the lowest level since 1930, according 
to estimates released by the National 
Industrial Conference Board. The 
average number of unemployed is es- 
timated at slightly less than 3,500,000, 
or fully 50 per cent below the com- 
parable 1940 total of 7,800,000. During 
the past year, 937 of every thousand 
gainful workers in the labor force were 


employed, in contrast to only 766 per 
thousand in 1933, 834 in 1939, and 
857 in 1940. 

Almost 5,000,000 more persons found 
jobs during 1941 than in 1940. About 
3,700,000 of these were added to civilan 
industries, while an additonal 1,100,000 
were brought into the armed forces. 
The greatest gain came in manufactur- 
ing, in which employment averaged 
13,200,000 last year as compared with 
10,500,000 in 1939, and 11,300,000 in 
1940. Employment in construction also 
rose sharply from 1,900,000 in 1940 to 
2,600,000 in 1941, a gain of almost 37 
per cent. 


145 Billion Authorized 
For War Effort 


Authorized expenditures for war, in- 
cluding foreign orders, from the begin- 
ning of the defense effort through 
February 15, 1942, plus net funds re- 
quested for war purposes now before 
Congress, total an estimated $145,400,- 
000,000, according to the Divsion of 
Statistics, War Production Board. 

This amount includes $104,698,- 
000,000 made available by Congress, 
Reconstruction Finance Corp. commit- 


ments of $5,130,000,000, foreign orders 





ACTIVITY FIGURES 


(January, 1942) 
Sales Indicator 
Dollar value, average order.$32.80 
Orders per working day 
Volume per salesman... .$15,900 
Orders per salesman per day. .18 


in the United States of $4,066,000,000, 
and pending legislation before Congress 
of an estimated net $31,500,000,000. 

A bill-by-bill analysis of the au- 
thorized funds, totalling $113,894,- 
000,000, is broken down into three 
categories—(1) munitions, (2) con- 
struction and (3) miscellaneous. 

Included in munitions are most of 
the implements of warfare and equip- 
ment used in the field by the Army and 
Navy, such as ordnance, planes, naval 
and merchant ships and signal corps 
equipment. 

Construction covers industrial facili- 
ties, posts, depots and stations, and 
emergency housing. 

The miscellaneous items include pay, 
subsistence and travel of the armed 
forces, stockpile, Lend-Lease agricul- 
tural exports, training and welfare, 
civilian defense and administrative ex- 
penses. 


Predicts Bottleneck in 
Materials, Not Tools 


That shortages of materials rather 
than of machine tools are likely to be 
the chief factor in limiting the output 
of war goods for the armed forces later 
in 1942, is the opinion of Burnham 
Finney, editor of American Machinist. 
It is believed, he states, that the time 
is not far distant when many munitions 
makers will have a surplus of machine- 
hours available by comparison with 
the raw materials, including _ steel, 
which they can secure. Because they 
top priorities, machine tool 
builders themselves have not yet had 
any serious interruptions to their pro- 
duction because of scarcity of materials. 
The industry is working on a plan to 
increase output of existing tools, 


possess 





VOLUME PER SALESMAN 


Thousands of Dollars 
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ORDERS PER SALESMAN PER DAY 
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NEW PRODUCTS 


with Sales Possibilities 





Pneumatic Foot Pedal 
Fits Any Mechanical Press 


A recent study of operators using power 
presses in a large plant revealed that an 
average day called for 10,000 trips of 
a four inch stroke mechanical pedal. 
The operator has a fatigue strain clear 
up through the hips to the shoulder. 
from standing on one foot while the 
other travels 6,600 ft. The Schrader 
pneumatic foot pedal cuts this effort to 
a tip-toe 1%%-in. stroke without lifting 
the foot from the floor. In addition, this 
pedal can be operated with either foot. 
It is portable and permits various angles 
of approach. Where work necessitates 
standing away from the machines, the 
pedal can be brought out to allow prac- 
tical operation in an erect position. In- 
stallations of this type offer remote con- 
trol and eliminate 
and waste motion. 
Brooklyn, N.Y. 
1942. 


unnecessary steps 
A. Schrader’s Son, 
Mitt Suppties, March 


Electric Drill 


Aircraft Model 


This angular tool has been specially 
designed for aircraft work. With the 
new type Kett chuck included, it will 


74 


drill in a restricted space affording a 
clearance of 1%%-in. It will drill at 360 
degrees of angles in any plane and it 
is claimed will make even straight 
drilling easier. The “KU-5” model is 
adaptable to any electric or pneumatic 
portable tools now on the market and 
also to flexible shaft type tools. De- 
signed to be used on speeds up to 6,000 
r.p.m., it has anti-friction bearings of 
both ball and needle type. sealed lubri- 
cation throughout, and specially hard- 
ened gears to insure long life. The new 
type three-jaw chuck referred to above, 
has q2 
and 


-in. to 14-in. range, is %-in. long 
th-in. in diameter. It has a grip- 
ping power comparable to any other 
chuck four times its Eliminates 
the necessity of using expensive collets 
or twist drills with screw type shanks. 
The “KU-5” aircraft model can be fur- 
nished with or without chuck.—Kett 
Appliance Co., Cincinnati, Ohio.—Mir 
Suppiies, March 1942. 


size. 


Skid Platform 


Made of Wood 


The “Timber-Lock” skid platform be- 
cause of its unique design, uses no steel 
in the frame, yet gives all the strength 
inherent in steel welding. It is made 
of specially selected tough oak, and is 
so constructed as to practically defy 


breakage. A good part of this strength 


is traceable to a “wood-weld” process 
developed by Yale engineers to tie sup- 
and deck boards 
inseparable unit. 
Deep cut grooves run along the entire 
length of the platform deck boards. Into 
each of these grooves, the supporting 
hard oak leg beam is tightly fitted, thus 
interlocking platform and beams in a 
vise-like grip. Beam and deck are 
bound together with specially cement 


porting leg runners 


into one virtually 


coated, spiralled helical nails. binding 
platform and beams at double rowed 
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l-in. alternate intervals along the en- 
tire platform length. Legs are made of 
formed steel bars, joined to the leg beam 
by heavy forged steel bolts. Washers 
on top and bottom of the bolts guarantee 
rigid clamp. The platform is available 
in all standard widths and _ lengths, 
plain or armored end. Also, vertical or 
standard leg design.—Yale & Towne 
Mfg. Co., Philadelphia, Pa.—Muu Svupr- 
pLies, March 1942. 


Electric Hoist 
Easy to Handle 


Compactness, mobility and ease of han- 
dling adapt the “Torpedo” electric hoist 
to the job (illustrated here) of supply- 
ing coils of wire to machines in an 
important bolt and screw factory. These 
hoists are available in 250-lb., 500-Ib. 
and 1,000-lb. capacities. Three types of 
suspension are available—hook type, 
bolt type and trolley type. The motor 
is of the heavy duty type and can be 
removed with the hoist under load. For 
safety, a fully enclosed, singlepole, 
paddle type limit switch is employed, 
which breaks one line and _ prevents 
over traveling of the hook in the upward 
direction. The hoist is of double drum 
construction, providing perfect balance 
of the load during raising and lowering. 

-Conco ENGINEERING Works, Men- 
dota, Ill.— Mut Suppries, March 
1942. 





PRODUCT 


Pneumatic Foot Pedal 
Electric Drill 

Skid Platform 
Electric Hoist 
Grinder Kit 
Strainers 

Belt Grinder 
Coding Control 
Label 

Hydraulic Pipe Bender 
Furnace 

Radius Dresser 
Starters 

Heavy Duty Jack 
Grinding Machine 
Industrial Brush 
Work Bench 
Motors 

Machine Tool Drive 
Tool Set 

Rust Preventative 


Bracket 








PAGE NO. 





MAIN. FEATURE 


Eliminates unnecessary steps, waste motion 
Furnished with or without chuck 
Specially selected tough oak 

Compact, easy to handle 

Assortment of mounted abrasive points 
For use with all types of pumps 

Two convenient hand adjustments 
Prevents possibility of human error 
Unaffected by heat, cold, humidity 
Features savings in labor, time, materials 
For tempering tools, dies, small parts 
Adaptable to various types of grinding work 
Eliminates flashing of burned out lamp 
Hinced base permits tilting 

Versatile addition to the tool room 
Removes tool marks from motor parts 
Made of steel for strength, rigidity 
Features “safety-circle” protection 

Two sizes of bracket now available 
Seventy-four pieces in metal box 

Is effective on any metal surface 


Designed for air motored agitators 


MENUFACTURER 


A. Schrader’s Son 

Kett Appliance Co. 

Yale & Towne Mfg. Co. 
Conco Engineering Works 
Foredom Electric Co. 
Blackmer Pump Co. 
Porter-Cable Machine Co. 
Reynolds Electric Co. 
Avery Adhesives 

E. T. Tal 

Johnson Gas Appliance Co. 
George Scherr Co. 
Hygrade Sylvania Corp, 
Buda Co. 

Ny-Lint Tool Co. 

Osborn Mfg. Co. 

Lyon Metal Products, Inc. 
Allis-Chalmers Mfg. Co. 
Reeves Pulley Co. 

Bonney Forge & Tool Works 
Sudbury Laboratory 
Eclipse Air Brush Co. 











Grinder Kit 
Flexible Shaft 


The necessity to keep equipment in bet- 
ter condition and to make it last longer 
motivated the development of Model 
111, flexible-shaft grinder kit. The 
Model 111 comes with a universal motor 
(110-125 volts, 25 to 60 cycles), Fore- 
dom’s pencil-size handpiece, and a ver- 
satile assortment of mounted abrasive 
points, all of which are stored in a 
strong, wooden carrying case. The unit 


can be operated in three ways: mounted 
on a bench; suspended from any con- 
venient hook; or slung from the oper- 
ator’s shoulder by slipping a_ strap 
through the motor hanger. It is this 
flexibility of operation that gives the 
kit its wide scope of versatility. With 
it, the operator can bring the tool to 
the equipment. Approximately 150 
different accessories are available for 
use with Model 111 for grinding, polish- 
ing. milling, drilling, engraving, sharp- 
ening, slotting, sawing, carving, clean- 
ing, sanding, glass-etching, etc. The 
handpiece has a device for quick inter- 
change of the accessories.—Foredom 
Electric Co., New York, N. Y.—Mi. 
Suppuies, March 1942, 


Strainers 
For All Types of Pumps 


A series of strainers for pipe sizes from 
1 to 6 inches has been announced. 
Known as the “Ezy-Kleen” line, they 
were designed primarily for use with 
Blackmer rotary pumps, but are suited 
to applications with all types of pumps, 
or wherever a strainer is required in a 
piping layout. The bodies are made of 
iron as standard, and are available in 
bronze. Steam-jacketed 


bodies can 
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also be furnished. The baskets are made 
of steel or brass woven wire cloth in 
fine, medium or coarse mesh, and are 


well reinforced. A convenient handle 
is provided for removing the basket 
from the strainer body for cleaning. 
The body cover is held in place by 
special thumb screws, no wrench being 
needed to remove it for cleaning. These 
strainers are rated on a basis of flow 
in GPM and are furnished in five sizes 
from 50 GPM to 700 GPM. The 50 
GPM strainer has tapped connections, 
the larger sizes have flanged connec- 


(Continued on page 170) 
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en Years Ago in Mill Supplies 
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IN THE FACE OF TABOOS ON NEW EQUIPMENT BUYING AMONG 

PLANTS IN HIS TERRITORY, FRAZEE C. BENTLEY, WORKING 

OUT OF THE E.A. KINSEY COMPANY'S DAYTON OFFICE, SOLD 

33 HOISTS IN 30 WEEKS BY DEMONSTRATING THE IM-— 

PORTANCE OF REPLACING DANGEROUSLY WORN HOISTS WITH 
SAFE NEW ONES. 





E.B. HALL, GENERAL SuP- 
ERINTENDENT, MOTOR POWER 
AND MACHINERY , CHICAGO, 
AND NORTH WESTERN RAIL- 
ROAD, CHICAGO,’SAID: “THE 
SUPPLY SALESMAN WHO 
HAS PRACTICAL IDEAS AND 
KNOWS HOW TO APPLY 
THEM WILL GET PROFIT- 
ABLE BUSINESS , EVEN 
DURING SUBNORMAL TIMES” 


THE R.C. DUNCAN Co. 
MINNEAPOLIS, MOVED TO 
NEW QUARTERS, TWICE AS 
LARGE AS ITS PREVIOUS 

LOCATION. 

















MILWAUKEE. 

Suao@olT & yh a “SALES CLINIC” 

HELD ab c ETHOD 

AT WHI CHARLES N. STODDARD WAS 

WERE DEM AN ELECTED PRESIDENT AND 

QMERS GENERAL MANAGER OF THE 

GREENFIELD TAP & DIE 
CORP., GREENFIELD, MASS. 








W.C. HUNTER, PRESIDENT, 

THE ROSS-WILLOUGHBY ©., 
COLUMBUS, £ E.B. ANDREWS 
SALES MANAGER, THE E.A., 
KINSEY CO., CINCINNATI 
TOLD HOW THEIR COM — 
PANIES WERE APPLYING 
THE PRINCIPLES OF THE 

fie UNCANNY ABILITY OF JOSEPH M. TULL To cebulmmmbane’ bates 

CHOOSE PROPER LINESON WHICH TO CON- ‘ . 

CENTRATE HELPED HIS COMPANY, THE 

J.M, TULL RUBBER & SUPPLY CO., ATLANTA 

TO KEEP SALES ABOVE AVERAGE 

DURING THE TRYING DAYS OF 1932. 
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Sales Meeting in Print 


Questions on what you should know about hose. If you can answer 


1. If a customer orders air hose for 
portable tools, what are possible addi- 
tional sales? 

2. What is the major caution in insur- 
ing long life for this hose? 

3. If the customer runs a quarry, 
what is a good suggestion as to cover for 
the hose? 

4. Is this always true? 

5. If the hose must be exposed to oil 
or the air or other fluid it carries must 
contain oil, what hose should be used? 

6. Should a length of hose leading to 
a moving ram last as long as one lead- 
ing to a fixed ram? 

7. Which can be expected to last 
longer, a short length of hose or a long 
length of the same number of plies? 

8. Which will outlive the other, a 
hose leading to a rotary air tool or one 
to a rivet buster? 

9. If a hose carries a hot fluid during 
a winter day, should it be kept in service 
at night? 

10. If the fluid carried is at a tem- 
perature over 300 deg. F., what hose 
should be used? 

ll. Why? 

12. For a given number of plies, 
which lasts longer, a small-diameter or 
a large-diameter hose? 


18 out of 25 correctly, you're doing very well. Answers on page 157. 


13. For a given number of plies, 
which can stand the greater pressure, 
a small-diameter hose or a large-diam- 
eter hose? 

14. What happens if a hose clamp is 
pulled up too tight? 

15. What if the clamp or coupling 
cuts the cover or tube? 

16. If the coupling is too large for the 
tube, what can be done? 

17. When couplings are _ installed, 
how should the coupling neck and the 
tube be prepared? 

18. If the coupling has been stored 
with other couplings, for what should it 
be inspected? 

19. Are acid 
hose? 

20. What is the major precaution in 
using high-pressure steam hose? 

21. When couplings are installed in 
wire-wound hose, how should the wire 
end be gripped? 

22. How should hose be stored—as 
far as room is concerned. 

23. What kind of support is prefer- 
able for stored hose? 

24. What are general precautions in 
using hose? 

25. Is rubber hose used for handling 
gasoline? 


fumes deleterious to 
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AT YOUR SERVICE 
24 HOURS A DAY 
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“Speak to my wife will yuh, Joe—she thinks I'm in a night club!” 
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Sam Supplier Estimates 
Too Many Cuts 


Among the odds and ends in the 
stockroom Sam Supplier finally found 
six 4-link lengths of chain. That would 
give him the 24-link continuous length 
he badly needed to meet the P.A.’s lat- 
est call. In making up the charge slip, 
he figured a charge of 25 cents each for 
a cut and a weld—allowing six cuts and 
six welds—or a total of $3. But the 
welder challenged his numbers. Assum- 
ing that the rate per operation is cor- 
rect, could Sam’s welder do the job for 
less? 


(If you don’t like chain problems, see 
page 157.) 





PASTE THIS IN YOUR HAT 


Ten Commandments 
For Plant Safety 


1. Keep heating plants, chimneys, 
gas connections, electrical equipment 
in good order. 

2. Keep premises free of rubbish— 
keep oily or greasy materials in ap- 
proved metal cans—empty waste cans 
daily. 

3. Keep. stairs, passageways, fire 
escapes and exits unobstructed. 

4. Install safety guards wherever 
needed—have proper lighting and ven- 
tilation. 

5. Use only correct size electrical 
fuses. 

6. Observe safety rules on smoking. 

7. Educate employees to be careful 
on their own jobs, throughout the plant, 
on the street, at home. 

8. When lifting heavy objects, keep 
back straight, bend legs, use leg mus- 
cles—not abdominal muscles. 

9. Get plenty of rest—see doctor for 
periodical checkup—report all injuries 
at once. 

10. Keep car in good condition—al- 


low plenty of time to get there without 


speeding. 
—Hartford Accident & Indemnity Co. 
of Hartford Fire Insurance Co. 
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IN GUA 


... against 
Power Loss 


~a Saboteur 
of Production 


ICTORY on far-flung battle fronts begins with the will- 

to-win at home . . . in mine, mill, or factory . . . with 
every turn of shaft, wheel, or gear . . . with positive assur- 
ance of high speed, continuous production . . . with no time 
for anything short of the most efficient methods for pro- 
ducing the material for men in combat. 


Alert to this situation . . . Dodge distributors are rendering 
a vitally important service — are doing their part in the “all- 
out for Victory” as power transmission specialists to equip 
every plant in their territory against power losses and fail- 
ures . . . the saboteurs of production. 

Dodge-Timken Rolling Bearings are one of many classes of 
Dodge products that enable Dodge distributors to provide a 








quick, sure, and economical answer to many important power 
transmission problems. High speeds . . . shock loads... 
heavy, medium and light duty .. . dust .. . water . . . heat 
... all of these and all other conditions encountered in in- 
dustrial operations are fully met in the Dodge 30,000-hour 
line of rolling bearings. 

Backed by Dodge specialized engineering a which 
insures “The Right Drive for Every Job,” Dodge distributors 
are helping to make existing capacity more effective by chok- 
ing out all waste and leakage in power transmission and 
application. 


DODGE MANUFACTURING CORPORATION 
Mishawaka, Indiana, U. S. A. 





Sales Tips 


FROM THE TRADE PRESS 


Because of space limitations, most items ap- 
pearing in this department have been reduced 
to their elemental facts through digesting. 
Where the reader's interest is particularly 
great, we recommend that the article be 
sought out and read in detail in the paper 


where it originally appeared. 


Fresh From the Lips 
Of a Sales Manager 


“ 


—customers won't trust a salesman 
who isn’t loyal to his firm.” 

“it’s not luck when one man sells 
twice as much merchandise as another. 
He planned it that way.” 

“remember in talking with a cus- 
tomer that somebody else will have to 
live up to your promises. Don’t promise 
the impossible.” 

to really help, you must really 
know. That calls for continued read- 
ing and study.”—Modern Selling, Feb- 
ruary, 1942. 


Tips on Setting Up a 
Priorities Department 


Our purchasing department was the 
first in our plant to feel the impact of 


requirements. By the end of April, 
much of our secretarial capacity was 
being consumed in the filling of prior- 
ity forms, answering the telephone on 
priority questions, and recording of 
priority letters. We proceeded to set 
up a priorities section within the pur- 
chasing department, placing it in 
charge of a young man taken from 
our training course who had practical 
training in both shop and office. We 
have found in priorities work that a 
knowledge of tools and materials is 
very useful, and that acquaintance with 
the factory organization is essential. 
This section took over the responsi- 
bility of issuing priority certificates, the 
answering of inquiries from within and 
without our organization, and the prepa- 
ration of various Government reports 
on usage of raw materials. It was 
found that centralization of responsibil- 
ity for priority matters resulted in bet- 
ter handling of the work, as well as 
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“The guy kept insisting I could get him milling cutters, that I was just holding 


out on him!” 
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releasing our regular buying staff for 
its own duties. 

After the first few simple orders, it 
soon became necessary to take up ques- 
tions of interpretation with our legal 
department. Thus, our lawyers were 
early drawn into the priorities setup, 
and have assumed over-all supervision 
of our operations.—R. F. Stiles, gen- 
eral purchasing agent, Stewart-Warner 
Corp., The Chicago Purchaser, January, 
1942. 


Another Definition 
Of a Salesman 


In answer to the question “What is a 
Salesman?” which editors of the Satur- 
day Evening Post received in their mail 
from a lad named Billy, the following 
appeared in the Jan. 24 Post: 

“What is a Salesman? He’s a lot of 
things, Billy. 

“He’s a front office buck private . . . 
a general in the field. 

“He’s a credit department, pack 
horse, reporter, host, story teller, techni- 
cian, display man, and it’s a hundred- 
to-one bet he’s a grinning dyspeptic— 
but grinning, mind you, Billy. 

“Others may work a forty-hour week. 
But the salesman kicks because there 
are not more hours in every day. He’s 
the fellow that does, while others don’t. 
And he loves it! 

“That's what a salesman is, Billy.” 


Electric Eyes Thwart 
Enemy Saboteurs 


The use of electron tube equipment 
for detection of intruders has become a 
major factor in protecting property 
from sabotage. One company alone, it 
is stated, has installed 4100 photo-elec- 
tric alarms, of which 1300 are oper- 
ating outdoors. They may be used to 
operate signals, bells, horns, whistles, 
or to turn on floodlights. 

Sharply-focused lenses, hoods and 
masks, plus “modulated” light beams 
simultaneously make it difficult for in- 
truders to paralyze these systems by 
shining the beam from a_ flashlight 
into a phototube and walking through 
while the relay is held in the stand-by 
position. 

Capacity operated relays are also be- 
ginning to exhibit useful character- 
istics, having been used for indoor pro- 
tection for several years. Safes, for 
example, can be insulated from the 
ground and connected to serve as an 
antenna for a control device which sets 
off an alarm when a strange body ap- 
proaches it.—Electronics, February, 
1942, 








AMERICAN 


Econ-O-Matic Drives 


Mean Automatic Economy 


. * * 
Automatic Economy ECON-O-MATIC DRIVES 


are short-center drives, either flat-belt or V-belt, with 
Meets Conservation Need American Motor Bases for automatic tension control 
—and thus automatic economy. 
Plant superintendents, engineers and purchas- 
ing agents want facts on proved performance Bee 
... especially these days when conservation : AMERICAN 
is so important. You can sell American Econ- 
O-Matic* Drives to the most hard-headed 
business man by using these factual statements 
..backed up by case histories from your 
own experience, or the two examples in the 
opposite column. 


Increased Production vee because cor- 3 ao eens 

rect RPM value is sustained ... no belt "Wins tts Letter” at Cornell with © 67% Saving in Operating Cost! 
slip with American Motor Bases for <arnatenesuctcwsenrnn — saAptpent 
automatic tension control. 


Low First Cost Is Quickly Saved . . . because 
of reduced power consumption. 























Maintenance Reduced ... both man hours ; he {/ucen “in SL "le =p) 
and materials, up to 75%. nae eee iY compan 
Belt Life Increased by an average of 100% , 


. because average tension is lower. 


Bearing Pressure Reduced by about 50% Two- Page Advertisements 


. hence bearing life is longer. 


Show Your Customers 
Flat-Belt and V-Belt 

AMERICAN DRIVE SELECTION SER- e e 

VICE helps you clinch the sale, because Econ-O-Matic Installations 


it assures the best answer to every short- This double-page spread, appearing in POWER 
center drive problem. Tell your pros- for February, and in FACTORY MANAGEMENT 
pects how “American” Distributors and Engineers & MAINTENANCE and THE AMERICAN 
are installing both flat-belt and V-belt (“Wedgbelt’’) MACHINIST for March, provides factual proof 
drives every day in the year. to about 72,000 of your best customers and pros- 
pects that ‘American Econ-O-Matic Drives are 

‘tops’ for saving money and improving 
performance... for both flat-belt and V-belt 


(“Wedgbelt’’) ‘drives. 
Other “AMERICAN” Sales Leaders —_— 


AMERICAN Pressed-Steel HAND TRUCKS have 
“down-to-dollars” sales appeal: strong, durable, 
clean... with no splintering or chipping; light 
and easy to handle; last for many years in the 
toughest service; minimum down time or mainte- 
nance; preferred by truckers everywhere. 








Navy “E” for excellence 


AMERICAN REDUCTION DRIVES offer you awarded February 12, 1942 
five sales-clinchers: (1) Immediately available 
from stock; (2) Easy, inexpensive to install or 
relocate—this drive mounts on the driven shaft; 
(3) Savings in floor space up to 45%; (4) Avail- 
able in speeds from 154 down to 11 RPM; (5) 
Five standard sizes, 4 to 25 HP, to fit the job. 























Philadelphians Discuss 
Conservation Methods 


Last 


Eastern 


month 168 members of the 
Industrial Advertisers, Phila- 
delphia chapter of the National Indus- 
trial Advertisers Association, together 
with their guests, met at the Poor Rich- 
ards Club to hear a summary of con- 
servation practices necessary to the suc- 
cessful prosecution of the war effort. 

The keynote of the meeting was es- 
tablished by Robert A. Wheeler, from 
OPM’s Bureau of Industrial Conserva- 
tion, who effectively dramatized sta- 
tistics on the amount of wasted mate- 
rials we have come to expect as “nor- 
mal” procedure. Mr. Wheeler, on leave 
from the International Nickel Company, 
stated that “the salvage and collection 
of scrap metal—every possible pound— 
is an imperative task for all.” 

Thomas F. Joyce, vice-president of 
the RCA Manufacturing Company, 
Camden, explained the operation of 
their “B .. . — Beat the Promise” as an 
effective conservation program in time 
and manpower. The morale building 
efforts were dramatized by Mr. Joyce 
through slides and by records of theme- 
songs and recorded interviews with RCA 
men now in the armed forces. Started 
in September, with the U. S. declaration 
of war, the second-phase of the pro- 
gram was hinged around a strong “beat 
the Japs” mobilization. 

Walter Gebhart, Industrial Sales 
Manager of Henry Disston & Sons, Inc., 
Philadelphia, explained the develop- 
ment of the “Disston Conservation Con- 
trol Plan” for reducing tool breakage, 
conserving vital raw material, saving 
valuable time, increasing efficiency, im- 
proving performance, and expanding 
production. 

James S. McCullough, advertising 
manager of Yale & Towne Mfg. Co., 
president of the Eastern Industrial Ad- 
vertisers, was chairman of the meeting. 


Mine & Smelter Supply 
Advances Nicholson 


J. D. Nicholson has been appointed 
general sales manager for the Denver, 
Salt Lake City and El Paso branches of 
the Mine & Smelter Supply Co., Den- 
ver distributor. Mr. Nichelson was pre- 
viously manager of the Denver branch. 
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Attention of Philadelphia industrialists was focused on conservation, Feb. 5, 
when the Eastern Industrial Advertisers arranged a forum on the subject. 
At the speakers’ table, standing, left to right: Walter Gebhart, William Disston, 
R. T. Nalle, Jacob Disston (all of Henry Disston & Sons), C. B. Larabee 


(Printers’ Ink), and A. O. Witt (Schramm, Inc.). 


Seated: Thomas Joyce (RCA 


Mfg. Co.), Horace Disston (Henry Disston & Sons), J. S. McCullough (Yale 
& Towne), R. A. Wheeler (Bureau of Industrial Conservation), and John 


Coakley (Thomas A. Edison, Inc.). 


Jones Salesmen Talk 
War Production 


Sales and _ production problems 
brought about by the war requirements 
for transmission products came in for 
careful study at a two-day conference 
of the W. A. Jones Foundry & Machine 
Co. sales force and factory executives 
held at the Palmer House in Chicago on 
Jan. 15 and 16. War-time applications 
were intensively studied by the group. 


Charlie Seabrook Joins 
LeValley-McLeod 


C. F. Seabrook, who has travelled 
Pennsylvania and New York State for 
many years, recently transferred his 
talents to LeValley, McLeod & Kincaid 
Co., distributor in Elmira, N. Y. He will 
work out of the Elmira office, but will 
assist in the Schenectady and Olean 
branches on those lines in which he 
qualifies as a specialist. 


W. A. Jones salesmen discussed war-time selling problems at their 


first-of-the-year meetings. 
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RIDING A 


4 
vAWKET 


scarcely thicker than 
a window pane 


One of many key industrial jobs en- 
trusted to rubber in peace and war 
is to speed millions of tons of coal 
out of the mines and into thousands 
of plants. Rubber conveyor belts are 
meeting unprecedented tonnage de- 
mands in this dusty, gritty, rough-and- 
tumble work. 


Did we say “rubber”? The whole core 
of these belts is actually cotton—high- 
tensile cotton duck plies bonded with 
rubber 


heavy duty carcass. Protecting this car- 


special compounds into a 
cass and cushioning the impact of load- 
ing is the thin rubber skin or cover. 
Even here, rubber itself is only one 
among many ingredients combined in 
exact proportions to provide maximum 


toughness and resiliency. 


In the design, the chemistry and the 
production of such vital industrial 
equipment as these belts, HEWITT has 
won industry-wide recognition. For 
more than eighty years HEWITT has 
specialized in industry's rubber prob- 
lems—devoting knowledge and expe- 
rience to the single task of making 
rubber serve industry better. 


Today many HEWITT rubber products 
are serving with our Armed Forces. But 
behind them are the millions of feet 
of HEWITT conveyor and transmission 
belts and hose aiding industry-at-war. 
And their longer life that used to 
mean reduced costs now has a far 
bigger significance...faster production, 
thorough dependability when there's 
no time for time out. 


HEWITT 


RUBBER 
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CORPORATION 
BUFFALO, N. Y.. 








(Someones been 








talking about youl 


We've been talking into the ears of steel 
product users in your area — telling them 
about your emergency service in these 
war days. 


Although you may be cramped on deliver- 
ies, you still have a lot to offer that’s worth 
talking about. So, we’re speaking for you 
—because we consider the solution of your 


problems a part of our job. 


We’re reminding your customers and pros- 
pects of the handicaps to your service in war 
times—giving them the real picture of your 
desire and effort to serve them with bolts 
and nuts, pipe, sheets, cold finished steels, 
boiler tubes, electrical conduit and other 





products—telling them the many valuable 
ways you can help them now. 
, 


We’re talking'to more than 210,000 readers . 
through full-page Republic advertisements 
in fifteen trade papers during 1942. And 
we're certain it will help build customer 
confidence in your service and gain more 


business and new friends for you. 


If you'd like reprints of this ad and others 
in the series for your mailing list, just say 
the word. We'll gladly supply them. 


REPUBLIC STEEL CORPORATION 


General Offices; Cleveland, Ohio at 
Berger Manufacturing Division « Culvert Division 
Niles Steel Products Division ¢ Steel and Tubes Division 
Union Drawn Steel Division * Truscon Steel Company 










This advertisement is one of several on Republic steels and steel products, Union cold 
finished steels, Republic sheets and pipe, Upson bolts and nuts—appearing in Hard- 
ware Age—Southern Hardware— Mill and Factory— Modern Machine Shop—Iron 
Age—Steel—Purchasing—Engineering News Record—Heating, Piping and Air Condi- 
tioning—American Artisan—Sheet Metal Worker—Plumbing & Heating Journal— 
Domestic Engineering—Daily Metal Trade and American Metal Market during 1942 













Kepublic says: CALL YOUR 








Give him a ch; Ct& 
stock Problem, He's any; 
many Ways, fy, MAY no, 
Republic { Jpson Quali, 

but he'l] Never Stop "Ying 


When you Ul you, to 
he tack i 


Upson Jobber, 
today, your Worries are 


z. 
depends on his SOlving them, —_ 
up his sleeves and buck leq doy, 
all his facilities Vetting to this n 
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“advantageously located 
branch warehouses” 
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Holo-KROME 


SOCKET SCREWS 


Cie puune 
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(We Solr Through AUTHORIZED STOCK CARRYING DISTRIBUTORS] 








THE “SPOTLIGHT IS ON YOU! 


Rightly so. Your enormous responsibilities to Industry and 

to your Country demand an “all-out” support from your 

sources of supplies. Holo-Krome pledge this support, whole- 

heartedly, and, are telling your consumers of this fact. 
The full page advertisement above, appearing in the 


March issue of Mill & Factory Magazine, will be read 
by many thousands of buyers in all types of Industries. 


HOLO-KROME 
fibro forged SOCKET SCREWS 


Se ee 
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Bolton Sullivan Named 
President of Skilsaw 


BOLTON SULLIVAN 
Elected President of Skilsaw, Inc. 





Bolton Sullivan, who has been an 
| officer of Skilsaw, Inc., for the past 18 
| years, has been elected president. He 
succeeds J. W. Sullivan, founder of the 
| firm, who is elevated to the post of 
| chairman of the board. At the same 
time, E. J. Kelley was elected secretary. 
Other officers of the firm remain un- 
| changed: E. W. Ristau is vice president 
in charge of sales; L. E. Parker is vice 
| president in charge of general opera- 
tions, and Paul J. Kennedy continues as 
| vice president and director. 
Stanley Belting’s 
President Dies 


Charles E. Hathaway, for many years 
president of the Stanley Belting Corp., 
Chicago, passed away on Feb. 1 after a 
month’s illness. 

Born in Middlesex, England, “Ben” 
Hathaway came to this country at an 
early age and received his education in 
the East. He became associated with 
J. H. Williams & Co. and represented 





this firm as western manager with 
headquarters in Chicago. In 1916, Mr. 
Hathaway accepted the post of prési- 
| dent of the Stanley Belting Corp. which 
| had been organized several years earlier. 
He was prominent in church and civic 
| affairs as well as an active member of 
| the Chicago Power Transmission Club. 


Llewelyn Named By 
| Bliss & Laughlin 


| 

} 

| 

| Bliss & Laughlin, Inc., Harvey, IIl., 

| announces the appointment of Clyde 
Llewelyn as assistant to the president, 
Sane January 1, 1942. Until recently 
he was general superintendent of the 
Buffalo plant. 





NICHOLSON SPECIAL- PURPOSE : -- 
FILES and TECHNICAL BULLETINS — 
afford the mill-supply sales- —- - 
man an excellent opportu- _— 
nity for good-will building hms 
through helping industrial — : 
managements solve special oe . 
filing problems. Bulletins tee t ore 
(free to you) cover special ea With war industries recruiting man-power from every quarter, 
files for Stainless Steel, Alu- — . ° r ° 
minum, Brass, Lead, Plas- — there’s a vast new army of mechanics in the making, on the job 
tics, Die and Foundry Cast- eee P P . . 
ings, Die Making; Shear —= —and on the rise. They're developing preferences in tools. Many 
Tooth and Lethe filing. will advance to key positions which will give them a lot of say 


when it comes to purchasing future shop equipment and supplies. 
To gain their friendship tomorrow, start cultivating it todayl 


One of the best ways is to be on the distributing end of a product 
that’s “in solid” with the greatest number of them. Nicholson 
and Black Diamond Files give you that kind of a “calling card.” 
... For there are more of these files in use —in more war and 
private industries — than of any other brands made. 


And they're all making good— building further prestige by living 
up to their guarantee of Twelve perfect files in every dozen. 


NICHOLSON FILE CO., PROVIDENCE, R. I., U. 


(Also Canadian Plant, Port Hope, Ont.) 
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WHAT PART WS 2 


OU’LL probably be surprised. For example: A bed for one of 
Uncle Sam’s soldiers takes 12 feet of pipe. A water line for just 
one cantonment is many miles long. A single demolition bomb starts 
from more than a thousand pounds of steel tube. The boilers of our 
newest battleships contain tons and tons of the finest seamless 
boiler tubes. An army bomber may require a thousand pounds or 
more of mechanical tubing. Uncounted numbers of shells, tank 
parts, cannon mounts, machine gun rests, incendiary bombs, all 
take an enormous quantity of pipe and tubes. 
We wish you could see the ceaseless activity going on within 
Nationa Tube Company mills, the speeding up of production 
facilities, the improvements through tireless research. Then you 








AMERICA’S STANDARD 


IN NATIONAL DEFENSE? 


would share our confidence that whatever the call for tubular 
products, whether for industry or war requirements, NATIONAL 
Tube will be ready to do its full part in meeting it. 


We are glad that in this emergency we have been able to render 
our country quick, vital and quantity aid. We’re all in the same 
boat, pulling to the same end—mill, factory, distributor, and con- 
sumer. 

It’s a journey none of us wanted to take, but having embarked 
on it, in true American fashion together we shall see it through. 


NATIONAL TUBE COMPANY 


PITTSBURGH, PA. 
Columbia Steel Company, San Francisco, Pacific Coast Distributors 


United States Steel Export Company, New York 
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Shurts Elected Head of 
American Swiss File 





THE MAN 
WHO WRITES 
TODAY’S 
ORDERS 


WELL “ie 
HELP YOU <3 


OF BUYERS 





Election of Frank E. Shurts as presi- 
dent of the American Swiss File & Tool 
Co. was announced last month by the 





THE MAN 
WHO WILL 
SPECIFY 
TOMORROW'S 


Gak’s 





FRANK E. SHURTS 
| Elected President of American Swiss File. 


firm’s board of directors. R. D. Mae- 
donald was elected vice president and 
treasurer, and Philip Schaeffer, secre- 
| tary, at the same meeting. 
A program of 2-page advertisements, mail- Messrs. Shurts and Macdonald have 
ing pieces and “self-selling” calling cards, | been in charge of the company’s opera- 


reminding purchasing agents of the many | tions since the death last October of 


j " 
is designe ae 
L. 

lo i 
0 ver : 3 cae | Paul F. Reichhelm, who had headed 
services the mill supply distributor offers. | ,),. organization for many years. Mr. 


4 (It will help you replace business restricted 
ays CPS by priorities.) Also a listing of each distrib- | 


utor in THOMAS’ REGISTER. 


A long-range campaign to sell men in charge 
of production, power transmission and ma- 
chine design—on the superior performance 
of Research Leather Belting with pivoted 
motor base. This is “the drive of the future” 
— and we're setting our stake in it now, so 
that you can capitalize upon it in the future. 


lo Develo op 


Tomorrows 


Jon Gak... 
Strong partner for short pull, LONG pull 


Read 
req 7-0. [ie Bae a 
for new 
selling ideas 


GRATON & KNIGHT CO. 


Tanneries and Manufacturing Plant at 





R. D. MACDONALD 


| American Swiss File’s new vice president. 


Shurts first joined the company in 1919, 
and Mr. Macdonald in 1930. 

Mr. Shurts, a graduate of Stevens In- 
stitute in mechanical engineering, was 





WORCESTER, MASSACHUSETTS 


ne of flat leather belting ‘del lale Me eted ii 


OU 


lace leather syololaiolamm olole dale ps 
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| engaged in shop and engineering work 
| for many years before he became con- 


nected with American Swiss File. Dur- 
ing his 23 years with the company he 
travelled widely as sales manager, be- 
coming well known among distributors 
and users of Swiss-pattern files. 





“THIS EFFORT REFLECTS PRECISELY WHAT WE WOULD HAVE 


EVERY INDUSTRIAL PLANT IN THE COUNTRY UNDERTAKE” 
fom 94° T Whenencls 


George T. Weymouth, Chief 
Industrial Salvage Section 
Bureau of Industrial Conservation 


The Bureau of Industrial Conservation has approved the Disston Conservation 
Control Plan for the practical aid it brings industry in speeding war time produc- 


tion, in saving working time and in conserving vital tools and materials. 


Disston will provide individual instruction cards for each of your employees who 
work with files, hack saw blades, tool bits, metal cutting and wood cutting circular 
saws, planer knives, veneer knives, paper kiftves and other tools. The cards contain 
concise, expert instruction on the proper use and the best care of the tool, as well as 
the correction of faults in operation. Their practical purpose is to conserve essential 
materials, reduce unproductive delays, and lengthen tool life—and by so doing, to 


accelerate and increase production, improve workmanship and better your products. 


In addition Disston will send you, also without charge, Bulletin Board Posters 


and other promotion material for plant use—to encourage employee interest 
and participation. 





Furthermore, you have at your command Disston Engineering Service. 
Wide experience qualifies Disston engineers to fit the most efficient tool to 
the job... help you meet the demands of emergency production . . . and 
aid you in your cooperation with the government. 





Now is the time to enlist your plant in the national 





war on waste! Complete information will come 
to you at once following your inquiry. 


Write today ! 


HENRY DISSTON & SONS, INC., 
323 Tacony, Phila., Pa., U.S. A. 


Branches: Boston, Chicago, Detroit, Memphis, 
New Orleans, Seattle, Portland, Ore.,- 
San Francisco, Vancouver, B. C. 
Canadian Factory: Toronto. 

Australian Factory: 


Sydney, N.S.W. y apovt 
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SIMONDS 


RED TANG 
FILES 


ARE SERVING 
THE SOLDIERS 
OF PRODUCTION 








Scores of metal-working plants, in the forefront of defense work, depend 
on Simonds Red Tangs to make every file-stroke count. For Red Tang Files 
have teeth like the big metal-cutting saws _ .. teeth that remove more metal 
with less “elbow-grease” and stay sharp far longer. Red Tang quality is 
under Simonds control from steel to shipping platform. All files are 
repeatedly inspected and tested for proper cut and hardness, uniform length 
of life. So, for “the finest file—by a mile”... sell Simonds Red Tang. 


¢\MOND> 


CIRCULAR & BAND SAWS ¢ SHEAR BLADES ¢ RED TANG FILES © RED END HACKSAWS © TOOL BITS 
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Four More Distributors 
Issue New Catalogs 


Four new catalogs just issued from 
R. R. Donnelley & Sons’ busy presses 
show that distributors from one end of 
the country to the other are making 
sound efforts to acquaint the new war 


| industries with their essential services. 


General Rubber & Supply Co., Port- 


| land, Ore. This company has just issued 





their Catalog No. 20 covering belting, 
packing and hose lines for the mills, 
mines, loggers and contractors in the 


| Pacific Northwest territory. It shows 


the lines presented in comprehensive 
fashion, with helpful information inter- 
spersed throughout the catalog. A sep- 
arate section of several pages contains 
technica] data and information about 
belting. 

Nott-Atwater Co., Spokane, Wash. 
This firm has issued a handy catalog, 
No. 42, covering the products they dis- 
tribute to saw mills, mines and indus- 
trial plants in their territory. Nott- 
Atwater Co. manufactures their own 
brand of belting and gives conspicuous 
attention to their facilities for making 


| leather belting. As distributors they 


represent other belting manufacturers 
on rubber belting, v-belts, etc., to round 


| out their lines. Another important ele- 
| ment featured is their lines of lu- 
| bricants. 


W. L. Smith Co., Newburgh, N. Y. 


| Their Catalog B marks the 40th anni- 


versary of the company. In this 340-page 
issue, W. L. Smith presents the goods 


| of many leading manufacturers of tools, 


heavy hardware and industrial supplies. 


| One of the introductory pages of the 


catalog discloses the names of some of 


| the principal manufacturers whose lines 








they distribute. 

Queen City Supply Co., Cincinnati, 
and Richmond, Ind. This company has 
just issued a catalog of over 400 pages 
commemorating the founding of the 
business in 1890. On the inside of the 
front cover of catalog No. 77, is a map 
showing the various places from which 
the Queen City Supply Co. obtains the 
goods of leading manufacturers for 
their customers in the Cincinnati and 
Richmond territories. Alongside the 
map is a list of the outstanding com- 
panies whose lines they distribute. The 
catalog has an embossed red cloth 
cover with the Queen City Supply Co. 
trade-mark and other wording in white. 


For Nightly Snacks 


A kitchen-dining room at Cutter, 
Wood & Sanderson Co., Cambridge, 
Mass., comes in particularly useful at 
this time when there is much night work 
to be done. Girls of the office prepare 
a quick snack before settling down to 
overtime work, 
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Baicutsoy is an elastic rubber compound 
impregnated with abrasive. Takes up the work 
where other finishing and polishing tools leave 
off. An entirely different operation from a grind 
or a buff. The soft rubber binder cushions the 
abrasive, giving Brightboy a wide and varied util- 
ity. Its light action produces a smooth finish, pre- 
polish or polish on all kinds of metal with 
minimum dimensional loss of material. 


Made in blocks, sticks, tablets and wheels for 
hand and machine operations. Smooths and finishes 
after shaping and grinding. May be easily applied 
to portable and stationary power machinery such 
as polishing lathes and stands, electric and pneu- 


matic grinders and polishers and other automatic 
and semi-automatic machines. 


ALREADY EFFECTING TREMENDOUS 
TIME AND WORK SAVINGS IN MANY OF 
AMERICA’S MOST IMPORTANT WAR IN- 
DUSTRIES. 


DISTRIBUTORS WANTED: Distributors selling war 
industries in many sections of the country are building 
substantial BRIGHTBOY sales and profits. MANY 
TERRITORIES STILL AVAILABLE TO JOBBERS 
SELLING PLANTS ENGAGED IN WAR WORK. Ex- 
tensive BRIGHTBOY SALES PROMOTION AND 
EDUCATIONAL CAMPAIGN TO WAR _ INDUS- 
TRIES NOW UNDER WAY. Tie up with this in your 
territory. Write for full particulars. 


BRIGHTBOY INDUSTRIAL DIVISION © WELDON ROBERTS RUBBER CO. © Newark, N. J., U. S. A. 
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Simplex Jacks Help to 


off the Production Line! 






In a thousand defense 
plants, safe, Simplex 
Automatic Lowering 
(Lever), Hydraulicand 
Screw, Jacks are on 
hand t&prevent acci- 
dents and bottlenecks 
in machinery moving 
and rigging and other 
lifting, lowering, push- 
ing, pulling and sup- 
porting jobs. Billions 
of dollars worth of 
machinery have yet to 
be made and installed 
that calls for lots of 
Jacks — be prepared; 
check your stock. 


gS 


beds. 4 sizes 


capacity. 





Simplex Jacks 


\ better Jack for every job - 


many jobs for 
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Simplex Automatic 
Lowering (Lever) 
Jacks have Gold 
Medal Award for 


Simplex Planer 
Jacks speed 
leveling of work 
on milling ma- 
chine, planer 
and shaper ties. Guaranteed 
to lift their full 


2 to &8-tons capacities on cap 


Simplex Screw Jacks support and level this 130,000 Ib. machine 
too 


ase on a planer bed. 


Simplex Hy- 
draulic Jacks 
feature SAFER 
Pressure tested 
top nut and 
base, non- 
deteriorating 

ckin seals, 
shielded release 
valve. 3 to 20 
tons capacity. 


Templeton, Kenly & Co. 
Ch‘cago, Ill. 
Better, Safer Jacks Since 1899 
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Weatherhead Meetings 
Held in Five Cities 


Casting aside the generally accepted 
practice of conducting a convention of 
his sales representatives in a single city, 
G. R. Whippo, sales manager of Wea- 
therhead’s Jobbing Division, took his 
sales force to all the Weatherhead 
plants. 

The five days’ activities began with 
a general meeting of company execu- 
tives and salesmen on Monday morn- 
ing, January 18. A. J. Weatherhead, 
Jr., company president, welcomed the 





Weatherhead men in evening session. 


group and sounded the keynote of the 
five day session when he said, “With a 
very large part of the production of all 
our plants engaged in defense work the 
company still expects to be able to take 
care of its regular customers without 
too much difficulty. But winning the 
war came first, last and always in the 
company’s plans.” 

Personally conducted tours of the 
Weatherhead Cleveland plant, which 
employs 2,000 workers, were evidence 
to the group of the volume of production 
now being turned out. John Love, col- 
umnist on The Cleveland Press, was the 
principal speaker at the evening meet- 
ing which completed the first day. 

Tuesday’s sessions were devoted to 
discussions by Weatherhead executives 
and department heads on priorities, new 
products, sales promotion and adver- 


“tising. 


Since Wednesday would see the group 
in Columbia City, Indiana, two special 
Pullmans were soon occupied by the 
group on Tuesday night for transporta- 
tion to Weatherhead’s Indiana plant, the 
Columbia Products Co. Here M. V. 
Lowe, manager of the Columbia City 
plant, was host to the visiting salesmen, 
with a welcome to the city extended by 
Mayor James Brown and several city 
officials. 

Leaving Columbia City that night by 
bus, the group entrained again at Ft. 
Wayne for St. Thomas, Ontario, Can- 
ada, to inspect the company’s new 
Canadian plant. Here, under the guid- 
ance of N. E, Kilmer, manager and 
secretary of the plant, they inspected 
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Do Your Bit By Showing How 





AN DORN Distributors can help industry 

meet wartime demands by providing the 
right tools to save time and labor on most grind- 
ing, drilling, cutting, surfacing and assembly jobs. 
With more than 100 tools in the Van Dorn line, 
you can render a genuine service to manufac- 
turers in your territory, whether they build bomb- 
sights or battleships. Feature the fact that Van 
Dorn Tools have been outstanding for power, 


PORTABLE 
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speed and long life for 38 years. Stress the im- 
portance of Van Dorn’s 26 factory-owned service 
branches, conveniently located from coast to 
coast, through which they can obtain prompt 
repairs and factory parts—a “plus” service that 
helps prevent costly delays when they have Van 
Dorn Tools in their plants. For further informa- 
tion write: The Van Dorn Electric Tool Co., 717 
Joppa Road, Towson, Maryland. 


(O1V. OF BLACK & DECKER mFG. CO.) 


ELECTRIC TOOLS 


¢ MARCH, 1942 





KILL through long specialized experience, and pride 

of workmanship ... these are the qualities that 
characterize the manner in which “American Swiss” 
Swiss-Pattern Files are made. This old time artisan, 
intent on his job of forging blanks for these precision 
tools, is typical of the many veteran mechanics who have 
been making “American Swiss” Files for a quarter century 
and more. You can be sure that each of the 3,000 different 
types and sizes of “American Swiss” Files is flawless in 
workmanship as well as uniformly excellent in every 
other respect. 


When you recommend “American Swiss” Swiss-Pattern 
Files to your customers, you are backed by a concern 
with a 40-year reputation of standing squarely back of its 
product and with a consistent record of 100% co-operation 
with distributors. 


3000 


Types and Sizes 


AMERICAN SWISS FILE & TOOL CO. ... ELIZABETH, N. J. 


American Swiss 
Files of Precision 
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one of the most modern industrial plants 
in Western Ontario. 

The plant visit was followed by a 
banquet in the evening where Mayor 
George T. Dyer officially welcomed the 
visitors. M. F. Hepburn, Premier of 
Ontario, gave the address of the eve- 
ning and roused his audience to high 
enthusiasm with his enlightening talk 
on war conditions in Canada. 

To conclude the five day sessian, voted 
“the best sales convention ever” by the 
entire group, prizes were awarded by 
G. R. Whippo for 1941 sales accomplish- 
ments to four outstanding salesmen at 
a luncheon in Cleveland on Friday. The 
prize winners were “Landy” Landwer- 
len, Michigan; Ross Gould, California; 
Dick McDowell, Pennsylvania; and Bill 
Minnick, Southern territory. In addi- 
tion to the prize awards, A. J. Weather- 
head, Jr. presented each winner with a 
gold trophy. 

Those. in attendance included: Ross 
Gould, San Francisco; Porter Littell, 
Denver; Bob Bergum, Minneapolis; 
Jack Williams, Dallas; Eddie Edwards 
and Sam Dennis, Kansas City; Al 
Whittemore, Bill Graham, Art Berk- 
hard, Chicago; “Landy” Landwerlen, 
Detroit; Lou Watts, Cincinnati; George 
Davison, Atlanta; Dick McDowell, Pitts- 
burgh; Harry Nicholson, Philadelphia; 
Hobart Skinner, Syracuse; Ed Nally, 
New York; Jack Spielmacher and Ed 
Woloff, New England; Fred Hogle, 
Perse Hickson and George Ross, Can- 
ada; Vince Marus and Ben Weimer, 
Exporters, Cleveland; Floyd Langley. 
Ralph Conrad, Otto Wilk, Walter 
Brown, Al Lennox and Bob Weather- 
head, of the Weatherhead home office. 


Pomona Pump Acquires 
Micro-Westco, Inc. 


Pomona Pump Co. announces the pur- 
chase of the Westco Pump Division of 
Micro-Westco, Inc., Bettendorf, Iowa. 

The newly acquired business will be 
operated as Pomona Pump Co., Westco 
Division, at 2621 Locust Street, St. 
Louis, Missouri, and manufacture con- 
tinued from the St. Louis plant of the 
Pomona Pump Co. Management and key 
personnel of Westco will be transferred 
to St. Louis to continue the manufac- 
ture and distribution of the complete 
line of Westco pumps through the same 
organization which has been built up 
by Westco over the past sixteen years. 

In making announcement of the pur- 
chase of Westco George A. McKenna. 
president of Pomona Pump Co., said. 
“The manufacture and distribution of 
this combined line of pumping equip- 
ment greatly extends our coverage in 
the entire pumping field, particularly in 
industries having diversified pumping 
problems.” 





CORRECTLY HUNG AND } i my 


PROPERLY [+ $+ +\ CARED FOR 


* The chain here being 
used to lay the keelofa 
fighting ship will last a long 
time. For it is adequate to the 
load. It is correctly hung. It has 
been properly cared for. Such 
intelligent use of chain pays 
ample rewards in the conserva- 
tionof the lives of men, of valuable 
materials and the chain itself. 
If you wish counsel on how 
to use your chain safely, eco- 
nomically and profitably, we 
shall be happy to give you the 
boiled-down experience of years 
of chain manufacture, applica- 
tion, maintenance and repair. 


AMERICAN CHAIN 
DIVISION 
YORK « PENNSYLVANIA 














AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT * CONNECTICUT 
ESSENTIAL PRODUCTS . .. AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Choin, 
WEED Tire Chains, ACCO Mallecble fron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
. Yacht Rigging, Aircraft Control Ccbles, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
} READING -PRAPRB CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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IN SPECIFYING AND BUYI 





FIVE BIG PLANTS—At Cleveland and Kent, Ohio; Chicago and Birmingham 





@ As in all other products made from steel, there is a 
“bottle-neck” in delivery of bolts and nuts to industry. It 
is caused by the tremendous volume requirements and 
the variety of specifications as to types of materials, meth- 
ods of manufacture and design of the fastenings themselves. 
It is the purpose of this advertisement to point out a 
means of relief—that will expedite deliveries, that will 
speed up production of much needed war materials. 


Find out from us, or any other responsible bolt manufac- 
turer, if you can possibly use a standard product instead 
of a specially designed fastening. By “standard” we mean 
a product which is standard in the bolt manufacturing 
industry and for which there are standard specifications, 
and of course, existing tools and dies. 


Frequently through unfamiliarity with the engineering 
progress made in the bolt industry, designers will specify 
a bolt made of a special analysis steel of a special size 
and shape although they could get a standard carbon 
steel bolt properly heat treated that actually might be 
equal or superior to the special bolt they specified! 


We know that some engineering designs are based upon 
obsolete data showing Cap Screw strength at 60,000— 
65,000 lb. psi, whereas Lamson standard automotive 
Cap Screws are manufactured with a minimum tensile 
strength up to 150,000 Ib. psi in diameters up to 4-inch; 
up to 125,000 lb. psi up to and including %-inch; and 
up to 115,000 lb. psi in larger diameters. Very often a 
smaller bolt can be used than is specified provided a heat 
treated carbon steel bolt is considered. This means less 
material is needed in the bolt itself, less material has to 
be removed from the parts bolted together, and a lower 
cost and better delivery is possible, 


Check with our engineers on comparative utility of a 
standard fastening with your special headed and threaded 
part. You may avoid the delays and headaches associated 
with demanding an alloy on the “critical list” of scarce 
materials, which you may not actually need at all. Our engi- 
neering department is composed of trained technicians; 
the most complete chemical, physical and metallurgical 
laboratories in the bolt industry are at your disposal here. 


Remember that a mill order for a million pieces of a 
standard bolt may go through our factories in one con- 
tinuous stream, eventually to be split up among a dozen 
customers—but all of whom will get precisely the same, 
standard, interchangeable product. 


Tools and dies for making standard products are always 


available and ready, whereas special tools for “specials” 
mean use of critical tool steel and every tool room is 
loaded to the limit right now. 


Standard bolts require no specialized processing or 
inspection, and no more than customary shop and 
engineering supervision— whereas “specials” must 
necessarily pass through our production with special- 
ized, individual attention as an individual order. 


From every point of view the time element is reduced in 
every step of production of a standard product as com- 
pared with a “special,” from inspection of raw material 
to final packing for shipment. And, of course, in servicing 
an assembly in the field, replacements of standard bolts 
are always readily available, 


For engineering counsel call on Lamson & Sessions’ 
engineers. Remember, they are specialists in bolt manufac- 
ture and can help you. Where only a “special” can serve 
your purposes, they can give you sound guidance in its 
specifications—real help in getting it into production. 
Just ask for a Lamson engineer to call. 


These three books will help you in specifying 
and buying standard bolts and “‘specials’’ 


The Lamsor Blue Book—our complete catalog of standard products except- 
ing our aircraft products. 


“Bolts, Nuts and Screws’ —70 pages of technical and practical information. 
First copy gratis if requested on your letterhead; additional copies one 
dollar each. 

“Bolt, Nut and Rivet Standards” — 1 75-page book published by the American 
Institute of Bolt, Nut & Rivet Manufacturers, 1550 Hanna Bldg., Cleve- 
land, Ohio; Price one dollar per copy. (Order from the publishers, please.) 


* BUY U. S. DEFENSE BONDS x 





THE LAMSON & SESSIONS COMPANY « 1971 West 85th Street ¢ Cleveland, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


LAMSON & SESSIONS 


OLTS 


NUTS COTTERS 


CAP @GBEW Si = 


Vanr Tahher Stocks the Lamson Line 
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NO PLACE TO TAKE A 
CHANCE .. HE RELIES 


ON KLEIN 


Up at the top of a pole is no place 
to gamble with tools. That’s why 
you will find Klein pliers in the 
hands of linemen—everywhere! 
They know the inbuilt quality, the 
years of experience, the reputation 


for service thatis back of every pair. 


Your copy of the Klein 
Pocket Tool Guide will 
be sent on request. 

& Sons 


LEINs:: 


4200 Belmont Avenue, Chicago Illinors 


Mathias 
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War-time selling problems were discussed in some detail by Graton & Knight men 
gathered in New York, Jan. 31, for their annual sales meeting. Seated, left to right: 
H. N. Taylor, V. A. Tilden, P. M. Carter, J. J. Slein (assistant sales manager), George 
Abbott (vice president), H. L. LaRue (eastern district manager) E. L. Morris (merchandise 
manager), C. H. Carr, C. A. Wallace and L. H. White. Standing: W. T. Coggins, R. S. 
Church, R. W. Davis, W. C. Menk and R. L. Williams (assistant to the president). 


Drafts War-Time Rules 
For Employees 


James W. Moyle, president of Capen 
Belting & Rubber Co., St. Louis, in a 
recent staff memo bearing on operations 
under the current emergency, offered 
some rather constructive thoughts. He 
encouraged the individual members not 
to look upon the extra burden of detail 
work caused by the imposition of pri- 
orities and government reports as a 
chore but rather to accept these added 
responsibilities as their contribution 
toward a united war effort. He pointed 
out that the word “conservation” could 
be used to cover time as well as ma- 
terials. 

In this connection he offered the sug- 
gestion that telephone conversations, 
both business and personal, be cut as 
short as possible in order that number 
of incoming calls might be stepped up. 
On incoming calls the elimination of 
“Hello” by the individual immediately 
giving his or her name will save three to 
five seconds per call. That adds up to a 
considerable amount of time saved over 
the period of a week and is becoming 
accepted business practice among more 
and more firms. 

Mr. Moyle cautioned the staff to be 
particularly careful about the disposal 
of lighted cigarettes and cigars. A 
lighted cigarette tossed into a waste- 
basket could very easily cause a serious 
fire, he said, and the ensuing stock loss 
would not only cripple the Capen opera- 


MILL SUPPLIES * MARCH, 1942 


tions but could easily hamper the op- 
erations of a large number of War 
plants dependent upon the company for 
service. 

In a direct appeal to the salesmen, 
Mr. Moyle cautioned them to be par- 
ticularly careful in operating their cars, 
avoid reckless driving and wear and 
tear on tires. He suggested that each 
salesman attempt to adjust his calls so 
that the maximum number of accounts 
could: be covered with the minimum 
number of trips to and from one part of 
the territory. 


Hardware Manufacturers 
To Meet in New Orleans 


Members of the American Hardware 
Manufacturers’ Association and _ the 
Southern Hardware Jobbers’ Associa- 
tion will meet in New Orleans during 
the week of April 19. It will be the 
84th annual convention for the manufac- 
turers’ group, and the 52nd for the 
jobbers. It will be a four-day affair, 
with headquarters at the Hotel Roose- 


Mau-Sherwood President 
Visits Son in Service 


Howard S. Williams, president of 
Mau-Sherwood Supply Co., Cleveland, 
is spending a couple of weeks at Car- 
mel, Cal. where he and Mrs. Williams 
have been visiting their son John, who 
is in the military service on the Coast. 
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You can tell your customers this... 
“In REFRACTORIES | be a —_— 


A. P. GREEN 


Stands for 
highest quality” 


EOPLE who buy refractories are just like 








all the rest of us—when they spend money, 

they want to know what they’re going to get 
in return and just how it’s going to benefit 
them. And they’re naturally interested in know- 
ing actually how good the material is and if it 
will do the job better. 

The dealer that sells A. P. Green refractories 
to America’s industrial plants is always sure 
that he is furnishing the finest products that 
can be made. He makes his recommendations 
with confidence for he is sure of the one funda- 
mental fact that supplies the answer to all ques- 
tions. In refractories, the name of A. P. Green 
stands for highest quality. 

This means that the A. P. Green dealer has 
the advantage and his customer gets more for ' 
his money. 10 Factors 


about A. P. Green Products 


1. Leading Manufacturer - 2. Essen- 
tial to Industry - 3. Outstanding 
ant, A. P. Green products are made of Market - 4. A Complete Line .« 5. 
| Missouri fireclays—acknowledged National Acceptance - 6. Laboratory 
everywhere to be the finest in the Control and Scientific Manufacture 

United States. Almost inexhaust- 7. Missouri Fireclays - 8. Advertis- 

ing Support - 9. Engineering Service 


10. Highly Profitable 


Made from Missouri Fireclays 


ible deposits assure the uniform 
quality for which A. P. Green 
Mga gary products are famous. 











Outstanding Service 


In every industry where refractories are used, A. P. Green Write Today 

Products are givin ts : _- . P An interesting new brochure, ‘Things 
apt giving ou tanding service. The ‘standards YOU Ought to KNOW About'on AP. 

of A. P. Green quality contribute to longer service, higher Green Dealership,"'tells aboutsales pos- 


P ° . ibiliti: d profit advant . Writ 
efficiency and improved production. Seo waae pre aan hbives Pent. M-3. 


the Fist Name in Kefraclorvizs 
PGrcea 


Fire Clay Brick Super Duty Brick High Alumina Brick Special Refractory Tile 


FI R E B R ie K Cc re) M PA N Y ‘ Insulating Fire Brick Plastic Fire Brick Mortars . . Maintenance Coating Materials 


Refractory Castables Oil Burner Combustion Chambers Industrial Insulations 


MEXICO, MISSORES A. P. GREEN FIRE BRICK CO. 


MEXICO, MISSOURI 
Offices: NEW YORK + CHICAGO + DETROIT «+ ST. LOUIS + TORONTO 


Kvery Industrial Boiler & Furnace Depends Upon Refractories 
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YALE GIVES YOU EVERYTHING—A BETTER PRODUCT! 


GEARED 
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No ONE MAN wins a war. It takes everybody—the big man and the 
| little one, big plants and small ones—‘‘everybody’’ 


in cooperation. 


To Yale this presents no new policy . . . merely a continuation of an 
old one. For over 75 years now, Yale distributors have benefited from 
the fullest cooperative program in the field. 


With magazine advertising, folders, leaflets, stuffers, direct mail and 
myriad other forms of promotion-—Yale has continuously pointed out to 
industry that Yale hoists are better. Also, that only Yale distributors 
sell Yale hoists. 

Normally, this promotional barrage had one main object—to sell. 
Today—with minutes at a precious premium—it has another. . . to inform. 


ere, OP 


oN Cee ee RO ee ee. 


Among this literature—catalogs, magazine inserts, blotters, envelope 
stuffers, booklets, folders, and pages for your house catalog and sales- 
men’s manuals, you will find the answer to practically any hoisting 
question your customer might ask. 

And should your customer have some unusual hoisting problem that 
demands special knowledge, there is the Yale engineering staff of 
technical experts—always at your call. 

Save your customers time. Save your own. These informative helps 
are yours for the asking. Send for those you need today. 


THE YALE & TOWNE MANUFACTURING COMPANY 


" 
YALE 





CABLE KING 





Philadelphia Division , ton Philadelphia, Pa. 
-YALE 


; World’s oldest and largest makers of Materials Handling Equipment, including 
ms Hand and Electric Hoists, Hand Lift Trucks, Electric Industrial Trucks and Tractors, 
“a Skid Platforms, and allied products. 
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TO HELP YOU SELL IT! 
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YALE. 
RAIL 
HUGGER 
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Clearing the Way 


for Faster Production 


Stanley Electric Tools are giving a lift to heavy production 
schedules — handling a wide variety of jobs, faster and better. 
Portable — adaptable — ruggedly built — trouble-free — many exclu- 
sive features — Stanley Electric Tools help to eliminate costly delays. 

You can render invaluable assistance to your customers by helping 
them to put these standard and special purpose tools to work to save 
valuable time. These sales opportunities pictured below can be dupli- 
cated in almost every plant or factory you serve. Stanley Elec- ga 
tric Tool Division. The Stanley Works, New Britain, Conn. 


‘ : =, ere 

. ak 
All ‘Round Troubleshooters — Stanley Elec- 
tric Drills can be used for fast drilling on 











To Wipe Out Production Hold-ups caused 
by hard-to-get dies use Stanley Unishears on all 
short run sheet metal jobs. Cut curves, straight 
lines, angles, notches — with hairline accuracy. 
Up to 10 gauge capacity! 





For Fast Assembly . . . use Stanley Electric 
Screw Drivers. Lightweight; easy to use; 
fool-proof. Tension clutch controlled auto- 


matically by adjustable tension nut. No slips, 
no marred work! 











production and maintenance jobs, for hole-saw 
work, grinding and buffing. In Stanley Bench 
Stands they make heavy, rugged Drill Presses. 


par: eg 
Y%," to 7% capacities in steel. 





Tool and Die Makers use Stanley Contour 
Grinder to eliminate costly hand operations. 
Rugged, high-speed motor. 90° to 45° tilt. For 
finishing dies, gauges, templets, finding blanks 
—for correcting hardening distortions as well 
as light production jobs. 


Used free-hand or mounted in milling ma- 
chine, lathe or shaper, Stanley No. 153 Grinder 
is excellent for both internal and external 
grinding on dies, punches, etc. ¥% H.P. motor 
turns at 18,000 R.P.M. 





STANLEY Electric Tools 


The COMPLETE Line for Industry 
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Barney Meade Now With 
American Swiss File 





BARNARD S. MEADE 
Joins American Swiss File Co. 


Appointment of Barnard S. Meade 
as sales representative of the American 
Swiss File Co. has been announced by 
Frank E. Shurts, president of the firm. 
Mr. Meade, who is well known to many 
distributors through his selling activi- 
ties in connection with the Vise Divi- 
sion of the Charles Parker Co. Before 
that he was with the Syracuse Supply 
Co. Mr. Meade will work with American 
Swiss File distributors, working out of 
the company’s headquarters in Eliza- 


beth, N. J. 


What to do for Belts 
That Slip or Squeal 


Squealing or excessive slippage of a 
flat belt drive, according to the Power 
Transmission Council, should be re- 
garded as warning that the belt: 

1. Is not right enough, or 

2. Does not have enough capacity, or 

3. Has a dry, shiny surface. 

Remedies are self-evident, says the 
council. If a belt does not have enough 
| capacity, replace it with one of ample 
size. If it is too loose, tighten it. If its 
surface is dry, treat it with a suitable 
belt dressing. 





| 
‘Machine Tool Shipments 
'Up 68% in January 

| Machine tool shipments in January 
| moved forward to $85,200.000, accord- 
| ing to an estimate by the National Ma- 
|chine Tool Builders’ Association. De- 
|cember shipments, always seasonally 
| high, were slightly less at $85,100,000. 
| Production in January of last year was 
| estimated at $50,700,000. 














WITH THE USER 
WITH THE DISTRIBUTOR 


jounson UNIVERSAL Bronze 


@ More Johnson UNIVERSAL Bronze was sold last year 
than any other brand. This nationwide preference is possible 
because of the greater value offered; the improved bearing 
performance; the time and money saving features of com- 


6 POINT plete machining. 
DISTRIBUTOR 
POLICY 








Distributors prefer UNIVERSAL Bronze for a variety of 
reasons. First, because of this national preference and the 
salability of the product. Next, because there is an ample 
profit spread between cost and selling price. Finally, because 
the Johnson six point policy clearly defines their status as a 
distributor. 


This close cooperation between Distributor and factory has 
enabled them to build greater volume, increase their profits 
and keep them loyal to our line. 


Isn’t this the type of franchise you have been wanting? Why 
not investigate the possibilities for your territory. There is 
no obligation. Write today. 


JOHNSON BRONZE COMPANY 


535 SOUTH MILL STREET - - NEW CASTLE, PA. 





MACHINED 


Inside 


DIAMETER 





MILL SUPPLIES * MARCH, 1942 








COFFING 
HOISTS 


--- INDUSTRY 
CONTINUES TO 
NEED THEM AS 
APPLICATIONS 
MULTIPLY— 


THE SAFETY-PULL 
RATCHET LEVER HOIST 














THE "Y-C" BALL BEARING 
SPUR GEAR CHAIN HOIST 


THE “QUIK-LIFT" 
ELECTRIC HOIST 






: 
| 


—and as these many ; 


vitally important in- 
dustrial uses multiply 
COFFING keeps step 


by constantly im- 

proving and adding 

to these already 

thoroughly capable 

and efficient tools. 

The COFFING line now contains hoists 
in such a variety of capacities that one 
can be found to fill each specific need— 
from the smallest to the largest job. Our 
descriptive bulletins give details of im- 
provements which, with intelligent sales 
help from our experienced salesmen, 
make COFFING HOISTS profitable 
selling. 


COFFING HOIST CO., DANVILLE, ILL. 
COFFING “osien HOISTS 


RATCHET-LEVER HOISTS @ ELECTRIC HOISTS oe LOAD BINDERS 
SPUR GEAR HOISTS * TROLLEYS . DIFFERENTIAL HOISTS 
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Engineering department at Knapp Supply 
Co., Muncie, Indiana, is kept hopping 


these days. J. W. Godbey and P. G. 
Pfriem go over a set of plans while 
D. B. Mills tries to untangle a technical 
problem for a customer. 





New York P.T.C. Club 
Plans Varied Program 


Moving pictures showing the manu- 
facture and application of power trans- 
mission equipment, followed by an ac- 
tual demonstration of belting under va- 
rying operation conditions, will feature 
the March 6 meeting of the New York 
Chapter of the Power Transmission 
Council. 

The movies will be shown by Frank 
T. O’Hara, eastern sales manager of 
the Dodge Mfg. Corp. Some of the pic- 
tures were taken in the Dodge plant, 
showing manufacture, and others were 
taken in the field, showing the applica- 
tion of power transmission equipment. 

The belting demonstration will be 
given by Louis Eaton Shaw, Newark 
experimental engineer, who will demon- 
strate the performance of flat leather 
belting when various kinds of misalign- 
ment occur. To illustrate his remarks, 
he will use an operating model of his 
own construction on which different mis- 
alignments can be produced. Mr. Shaw’s 
studies of this subject were the subject 
of an article in the February issue of 
MiLt Suppties. 


Become Officers of 
Anderson & White 


Fred White, president of Anderson 
& White Supply Co., Chicago, an- 
nounced that Harry J. Beck and Ed 
Panzer have been elected, secretary- 
treasurer and vice-president, respec- 
tively. Both men joined the A. & W. 
firm shortly after the first of year and 
are well qualified distributor’s salesmen 
with years’ of experience selling and 
servicing local industry. Mr. White also 
stated that the company has added 
several well known lines to their roster 
of products. 














THIS PROQUCTION 
Assistance 
1§ VITALLY NEEDED BY 
INDUSTRY NOW.... 











% The more DURO Power Tools industry has at work the better equipped will 
be the production lines. You, as a Distributor, are in a position to promote the 
use of this equipment—as small machine tools they are proving their great 
value now in the production of armament and other products for a victorious 
America. 


Naturally it is a profit opportunity for you. Also, you build for the future. 
Industry, in using DURO Power Tools now in emergency production, will place 
a greater value on their importance in tool room operation and on production 
lines in the future. 


Our Catalog E-41-B contains 56 pages featuring our entire line of Power Tools. 
We suggest that you get fully acquainted with the line at once. 








PRODUCTION 
DRILL PRESSES 


DURO factory representatives lo- 
cated in important industrial cen- 
ters have had long experience with 
these power tools and can give 
you valuable sales cooperation. 


FOR @ : 
10” TILTING 


f [DURABILITY | 
Y 6" JOINTER ARBOR SAW = oe: 
DURO METAL PRODUCTS CO. (030 "So oie, 


CHICAGO...ILLINOIS 
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Platform Easily Replaced 





Your customers will be 
impressed, especially in these 
times, by the fact that it is not 
necessary to buy a new Fair- 
banks Platform Truck simply 
because the platform boards 
become worn or damaged. 
One or all boards can be re- 
placed easily and _ cheaply, 
without cutting or rewelding, 
simply 


bolts. 


by removing a few 


Handles or racks can also 
be changed or replaced. 


Heavy steel angle irons all 
the 


platform from injury. 


around outside protect 


Quick starting under full 
loads, easy rolling and easy 
turning, Fairbanks Platform 
Trucks respond promptly to 
the operator’s demand. 


They’re made in styles and 
sizes to meet every require- 
ment. 


Write for Catalog No. 52 
and prices to distributors. 





THE FAIRBANKS COMPANY 


19 EAST 4TH ST 


Factories: Binghamton, N. Y. Rome, Ga. 


Fairbanks 


PLATFORM TRUCKS 
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, NEW YORK, N. Y. 
Boston, Mass., Pittsburgh, Pa.—Distributors in Principal 
ities 





Photos Courtesy Paasche Airbrush Co, 


Semi-automatic unit for coating interiors of 37mm. shells in plant of shell manufacturer. 
To coat interior operator simply inserts shell in one of the cup fixtures and depresses 
momentarily. This type of unit is also applicable for spraying interior of 20mm. and 
40mm. shells of various types or pieces other than shells. 


Sell Paint Spray 
For Munitions 


It wasn’t so long ago that the sub- 


ject of coating or painting shells, 
bombs, parachute flares, etc., would 


have barely created a ripple of inter- 
est from the average industrial plant 
buyer. Not so today. More and more 
plants, both large and small, whose 
peacetime efforts covered a wide range 
of products are converting their plant 
facilities to the manufacture of muni- 


| tions. The distributor’s salesman is in 


MILL SUPPLIES °* 


a position to render invaluable service 
to them. 

Few realize that many of the present 
refinements in automatic shell coating 
and spraying equipment came about 
as the result of pioneer work done by 
a Canadian distributor back in 1939. 
This distributor was called upon by a 
shell manufacturer to 
method whereby production delay in 
shell eoating could be stepped up. He 
spotted the bottleneck, which was due 
to too much time being wasted by the 
use of individually manned spray guns. 

Up till that time little had been done 
by manufacturers of paint spray units 
in the way of devising or manufacturing 
automatic equipment for 
nance plants. Most of the world was at 


devise some 


use in ord- 
peace and what little shell production 
was being done offered too small a mar- 
ket for experimentation. 

But this distributor’s hurry call to 
his supplier in Chicago resulted in 
steps being taken immediately to rectify 
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this condition. The problem was studied 
and production started on equipment 
for the Canadian plant. It’s installation 
not only cut lost production time but 
provided the needed impulse for man- 
ufacturers of paint spray equipment to 
start building standard units for 
handling various size shells. 

To say that this particular phone call 
directly resulted in many distributors 
in the U.S.A. getting substantial orders 
for automatic shell coating equipment 
would be an exaggeration. However, it 
did result in the manufacturers of this 
equipment being prepared to supply 
their distributors with substantial, perti- 





These 9.2 in. shells are conveyed to spray- 
ing station in horizontal position. Air- 
brush extension is projected deep into in- 
terior by depressing foot lever. 
is released and spraying starts automati- 
cally. On large size shells such as these 
a system for rotating shell during spray- 
ing operation speeds up production and 
assures uniform finish. 


Foot valve 




















Tools stimulated with Keystone Spe- 
cialized Lubricants live longer, more 
productive lives. And, with new tools at 
a premium these days, a tonic like that 
assumes strategic importance. 


To illustrate: A steel products manu- 
facturer was hand-tapping chrome 
molybdenum, using carbon tetrachlo- 
ride and white lead, and getting only 
10 pieces a day per tap. He was skepti- 
cal when the Keystone representative 
told him the job {could be done on a 
drill press with a Keystone Cutting Oil. 





for tired tools in Defense industries 


Much to the manufacturer’s surprise, a 
trial run of three hours produced 40 
pieces to a class 3 fit, without the loss 
of either a piece or tap. 


That’s but one example of the pick- 
up Keystone Lubricants can give your 
customers’ equipment; and of course, 
cutting oils are only part of the 
comprehensive Keystone line. The 
Keystone Distributor in your locality 
will gladly cooperate with you in mak- 
ing Keystone Lubricants available to 


your customers. 












KEYSTONE LUBRICATING CO. owe 


SPECIALIZED 
21st, Clearfield & Lippincott Streets, Philadelphia, Pa. + Est. 1884 LUBRICANTS 
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nent data which is proving invaluable 
in their work with the many new com- 
panies embarking on shell production. 

Many plants converting their facili- 
ties to the manufacture of shells, bombs, 
etc., devote too little thought to the 
actual finish of the shell. The distribu- 
tor’s salesman can call attention to this 
point before production lines are set 
up too rigidly. Painting of shells and 
bombs is a “must.” It prevents deterio- 
ration due either to corrosive action of 
charge or to rusting during storage in 
warehouses or ammunition dumps. Even 
bombs must be carefully finished inside 
and out and automatically sprayed so 
that not a single bare spot remains to 
react with the explosive. 

The salesman who stresses this point 
to any customer in his territory plan- 
ning to take on shell production will 
save that customer considerable time 
delay in getting the plant into pro- 
duction. As a matter of fact, the sales- 
man need not confine his efforts solely 
to shell plants, for there is scarcely a 
piece of equipment among the thousands 
being made for the armed forces that 
does not require the application of a 
coating of some kind. 


YOU WON'T HAVE TO TURN BACK || scccccss persistence 


Boosts Plant Output 


Sometimes we all come to a crossroad, take what It takes courage on the part of the 
distributor’s salesman to buck estab- 
lished plant practice and recommend 
new equipment and new methods to be 
used in order to speed production. But 
hack saws that are needed to satisfy and bring re- time is such an important production 


. ° item today that the salesman can’t 
e 
peat orders are always on the right road with honestly piled to qvesiock aity oppor 


GRIFFIN. The line is complete, a blade for every tunity to help defense plants cut losses 
sob. th li ; due to wasted motion. 
job, the quality proven by 62 years of experience, Take the case of the distributor’s 


and the sales policy is to sell through Distributors. salesman in Chicago as an example of 
what can be done with a little courage. 


Why not turn now and follow the GRIFFIN ROAD One customer was using a spin type 


inp. wrench for tightening nuts on an as- 
to HACK SAW RESULTS that pay dividends today sembly job. It was standard practice in 
the plant and the salesman was laughed 
at for recommending the use of an 
electric screwdriver. He persisted by 
General Sales Agents placing one in the plant for approval 
after demonstrating that the assembly 


JOHN H. GRAHAM & CO., INC. job would be done in that manner. 


Within a week an order for 23 came 
105 DUANE STREET NEW YORK, N. Y. through and the production on the 


assembly job jumped 500 percent. 

His success with this recommendation 
encouraged him to tackle another plant 
where he had been scoffed at. Men were 
laboriously drilling and tapping holes 
in metal sheets and then using brass 
screws and nuts for assembling parts. 
He suggested the job be done with a 
standard sheet metal screw and thus 
save the tapping operations and use of 
brass screws. The suggestion was tried 
and production stepped up with an 
approximate saving of 150 percent in 
the cost. 





we think is right and then find we must turn back. 


Distributors who come to this road in selecting 


and will pay them tomorrow. 





1880 MADE BY G. W. GRIFFIN CO., FRANKLIN, N. H. 1942 
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CAPACITIES 
250, 500, 1,000 Ibs. 





THIS is no time to waste man-power — no 
time to let skilled workers tire themselves 
lifting heavy loads—losing precious min- 
‘a utes “man-handling” materials in production. 


In vital defense plants, all kinds of materials 
are moving swiftly because of P&H Zip-Lifts. 


Today, it's speed for speed’s sake... to 
crowd production to the limit. Tomorrow it 
will be speed for economy's sake . . . to cut 
costs. Today and tomorrow, it means a steady 
and growing market for America’s outstand- 
ing, low-priced electric hoist. 


HA — CORP TION ! 
\_,_ 4538 W. NATIONAL AVE. MILWAUKEE, WISCONSIN 


a ll ne nt ed 
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Jackson Type S-342, S4 and S28 
Contractors barrows. All Steel 
Frame, deep, for all materials. 
Pressed from steel sheets, with 
wired edges. Tubular frames. Riv- 
eted channel legs with shoes. Ca- 
pacity of S-4 3 cubic ft. even full. 


Jackson Type M-11 with pneumatic 
tire—the only barrow with tray 
having double folded corners and 
three thicknesses of steel at folds. 
Practical Rugged—Rigid. Avail- 
able also with steel wheels. 

















Jackson Steel Mortar Mixing boxes 
—formed from single sheets—rigid. 
Made in three sizes from 60 to 108 
inches long, 32 to 48 inches wide, 
1l inches deep. 


Jackson Type 88 Concrete Car with 
drop axle, pneumatic tires and 
roller bearing wheels. 


Capacity: 
6% cu. ft. even full. 





... because sales opportunities 
are almost unlimited 


Completeness of the Jackson line makes it pos- 
sible for distributors to furnish the requirements 
of Contractors, Industrial Manufacturers, Utili- 
ties, Highway Departments, Roadbuilders and 
any other exactive users of wheelbarrows, con- 
crete carts and allied equipment with which the 
Jackson name and reputation are associated. 


Feature and recommend this sturdy line which” 
for more than sixty years has been recognized 
and accepted for its ability to “take” long, hard 
service and meet every need. a 


JACKSON MFG. 


Established 1876 
HARRISBURG 


Ae 


nas * 


PENNA. 
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Movies to Help Train 
Shipbuilding Workers 


To speed the training of the army of 
novices required in the nation’s mush- 
rooming shipyards, the U. S. Office of 
Education has just released a series of 
ten sound films on shipbuilding. These 
films, which are being made available 
to schools and training centers through 
Castle Films, Inc., are the latest of a 
series of 50 training films produced un- 
der government auspices to facilitats 
the training of war workers. 

Covering in detail shipbuilding skills 
from the preparing of the keel block to 
the fitting of deck plates, the films 
have been planned to assist experienced 
ship artisans in training inexperienced 
workers. 

According to A. F. Johnson, Coordi- 
nator of Shipbuilding, U. S. Maritime 
Commission, the films should be invalu- 
able in helping this country achieve its 


| goal of 8,000,000 tons of shipping this 








year and 10,000,000 tons in 1943. Point- 

ing out that five years ago there was 

very little shipbuilding in this country, 

Mr. Johnson stated: 

“To show learners how the structure 
and equipment of a vessel are produced 
and assembled on the vessel itself, with- 
out interference of related trades and 
in proper sequence, would be imprac- 
ticable. The learners would get in the 
way of productive workers. The proper 
kind of motion pictures with essential 
tasks enacted by skilled men and pre- 
sented in proper sequence, with supple- 
mentary animation and commentary, 
can be used repeatedly and most quickly 
to instruct beginners away from the job 
and with least delay in production. 

“They rapidly convey the knowledge 
of assembly steps, nomenclature, part 
identification, markings, and supple- 
mentary erection procedures, with equal 
clearn to all learners and with the 
same Mroctunities for comprehension.” 

The ten subjects covered in the series 
of shipbuilding films are: 

1. Preparing and setting a keel block 
and bottom cradle. 

2. Innerbottom section: sub-assembly 

of a closed floor 

sub-assembly of a solid floor. 

3. Innerbottom section: setting up 
and fitting door. 

. Deck girder: sub-assembly. 

. Side frame: sub-assembly of a web 
frame. 

6. Girders: setting a transverse web 
frame and a horn girder. 

7. Bulkhead: Laying off the boundary 
and stiffeners on a transverse water- 
tight bulkhead. 

8. Bulkhead: Laying off and fitting a 
centerline stiffener. 

9. Bulkhead: Setting a_ transverse 
watertight bulkhead into hull. 

10. Deck plates: Regulating and setting. 
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‘YOU CAN COUNT ON US, 
MR. SECRETARY!” 


The following message was addressed to 
the Employees of J. H. Williams & Co.—by 
the Hon. Robert P. Patterson, Under Secre- 
tary of War:— 


“THE ARMY IS CALLING ON YOU SOLDIERS OF 
PRODUCTION TO BACK UP OUR SOLDIERS IN 
THE FRONT LINES WITH EVERY OUNCE OF YOUR 
ENERGY. THE ARMY LOOKS TO YOU TO PROVIDE 
THE WEAPONS OF VICTORY. THE FIGHTING 
WEAPONS WE LACKED YESTERDAY AT WAKE 
AND MANILA WE MUST HAVE TODAY. YOUR 
CONTRIBUTION MUST BE PRODUCTION AND 
MORE PRODUCTION. AMERICA IS CONFIDENT 
OF YOUR ANSWER.” 


Our answer is “ Yes, 
Ir. Secretary. All two thousand 
of us here at Williams will back 
ip our boys in the front lines. 
We'll give them the best tools 
nd forgings we can make, just 
s fast as we can make them. 
bunt on us for ‘production 


ud more production’... for a 
he ‘weapons of victory’ to the ‘ * 3 ee oe 


225 Lafayette St., New York City 
imit of our capacity.” 
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More than 


CHAMPION LAMP WORKS 











Ever... 
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THEY NEED THE BEST LAMPS AND 


THE BEST LAMP SERVICE YOU CAN SUPPLY 


Industry is using more lamps now and using them up faster. 
Are you geared up to supply the right lamps at the right 
time at the right price? 








CHWMPION 
xg 


put you im.a position to be of maximum help to the in- 
dustrial lamp users — both fluorescent and incandescent — 
in your area. The Champion distribution policy is designed 
for mill supply business — no consignments — no red tape, 
no elaborate system of records. Champion Lamps are easier, 
faster and more economical as well as more profitable to 
handle. And they give your customers the most for their 
money. Ask us to prove it. 


Champion Lamps are licensed under General Electric Company 
incandescent and fluorescent lamp patents. Since 1900 they have 
enjoyed a national reputation for quality, dependability and value. 


Lynn. Massachusetts 


DIVISION OF CONSOLIDATED ELECTRIC 
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| New Scrap Dept. At 
| Allegheny Ludlum 





Creation of a new scrap and salvage 


department is announced by the Alle- 


| gheny Ludlum Steel Corp. It will be 
| located at the company’s Brackenridge, 








L. H. BITTNER 


Becomes Director of Purchases 


| Pa., plant, under the management of 





E. L. McGraw, formerly director of 
purchases. The responsibilities of the 
department will be snared by E. A. 
Grine, who was appointed assistant 
manager. 

The new department was described 
as a logical outgrowth of Allegheny 
Ludlum’s efforts to make vital metals 
and alloys go as far as possible. It will 
handle all scrap for re-melting, and all 
other salvageable material for any 
purpose. 

Coincidental announcement was also 


| made of the appointment of L. H. Bitt- 


ner to the position of director of pur- 
chases. Mr. Bittner, who came to the 
Brackenridge purchasing office several 
years ago, formerly held the purchasing 


| portfolio at Allegheny Ludlum’s Dun- 


kirk, N. Y. plant and brings a thorough 
background of experience to his en- 
larged duties. He will be assisted by 
N. W. Hayson, who was appointed pur- 
chasing agent. Both men will make 


| their headquarters at Brackenridge. 





New Leather Display 


Graton & Knight Co., Worcester, 
Mass., announces, for use in its dis- 
tributors’ showrooms, an_ illuminated 
display standing 6 ft. high showing the 
“Orange Line” of textile loom leathers 
featuring “Hairitan” leather. 

Samples of the principal leathers 
used in a modern weave room are shown 
mounted on panels. Prominent in the 
display are G & K’s “Pickmaster” pick- 
ers and “Hairitan” two-fold check 
straps. 
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WE’RE GIVING DEFENSE INDUSTRIES 


A Litt 


with the new 


CM METEOR 


HEAVY-DUTY ELECTRIC HOIST 
V2 TON AND UP 









































































Speed and more speed is today’s battle cry in industry. The New 
Meteor is already piling up daily evidence of its ability to increase 
output. Such CM features as true balance, streamlined design, aeroplane 
type cooling, helical gears, precision bearings and one point lubrication 
give undermanned and overworked departments a new /ift when they adopt 
the fast, heavy-duty CM Meteor for handling materials. The CM Meteor 
can be supplied with hook or I-beam trolley, (push type, geared or motor 
driven) suspension or trolleys suitable for any special monorail track. 
Completely illustrated engineering Catalog No. 142 in color, 
showing details, specifications, applications and point by point 
advantages of the CM Meteor will be sent on request: Write: 
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Power Transmissioners 


Honor Old Timers 


Past presidents’ night at the Chicago 
Power Transmission Club was the occa- 
sion for many of the newer members to 
get better acquainted with the men who 
had guided the club through its early 
years. Founded in April 1933, the club 








Three husky baritones serenade the Chi- 
cago Power Transmission Club members 
on Past Presidents’ Night. Left to right: 
V. K. Alexander, the entertainer, Ray M. 
Ring and W. Keuer. 


started with fifteen members and has 
steadily grown until today the roster 
boasts of approximately 170 names, rep- 
resenting some 50 odd companies. 

Festivities started with an informal 
cocktail hour and followed through with 
a tasty dinner pleasantly punctuated by 
songs from a trio of husky baritones. 
The highlight of the evening was an in- 
formal quiz session in which five for- 
mer officers successfully matched wits 
against an equal number of club mem- 
bers. Carl Leide (Dodge Mfg. Co.) 
acted as master-of-ceremonies and pre- 
sented the array of technical and non- 
technical subjects to the contestants. 

Among the former office holders in- 
troduced by President V. K. Alexander 
(Manheim Mfg. & Belting) were: 
Wayne Davies (Anchor Packing), 
George Zimmerman (R. & J. Dick), 
V. R. Clark (Clark Belting), D. C. 
Batterson (Reeves Pulley), Walter 
Keuer (Chicago Belting), Lloyd Lamm 
(Dodge Mfg.). G. F. Oldham (Alhberg 
Bearing) and R. M. Ring (R. M. Ring 
Co.). 


To Sell Straphangers 


Probably the only industrial supply 
stock permanently on display in a rail- 
road station is that of the L. H. 
Gilmer Co., whose V-belts are seen by 
commuters at the Hudson Terminal, 
N. Y. The manager tells us that he 
has many inquiries from strangers, and 
that a good portion of them must come 
from those who happened to see the 
display. 











toducts 
with 


HONEST 


Profits 


SHOP FURNITURE OF STEEL 


EXPANDING PRODUCTION 
MEANS CONSTANT DEMAND 


CONTINUOUS ADVERTISING in 28 publications te your customers. 
TERRITORY PROTECTION ‘ 
COOPERATION—lIastallation Specialists at your service. 


“Hallowell” Shop Furniture of Steel is noted for rugged durability 
and refinements in design... .. it is built for overtime service and 
the utmost practical convenience of the user... . lt makes 

of customers and money for you. “4 


SOME GOOD TERRITORIES OPEN 
Write for details and plan. Time is money— so do it today. 





chats 


Other “‘Hallowell’’ Shop Equipment includes S T A N D A ” D v R E S S E D S T FE E L C 0 


Steel Lift Truck Platforms, Steel Tilohal JENKINTOWN, PENNA BOX 519 


CmwMere and ‘'Dinnaer'’ Steal Shaft alelalel-ta3 —— BRANCHES —— 
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SELL MORE PORTABLE ELECTRIC TOOLS 
FOR PRODUCTION... MAINTENANCE... CONSTRUCTION 


In war-quickened industry everywhere, Thor distributors are meeting the need for 
greater speed with more and more portable electric tools. Thor is helping them to 
do it with the most complete industrial line — more than 100 different models ac- 
tually in production. Thor distributors are meeting every reqitirement with a por- 
table electric drill, screw driver, nut setter, grinder, sander, polisher, hammer, 
saw, or nibbler of exactly the right size or type for most efficient service on pro- 
duction, maintenance or construction jobs. 








Thor is helping, too, with extra services 
like these that mean extra sales for you. 





KPANDED PRODUCTION. A newly enlarged 
Thor factory at Los Angeles is in full production to 
meet the growing needs of West Coast industries. 
Increased facilities at Thor’s Aurora, Illinois plant 
are helping to speed deliveries everywhere. Thor 
is expanded, and producing .. . that you may serve 
more swiftly! 


EXPERT SALES ASSISTANCI 140 factory- 
trained Service Representatives work constantly in 
the field with Thor distributors to help recommend 
the right tools for every job. 


PRACTICAL PRODUCT DATA. Simple, easy-to- 

use catalog and technical booklets contain complete 

information on Thor tools and their applications to 

help distributors and their salesmen determine and 3-POINT 

sell the tools that solve their customers’ problems. “PROGRAM OF PROGRESS” 


AGGRESSIVE SALES PROMOTION. More than 
ever before, your prospects and customers are being 
told about Thor tools through an enlarged merchan- 
dising and advertising program in leading publica- 
tions directed to men in Aviation, Ship building, 
Metal working and other war-quickened industries. 


To Developnew tools 
for new needs. 


To Improve present 

UNRIVALED QUALIJPX. ‘The name “Thor” has tools for better service. 

been the buy-word for quality in portable tools for 
e 





nearly fifty years. On ecord, virtually every ™ Fo Discover = more 
major improvement in able power tools has uses for portable power 
e from Thor’s laborgfories! Rigid adherence to tools. 





e highest standards miiiains this leaderstitp. 
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AND SETS THE PACE TODAY! 


STANDARD BUTY 4%" BRILLS 


Thor U14A series, available in 
straight or right-angle models 
with pistol grip and either trig- 
ger or thumb-throw switch. 5 
different speeds. 


WEAVY DUTY %” DRILLS 


Thor U14C series, with trigger 
switch and pistol grip in four 
speeds. For heavy duty service. 


HEAVY PRODUCTION 4%” DRILLS 


Thor U14F series, available in 
pistol-grip or side-handle styles 
with trigger switch for momen- 
tary or continuous operation. 3 
speeds. For extra heavy produc- 
tion and maintenance service. 


PIONEERING the field of small 
size and light weight without sacri- 
fice of power, Thor introduced the 
first “midget” type tool with the 
Thor U14A quarter-inch capacity 
drill. Today, the Thor U14 series 
comprises 24 different models with 
a speed, handle style and power 
rating for every application on 
light, standard or heavy duty work. 


A similar wide range is available in 
other Thor drills with capacities 
from %” to 14%”. Whatever your 
customers’ problem, you can show 


600 W. JACKSON BOULEVARD, CHICAGO, ILL 


Branches in Principal Cities 


them a Thor tool that will help 
them speed work and cut costs, 
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A WAR MESSAGE 


to 


ALL EMPLOYERS 


* From the United States Treasury Department x 


Winninc Tuts War is going to take the mightiest effort consideration. You will receive—1, a booklet describing 
America has ever made—in men, in materials, and in how the Plan works; 2, samples of free literature fur- 
money! Every dollar, every dime that is not urgently nished to companies installing the Plan; 3, a sample 
needed for the civilian necessities of food, clothing, and employee Pay-Roll Savings authorization card; and 4, 5 
shelter, must, if we are to secure final Victory, be put into the name of your State Defense Bond administrator who 
the war effort. can supply experienced aid in setting up the Plan. 

An important part of the billions required to produce To get full facts, send the coupon below ‘ 
the planes, tanks, ships, and guns our Army and Navy —today! Or write, Treasury Department, Sec- 


need must come from the sale of Defense Bonds. Only tion B, 709 Twelfth St., NW., Washington, D. C. 4 
by regular, week by week, pay-day by pay-day invest- 


ment of the American people can this be done. HOW THE PAY-ROLL SAVINGS 
This is the American way to win. This is the way to PLAN HELPS YOUR COUNTRY 


preserve our democratic way of life. 
It provides immediate cash now to produce the finest, 


liest fighting equipment an Army and Navy ever 
needed to win. 


Facing these facts, your Government needs, urgently, 
your cooperation with your employees in immediately 
enrolling them in a 


PAY-ROLL SAVINGS PLAN 


The Pay-Roll Savings Plan is simple and efficient. 
It provides, simply, for regular purchases by your em- 
ployees of United States Defense Bonds through system- 
atic—yet voluntary—pay-roll allotments. All you do is 
hold the total funds collected from these pay-roll allot- 
ments in a separate account and deliver a Defense Bond 
to the employee each time his allotments accumulate to 
an amount sufficient to purchase a Bond. 


The Pay-Roll Savings Plan has the approval of the ON NO | 


American Federation of Labor, the Congress for Indus- 1S couUP 
trial Organization, and the Railroad Brotherhoods. It is MAIL TH 

now in effect in several thousand companies varying in 

number of employees from 3 to over 10,000. 





It gives every American wage earner the opportunity for 
financial participation in National 8 ee 





By storing up w it will reduce the current demand 
we consumer euatb viii they are scarce, thus retarding 
nflation. 



















It reduces the percen of Defense financing that must 
be placed with banks, thus putting our emergency financ- 
ing on a sounder basis. 


It buildsa reserve buying power for the post-war purchase 
of civilian goods to keep our factories running after the 
war. 


en fh! he hUNhClUe 


It helps your employees provide for their future. 


In sending the coupon below, you are under no obliga- 
tion, other than your own interest in the future of your 
country, to install the Plan after you have given it your = eS ————— eng nsnore” 


i TT ae 
SRT ED 9 0 en 
i le UC ell eet 


MAKE EVERY PAY.DAY... BOND DAY! rset nas si 


U.S. Defense BONDS * STAMPS : 


This space is a contribution to NATIONAL DEFENSE by Mill Supplies. 
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American Pulley Co. 
Wins The Navy “E” 


At the ceremony during which the 
Navy “E 


“ 


E” Pennant and the Naval Ord- 
nance Flag were awarded to his com- 
pany, James H. Robins, president of 
The American Pulley Co., declared that 


Lt. Commander C. A. Misson, U.S.N., 
presents American Pulley’s Navy “E” 
emblem to Edward McCauley, represent- 
ing about 800 employees of the company. 


although 25 agencies of the Federal and 
State Governments come in contact with 
American Pulley activities, “So far, 
they have deprived us of just three 
rights—which we never had any use for 
anyway. The right to exploit and coerce. 
The right to misrepresent. The right 
to mismanage.” 

The firm is now devoting over 85 
percent of its output to direct or in- 
direct war production. Rear Admiral 
W. C. Watts, U.S.N., retired, who 
awarded the pennant, said that “much 
of the accuracy of our naval gunfire is 
in your hands.” 

Nearly 1000 employees and guests of 
the company were also addressed by 
U. S. Senator James J. Davis and by 
Hon. George Wharton Pepper, former 
U. S. Senator from Pennsylvania. 


Discusses Problems 
Of Small Business 


DeWitt Emery, founder of the Na- 
tional Small Business Men’s Associa- 
tion, discussed “Small Business, Labor 
and War Production” over the Mutual 
network at 10:45 P.M. Saturday, Feb. 
14. 

He said that Washington has not yet 
recognized the full war production 
possibilities of small business. Small 
business is bigger than so-called big 
business in national income, men em- 
ploved, and wages paid, he said, and 
“is a giant of unsuspected and unbe- 
lievable capacity, not for the production 
of tanks, ships and airplanes, but for 
producing the bits and pieces without 


* An adventure of a distributor’s salesman who knew his territory 


we THAT WASN: r 
THE Macnme ts 70 LIFE 





A prospect of mine was caught with 


“I remember an idle plant that hac 
his pants down — 


machine like his — 
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which tanks, airplanes and ships can 
not be built.” 

Mr. Emery sounded a warning to 
businesses that are not essential, and 
have made no effort to convert to war 
production. He pointed out that essen- 
tial machinery may be seized by the 
government even though the removal 
of one machine might disrupt the oper- 
ation of the entire plant. 

A warning was also sounded to labor. 
“Strikes, jurisdictional and otherwise, 
have got to stop. Also slow-downs and 
any and al] other interferences with pro- 
duction, including the practice of many 
unions refusing admittance to factories 
of men and women who have not paid 
their dues.” Emery continued, “Full 
production is of paramount importance 
and will be maintained even if it’s nec- 
essary to have full conscription of 
labor.” 

Emery praised the patriotism of the 
men and women working in factories 
but questioned the sincerity and loyalty 
of some labor leaders who are using the 
war effort as a smoke screen to advance 
unionism and the closed shop, and in 
this connection stated, “Preventing a 
man or woman from going to work be- 
cause of failure to pay dues to a private 
organization is a direct violation of one 
of the fundamental rights guaranteed 
to the people of this country by the 
Constitution of the United States.” 


Personnel Changes 
At Briggs-Weaver 


Expanding its sales force in order to 
render an improved industrial service 
to the big new war plants in Texas, 
Briggs-Weaver Machinery Co., Dallas 
distributor, has added new salesmen 
and shifted the territories of others. 

Paul Harkey, who has been a city 
salesman for several years, is now in 
the Texarkana territory, replacing M. 
E. Robertson, who is transferred to 
the Austin office. 

E. G. Grizzelle moves from the Dallas 
office to the Marshall territory. G. Ed 
Castle, floor salesman, replaces W. C. 
Whilden as city salesman, and O. P. 
Goff, formerly of Wichita Falls, is a new 
member of the sales force. 

C. C. Gaillard, salesman on night 
duty at Briggs-Weaver, has also as- 
sumed charge of the distributor’s rag 
and wipers department. 


Handy Department 


Owning a machine shop and a supply 
house has more than one advantage 
for the R. M. Grant Co., Hartford dis- 
tributor. At the moment of our call he 
received an order for taper shank drills, 
but found that only straight shank 
drills were in stock. Up to the machine 
shop went the drills and presto! Once 


“You can sell much more 
than a screw. 


When you sell American PLUS Phillips Screws, you’re 
selling a high-speed production package «which often 
speeds assembly as much as 50%. That means more and 
faster production . . . for victory. 

When you sell American PLUS Phillips Screws, you’re 
delivering a high-speed sales package, also. Because 
every sale increases the number of fastening jobs where 
power driving (rather than slow hand methods) can be used. 
That means more screw and power driver sales . . . for you. 

Hundreds of plants that use hand methods for fear of 
screwdriver slippage, can switch over to power drivers when 
adopting American PLUS Phillips Screws. And that can 
mean thousands of new power driver sales. 


Enlarged Advertising Campaign Works for Distributors 


All American Screw Company advertising, including two- 
page spreads in first-rank management, metal-working, 
transportation and electrical publications and the biggest 
screw ad in THOMAS’ REGISTER (two full pages) directs 
the prospect to the American Screw Company distributor. 


AMERICAN SCREW COMPANY 


CHICAGO, iLL. 











DETROIT, MICH. 





straight shank—now taper. 


a ee oe 


WOOD SCREWS @ MACHINE SCREWS @ SHEET METAL SCREWS @ STOVE BOLTS 


589 E. HLLINO!IS ST. 1847 W. BETHUNE ST. 
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% In these days of short- 
ages we don’t need to know 
how to choose a new hoist 
—but how to use an old one 
more efficiently, and how to make it last longer. 


So—get busy with the grease gun! Where 
properly lubricated and maintained, many WRIGHT 
Hoists have given constant, trouble-free service for 
20 and 25 years. We have known other hoists to be 
so badly abused they were rruinedin two years. Your 
WRIGHT HOIST will last indefinitely if you treat it right. 

If your hoist is under constant use, as on assem- 
bly line work, inspect and lubricate it every month. 
If it is subjected to ordinary occasional service, 
then perhaps lubrication every three months and 
inspection every six months is sufficient. But keep 
your load chain well lubricated at all times. A 
lubricated chain will far outlast a dry chain. 

Conserve steel and maintain production sched- 
ules by regular inspection and lubrication. 


WRIGHT MANUFACTURING DIVISION 
YORK, PENNSYLVANIA 
In Business for Your Safety 


AMERICAN CHAIN & CABLE COMPANY, INC 


BRIDGEPORT CONNECTICUT 
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Selector Chart For 
Flexible Couplings 


Even without technical training, it is 
said that one can find the right flexible 
shaft coupling, for light or heavy duty, 
including the size, the bore, the exact 
coupling for his horse-power and r.p.m., 
the kind of load cushions for the con- 
ditions of operation, and the price with 





the aid of the new L-R “selector charts” 
supplied by Lovejoy Flexible Coupling 
Co., Chicago. 

As an example, suppose one wished 
to connect driving power of 140 h.p., at 
700 r.p.m., with a driven unit for 
greatly fluctuating loads requiring high 
protective resilience. The selector chart 
on Type “H” shows almost instantly 
the coupling for this load. Under bold 
heading “R.P.M.” at the left of the 
table the user of the chart runs his 
finger down to 700. That’s the r.p.m. 
of the drive unit with which the coup- 
ling is to be used. At 700, follow the 
figures horizontally to the right, to 140. 
That’s the horsepower of the drive unit. 

A glance at the top of this column 
shows the Coupling for the purpose to 
be Type “H” 2865. The cushion mate- 
rial should be selected to accommodate 
the nature of the load—“LX” (Leath- 
er), applicable at any speed, for uni- 
directional load of a uniform nature, 
but not adapted for highly fluctuating 
or reversing loads. Easily read data 
informs the chart -user that the starting 
torque capacity is equivalent to 34.2 h.p. 
at 100 r.p.m. and gives maximum bore 
measurements, weight, price, etc. 


New Film Shows How 
To Fight Incendiaries 


A film entitled “Fighting the Fire 
Bomb” is now being distributed through- 
out the United States. It is accompa- 
nied by an instruction manual contain- 
ing supplementary lectures, material 
for a quiz based on the film, and other 
instructional material. The film and 
manual constitute official training mate- 
rial approved by the Training Section of 
the Office of Civilian Defense. 

The film was produced by Transfilm, 
Inc., New York, under the technical 
supervision ef the Chemical Warfare 
Service and the National Fire Protec- 
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in dogs is something bred in the blood, then trained toa particular 


purpose. In precision tools, too, dependability is as much a heri- 
tage from the years as it is in specilications that can be put down 
in words and figures. In Dumore grinders dependability means 
extra endurance, and sustained accuracy; to Dumore distributors it 


means constructive cooperation from factory stall and field force. 


She Dumore Company Fracine, Waconsin 





NAYLOR Light-weight PIPE 
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BUILT TO OUT-PERFORM ON APPLICATIONS LIKE THESE 








RECOMMEND NAYLOR Light-Weight PIPE for Air lines . . . High and Low Pressure 
Water lines . . . Diesel Intake and Exhaust lines . . . Paper Mill piping . . . 
Ventilating pipe . . . Vacuum lines . . . Oil and Gas-gathering lines . . . Sand and 
Gravel Conveying lines . . . Hydraulic Mining . . . Dredging pipe. 


NAYLOR PIPE COMPANY 


1253 EAST 92nd STREET + CHICAGO, ILLINOIS 
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tion Association. The Instructor’s Man- 
ual was produced by Safety Research 
Institute, New York. 

The scenes of the film are laid in a 
home—anybody’s home—and they show 
the steps to be taken in preparing for 
attack by incendiary bombs, as well as 
the methods of disposing of the light 
magnesium bomb. 

The film illustrates how a solid 
stream of water, applied to the bomb 
itself, causes a dangerously violent re- 
action, but how a water spray does not. 
Garden hose, pump tanks, soda-acid and 
foam types of extinguishers are shown 
as sources of obtaining the water spray 
—by using an adjustable nozzle with 
the garden hose, and by breaking the 
stream of the extinguishers with the 
thumb against the nozzle opening. 

Methods of using dry sand on the 
bomb are also demonstrated, the sand 
being shoveled over the bomb, and the 
mass scooped up, dumped into a pail 
containing some sand, and carried off 
the premises. 

Copies of the film are being made 
available to state and local defense 
councils by the Office of Civilian De- 
fense. Prints of the film and copies of 
the Manual may be purchased from 
Transfilm, Inc., 9 Rockefeller Plaza, 
New York City. 


Traveliers Club 
Elects Officers 


At a recent meeting of the South- 
eastern Traveliers Club, organization of 
manufacturers’ salesmen and _ repre- 
sentatives calling on the hardware and 
mill supply trade, George Stanley, of 
Fayette R. Plumb, Inc., was elected 
president for 1942. E. L. Hornibrook, 
G. F. Wright Steel & Wire Co., was 
elected vice president; G. L. McBrien, 
American Can Co., was elected treas- 
urer, and John M. Goodwin, Southern 
Hardware, was reelected as secretary. 

As president, George Stanley suc- 
ceeds the late H. E. Newell, of the L. S. 
Starrett Company. 

The club was organized in the fall of 
1939 and has grown to a membership 
of 84 representatives of the leading 
hardware and mill supply manufac- 
turers. 


V. G. Scott Now With 
Wood Shovel & Tool 


V. G. Scott has become associated 


| with Wood Shovel & Tool Co., Piqua, 


Ohio, as assistant manager of sales. In 
his new connection, Mr. Scott will in- 
clude contacts in the field, as well as 
executive duties at the plant. He was 
formerly with Ames, Baldwin, Wyoming 
Co. at Parkersburg. W. Va., and before 
that was with the Pittsburgh Shovel 
Co. in Pittsburgh. 








e@ American industry is 


today charged with the 
greatest responsibilities 
in history- 

x *« * 


Built into every National 
Cutting Tool is @ full 
measure of our share of 
these responsibilities. 
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RIGHT ong cee 
Harper can supply 
war industries and other 
priority holders with fas- 
tenings. This 1942, 4 
color, 80-page Catalog 
gives details. Write for 
complimentary copy to- 
day. Harper maintains 
4320 STOCK ITEMS 
. . of non-ferrous and 
stainless bolts, nuts, 
screws, washers, rivets 
and related items . 
and operates special 
machinery to produce a 
host of “hard-to-make” 
fastenings. Today Harper 
Products are being used 
by thousands of war 
manufacturers. Mail your 
Catalog request now. 


THE H. M. HARPER CO. I 








2622 Fletcher St. Chicago, Ill. | 





serves 
Distributors 





| family now directly concerned with the 








“By Cooperative Assistance 


Ottemiller renders every possible 
assistance to its distributors to 
promote team work and enthusi- 
asm. Long experience in working 
closely with distributors enables 
Ottemiller to under- 
stand and appreci- 
ate their problems. 


Distributors han- 
dling this line of 
Cap Screws, Set 
Screws, Coupling 
Bolts, Milled Studs 
and other Machine Screw Prod- 
ucts place high value on their 
franchise. 


WM. H. Ottomsllon. co. | 


YORK, PENNA. 
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In the Coast Guard 


It’s now Lieut. Sam Clark, United | 
States Coast Guard. Sam resigned his 
post as sales manager and treasurer 
of Samuel Harris & Co., Chicago, early | 
in February to join the Coast Guard. | 
At the same time he announced his | 
resignation as chairman of the Chicago | 
Mill Supply Club, a post which he 
has held since last year. 

Sam has been very active in the| 
Coast Guard Reserve for many years. 
Early this year he was made com- 
mander of the first Chicago district. 
with the rank of Captain, when the 
Coast Guard was called to active duty | 
on the Atlantic coast line and the aux- | 
iliary jumped in to carry out routine 
duties. 

Before his induction into the regu- | 
lar ranks, he was busy teaching auxil- 
iary members the rudiments of navi- 
gation, blinker and bell signaling, traf- | 
fic laws and first aid. Sam’s enlistment 
makes the third member of the Clark 


Sam Clark Joins Up _ 
ees 








armed forces. Wendell, Jr., has signed 
up in the Army Air Corps, and Gordon, 
vice-president, resigned last summer 
to take over the presidency of a ship- 
building concern engaged in construct- 
ing submarine chasers and mine sweep- 
ers. 

Wendell Clark, president of Samuel 
Harris, announced that he will take | 
over the post of sales manager for the | 
duration. 





Opens New Plant For 
Fluorescent Lamps 


Hygrade Sylvania Corp.’s new $500.- 
000 fluorescent lamp manufacturing 
plant at Danvers, Mass., was officially 
opened on the evening of Jan. 6 with 
a house-warming party attended by 
Danvers Town officials and other lead- 
ing citizens. 

Hygrade’s new Danvers plant has 
been in operation since December 1, 
1941. Designed and equipped specif- 
ically for the large-scale manufacture 
of quality lamps, it has an ultimate 
capacity of over 100,000 lamps a day 
and is already working two shifts in 
an effort to keep pace with increasing 
demands. 

The purpose of the meeting was to 
foster relations existing between the 
Town of Danvers and its new industry. 
Following a dinner served in the plant’s 
careteria, a number of speeches were 
given by town and company officials. 
F. A. Poor, founder and treasurer of | 
the company, was presented with the | 
first fluorescent lamp manufactured in | 
the new plant, the presentation being 
made by James Cox, research engineer | 
and inventor of the patented Cox lamp | 
coating process. 
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Priized 
Lane appliances 
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PLAMGES PARALLEL- SQUARE WITH Swann 


The fast-selling line 
WITH EVERY SHOP A PROSPECT 


All busy shops need standardized set-up 
devices to save time and get more pro- 
ductive hours out of every machine tool. 
Alert distributors are making money by 
selling CAD appliances—it's a good vol- 
ume line and gets repeat orders. 





WRITE TODAY FOR DETAILS 
and a COPY OF BULLETIN A-70 





STANDARD SHOP EQUIPMENT CO. 
8153 Tinicum Ave., Philadelphia, Pa. 


COLLIS 


COLLET EQUIPMENT... 
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WORTHWHILE SAVINGS 
WITH THESE MODERN TOOLS 


Show users how to save on drilling, 
tapping. reaming by adopting COLLIS 
Collet Equipment. A complete range 
of sizes meets all these needs. We can 
give you immediate service on regular 
or emergency orders. 


THE COLLIS COMPANY 
CLINTON, IOWA 
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Public acceptance of Fairbanks Valves has been 
built and maintained by our many years of extensive 
and steady advertising in publications which reach 
almost 100% of the people interested in valves, also 
by progressive sales plans, powerful promotional helps 
and our salesmen. Consequently Fairbanks Distribu- 
tors have less sales resistance. 











This public acceptance is based on the proven satis- 
faction of Fairbanks Valves. Over 50 years of special- 
ization in the manufacture of valves has taught us 
many things which long experience alone can disclose 
about the building of reliable, long-lasting, low-upkeep 
valves. There isn’t a product you sell that will build 
more good will for you than Fairbanks Valves. 










When you sell Fairbanks Valves you are selling 
greater customer satisfaction . . . you are building for 
_repeat sales, 





Get all the details about the different Fairbanks 
Franchise. Write today and also ask for catalog No. 21. 


1 Highly selective distribution. 

2 National acceptance of prod- 
uct. 

3 Quality at competitive prices. 
Adequate promotional distrib- 

4 utor helps. 

5 Cooperative and engineering 
sales service, 


7 National Power Show exhibits. 


Satisfied users a _ constant 
source of repeat orders. 









9 Recognition for over 50 years. 
10 Quality in design, materials 


and workmanship. 


11 Adequate margin of profit. 














4s Extensive and consistent pub- 12 Adequate line of standard and 
lication advertising. renewable valves. 


THE FAIRBANKS ‘COMPANY 
18 EAST 4TH ST., NEW YORK, N. Y. BOSTON, MASS., PITTSBURGH, PA. 


Factories: Binghamton, N. Y., Rome, Ga. 


You can hank on.. . 





as the RIGHT VALVES TO SEL 
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Geist Will Coordinate 
Pg € f A Allis-Chalmers Sales 


for More Tool 
Mileage 





WALTER GEIST 


Heads new department at Allis-Chalmers. 


Walter Geist, Vice-President of the 
Allis-Chalmers Company, is to head a 
new department, established to coordi- 
nate the company’s sales policies accord- 
ing to an announcement made last 
month by W. C. Buchanan, company 
President. 

The duties of this department will be 
not only to formulate and put into 
effect sales policies, but also to corre- 

| late and unify the selling activities for 

| all the company’s 1600 products, with 
the exception of those of the Tractor 
Department. 

Mr. Geist is well known in power 
| transmission circles as the holder of 
the Geist patent on multiple V-belt 
| drives. 


Dodge “Victory Pulleys” 
_ (Of Wood) Save Steel 


Dodge Mfg. Co. is offering its dis- 

| tributors a direct-mail campaign pro- 
| moting “Victory” pulleys to help save 
| metals to win the war. In its front-cover 
| announcement, the presentation says, 
“Dodge distributors can render import- 
ant service to defense industries by 
offering the Victory wood split pulley 
as alternate for iron or steel, thus 
| eliminating priority delays and saving 
| metals needed for tanks and guns to 
WIN the WAR.” 

The Dodge presentation also shows 
| several examples of consumer advertis- 
| ing on the product. and includes a 

four-color broadside for the use of dis- 
tributors, and an envelope stuffer de- 
scribing the product in some detail. 




























@ Bunting Bearing 
Bronze Bars are 
completely ma- 
chined I.D., O.D. 
and ends, saving 
time, avoiding 
waste of essential 
metals. Every barf 
is stamped from 
end to end with the 
finish size. The 
Bunting Catalog 
makes ordering 
easy. 
















@ Uninterrupted operation of ma- 
chinery producing war equipment is 
assured by the instant availability of 
Bunting Bearing Bronze Bars and 
Bunting BronzeStandardized Bearings. 





Bunting Bronze Stand- 
ardized Bearings meet 
all standard applica- 
tions and are easily 
adapted to many un- 
usual needs. 





By maintaining adequate stocks, 
quickly procured from Bunting ware- 
houses, local wholesalers are making 
a valuable contribution to the war 
emergency production of the nation’s 
industries. The Bunting Brass & Bronze 
Company, Toledo, Ohio. Warehouses 
in All Principal Cities. 
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A industrial plants turn to war 


production, many additions 
and changes in personnel will take 
place. New men will be in posi- 
tions to influence the placing of 
orders for supplies and equipment. 
Others on whom you have depended 
for business may be shifted to plants 
elsewhere. 

To keep in touch with the grow- 
ing number of buyers and users of 


supplies will be a big job—too big 





English Brothers Machinery 
company’s first catalog, one 
of the earliest supply catalogs 
in the United States, was 
printed by Donnelleys fifty 
eight years ago. 


for your salesmen alone to handle. It’s a job that must be done 


in terms of hundreds—not ones and twos. 


A catalog is the only sales aid that will give you the numerical 


coverage to influence the buying habits of so many men. 


R. R. Donnelley & Sons Company 


350 EAST TWENTY-SECOND STREET 
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C. A. Puckett, who has been with the 
American Chain Division of the American 
Chain & Cable Co. for several years in 
York, Pa., has been appointed sales man- 
ager of the weldless chain department. 


New Lines Taken on 
By Distributors 


Stacy Supply Co., Springfield, Mass., 
has been appointed exclusive distribu- 
tor of Alexander Bros. leather belting 
for the three western counties of Mas- 
sachusetts. 

Bright & Co., Reading, Pa., has added 
pneumatic tools of the Aro Equipment 
Co., cutting oils of F. E. Anderson Oil 
Co., and Studebaker Machine Co.’s vise- 


press. 

J. C. Rogerson Co., Hudson, N. Y., 
has taken on the Johns-Manville line 
of mechanical packings. 


Keeping bad debts down to a fraction of 
one per cent of sales is one of the major 
contributions of J. Howard Mulherin to the 
management of Georgia Supply Co., 
Savannah distributor. He is secretary- 
treasurer of the firm. 

















UM! 











American industry is geared up 
to the final test which will deter- 
mine whether or not men, living 
under a government of their own 
making, can out-produce the 
slaves of the Dictator States. So 
G64 gigantic an undertaking, to be 
successful, demands Control, sure—precise— 
unfailing. Control of the efforts of men, 
Control of the power that drives the machines 
and last, but not least, Control of the liquids 
and gases that play so important a part in 
the processes of modern production. 





It is to this phase of Industrial Control that 
Powell engineers have long devoted their time, 
their exceptional skill and their years of ex- 
perience. During this period they have created 
and put into use a vast array of valves, each 
one especially designed to perform some 
specific type of Control. These constitute the 
Powell Line as it exists today. Tomorrow 
there will be others, for every day there are 
new problems of Control which Powell En- 
gineers are called upon to solve. 


Thus it is that to the leaders of industry the 
name Powell represents a service rather than 
a product. Thus it is that the Powell organi- 
zation recognizes and assumes the responsi- 
bility for the solution of such problems of 
Industrial Control as must inevitably appear 
in the great test of industrial strength and 
skill which war has demanded of our country. 


The valve illustrated is Fig. 190—Iron Body, 
Bronze Mounted, Screwed End Globe Valve 
for 150 pounds pressure. Sizes 4” to 3”. Also 
available in Angle Pattern and with Flanged 
Ends. It is equipped with ground, union-joint 
bonnet and renewable “Powellium” nickel- 
bronze seat and disc. 


The Wm. Powell Company 
Cincinnati, Ohio 
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DUTY 
JACKS 


Day in, day out, Duff- 
Norton Jacks are giving 
A-1 performances in the 
toughest kind of service. 
Built for power, speed, 
economy and efficiency 
under the most gruelling 
conditions, Duff-Norton 
Jacks cut your costs — 
save your time! 















USE THE SALESMAN’S HAND- 
BOOK TO FICK THE RIGHT JACK 
QUICKLY! 


The Salesman’s Handbook gives you a ready. 
check-list of sizes, prices, etc., for Duff-Norton’s 
over 300 types of Jacks for every job of lifting, 
lowering, pushing, pulling. Use it for quick, cor- 
rect selection of your Jacks! 


“The House that Jacks Built” 
THE DUFF-NORTON MANUFACTURING CO. 


PITTSBURGH, PENNSYLVANIA 


Canadian Plant: 
coher Waloiels) @utlti ai 48 


Representatives 
in Principal Cities 
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A. W. Bell has been promoted to western 
sales manager of Behr-Manning’s Indus- 
trial Division. Mr. Bell joined the firm as 
salesman in 1927, and was divisional 
sales manager in Chicago until his new 
appointment. He is succeeded by L. K. 
Brooks, Jr. 


| Offers Unrestricted 


Rope of Sisal 


At the crack of war in the Pacific, 
the cordage industry was cut off from 
its principal source of fibre for making 
Manila rope. In the face of this, de- 
mand for Manila rope by industries 
and occupations vital to the conduct 
of the war is increasing. Rope needed 
for shipbuilding and outfitting, marine 
repair work, oil and gas well drilling, 
and for the fast-expanding Army, Navy 
and Marine Corps makes it obvious 
why the government has earmarked 
all Manila hemp for these uses. Now, 
pure Manila rope can be sold only in 
accordance with the second amendment 
to OPM order No. M-36. 

To fill the hundreds of other needs, 
the American Mfg. Co. is promoting its 
“War Eagle” all-sisal rope, whose 
strength is said to be 80 per cent of 
that of first grade Manila rope. It is 


| lubricated with the same No. 1 cordage 


solution used in “American Superior,” 
making it just as water-proof and re- 
sistant to rot, mildew and drying out 
action. 


| Snodgrass Appointed By 


Sawyer Electrical Co. 


Sawyer Electrical Mfg. Co., Los 
Angeles, has appointed George M. 
Snodgrass as manager of its eastern 
sales division, with headquarters at 
2110 Terminal Tower, Cleveland. A 
wholly-owned subsidiary of the A. O. 
Smith Corp., Milwaukee, the company 
manufactures a line of special electric 
motors for machine tools as well as 
rotors and stators for built-in applica- 


| tions. 
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BUY DEFENSE BONDS AND STAMPS 


85 YEARS 
OF 
UNINTERRUPTED 

SERVICE 








Ya EVERYTHING 


y | in POWER 
TRANSMISSION 
EQUIPMENT 


SOME GOOD TERRITORY STILL OPEN 
TO ALERT DISTRIBUTORS 





BEARINGS + COLLARS 
CLUTCHES + COUPLINGS 
CONTACTORS + HANGERS 
PILLOW PULLEYS 


BLOCKS - 
V-BELT SHEAVES AND 
COMPLETE V-BELT DRIVES 













‘ 


LONG LIFE 


LINE 


ra 
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R/M AUTHORITY DEMANDS 
RESPECT 





Big business knows R/M dependability —its authority over 
tough problems—its stamina under today’s increased 
pressures. Now—when machines are strained to the 
utmost to boost production, R/M packings “get the call” 


for service. And answer it! 


Stock the line that’s in demand! Sell the packings with 
proved efficiency and endurance! Sell R/M—and corner 


the “big jobs” of defense production! 


The most complete, compact line avail- 
able, R/M has one right packing for 
every job. Send for the R/M cata- 
logue. Show it to customers and sell 


them on the spot. How many copies? 


INDUSTRIAL SALES DIVISION 


RAYBESTOS-MANHATTAN, INC. 


MANHEIM, PA. 


BRIDGEPORT. CONN NORTH CHARLESTON. §S C PASSAI( 
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Makers of Packings for Every Industrial Use 
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Wayne E. Keyes, celebrated his twentieth 
year with Langdon Supply Co., Kansas 
City, Mo., this past summer. He started 
out as shipping clerk but his knack of 
understanding customers’ needs soon 
qualified him as an outside salesman. 





Tool Engineers to Meet 
In St. Louis, Maggh 26 


With the conversion of tool design 
and engineering from peace to defense 
production the chief problem confront- 
ing its 10,000 members, the Tenth An- 
nual Convention of the American 
Society of Tool Engineers, will be the 
most important in the annals of the 
national technical organization, accord- 
ing to F. W. Curtis, national President 
of the A.S.T.E. 

Top-flight members of the profession 
and representatives of WPB will head 
symposiums on various aspects of the 
war-time problems, such as “Conver- 
sion from Peace to Defense Produc- 
tion,” “Substitution of Materials,” 
“Conservation of Cutting Tools” and 
“Problems relating to Defense Inspec- 
tion.” 

“Air Craft Mass Production,” a topic 
of considerable interest due to the rapid 
development of the aircraft industry, 
now the nation’s largest metal working 
industry, will be another subject of 
discussion at one of the technical ses- 
sions. This problem, representing an 
excellent current example of the appli- 
cation of tool engineering for mass pro- 
duction, is particularly important from 
a national aspect because of the tre- 
mendous expansion of the aircraft in- 
dustry in widely distributed sections 
of the country. 


New Sales Manager 
Of Grabler Mfg. 


E. H. Blywise, president of the Grab- 
ler Mfg. Co., announces the appoint- 
ment of R. H. Sonneborn, formerly with 
the Republic Steel Corp., as genera] 
sales manager, effective Feb. 1. 











Tool Makers know it 
‘takes good tools 


to make good tools 


In almost every leading tool manufac- 
turing plant, as in the Chicago plant 
illustrated here, they have standard- 
ized on MARVEL Metal Sawing Equip- 
ment. (Above: MARVEL No. 8 Metal 
Cutting Band Saws. Below, a battery 
of MARVEL No. 6A High Speed 
Production Saws.) 


P — 
= 


A COMPLETE SYSTEM 
OF METAL SAWING 


The MARVEL System of Metal Saw- 
ing provides exactly suited saws for 
every shop or department. Included 
in the System are: Low priced dry- 
cutting general purpose shop saws; a 
light pe high speed shop saw; heavy 
duty, all-ball-bearing speed saws (the 
fastest saws built); heavy duty pro- 
duction saws with automatic bar 
push-up; versatile all-purpose metal 
cutting band saws of large capacity; 
a new giant hydraulic hack saw de- 
signed for the largest sizes and tough- 
est alloys . . . and the positively un- 
breakable MARVEL High-Speed-Edge 
Hack Saw Blades. Here is not only a 
complete line that misses no sales, but 
the dominant line in the metal-sawing 


field. 
ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People’ 


5700 Bloomingdale Ave. Chicago, U. 8. A. 
Eastern Sales: 225 Lafayette St., New York City 


AD 
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NO STOCK-NO SERVICING 


yna 
sul ; ene | .qguse 
Pp pec wll¥ 
gates cates for t© graple caret 
Blast the 


Catalog No. 4026 makes 
it easy for you and your 
customer to select the 
right types. It's the most 
complete catalog on 
Blast Gates available. 
Send for your copy. 


W. S. ROCKWELL CO. 


BLAST GATE DIVISION 


50 Church St. - New York 
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LETTERS 








Puts Lawyer in Charge 
Of Priorities Dept. 


Dear Editor: 


This is to express my personal thanks 
to you for the article appearing in your 
January issue entitled, “Keep "Em Fly- 
I didn’t realize when your repre- 


| sentative interviewed me on the subject 


several weeks ago that it would merit 
such a prominent article in your publi- 
cation. 

Last September our company realized 
that it was going to be necessary to 
establish an “OPM Department,” in 
charge of a man who would devote his 
entire time to OPM problems. Upon 
analyzing the requirements, we decided 
a legally trained man would be better 
suited to the job than an industrial 
supply man assigned to such a job 
from our own organization. We there- 
fore engaged the services of Michael R. 
Plastina, with instructions that he estab- 
lish a properly functioning “OPM De- 
partment.” 

This is to inform you that we are 
entirely satisfied and pleased with the 


decision we reached then. An incident 


occured just a few days which proved 
our action was well taken. When the 
P-100 order went into effect, requiring 
the purchaser of machinists’ tools, for 
example to sign the certification, give 
his defense employer and employment 
number, we are pleased to report that 
we had been functioning under such a 
basis since last September, and thus 
have in our possession evidence to show 
the defense and non-defense sales made 
for the past five months.—Wallace 
Campbell, Campbell Hardware & Sup- 
ply Co., Seattle, Wash. 


How About Records 
Of Rated Sales? 


Dear Editor: 


I was interested in the record cards 
shown in your February issue, in fact 
they raised another question I'd like to 
ask you. 

What plan do you recommend for 
keeping records of material sold on 
priority, against which we order for 
stock replacement? Is it necessary for 
us to break down every order placed 
under priority, and divide all classes 
of material to give us the exact quantity 
or dollar value of each class of mate- 
rial against which we re-order? 

This would in effect be a perpetual 
inventory of material sold on ratings, 
and this information could be taken 
from the invoice copy, thereby eliminat- 
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Darnell Corp., Ltd. 


LONG BEACH, CALIFORNIA 
36 N. CLINTON ST., CHICAGO 
60 WALKER ST., NEW YORK CITY 














Help Them Lick Delays with 
This Speedy eenczexcc> Cutter 






*® That's the RIBEID Vise with LonGrip Jaw 
handy built-in pipe support and pipe bender 


N°? speed is good enough these 

days ... Well, your custom- 
ers cut more pipe with less effort, 
with this RITZZAID. Special thin 
cutting wheels, forged and as-' 
sembled in solid hubs, roll easily 
and cleanly through any pipe, 
save reaming time. Heavy-duty 
malleable frames that stand over- 
work, always cut true. Made 3- 
wheel and 4-wheel (No. 42) for 
still speedier cutting. Four sizes, 
for pipe to 4”. Help your custom- 
ers to prevent 
delays — sell 
them time-and- 
work - saver 





RIEAID 
Pipe Cutters— 
they’ll appreci- 
ate it. 
ej 


All FRIQ0 Pipe Tools are 
sold only through Supply Houses 











Pipe Wrenches, Cutters, Threaders, Vises 





— Fabltr pipe threading 


with Lead werk, *** 


RIFAID No. 65R has a fool-proof 
workholder you set to size instantly 


No wonder sales of this threader are climbing! 


UST turn the pipe size on the cam plate to the arrow, 
put the threader on the pipe, tighten one screw—and 
start threading. No bushings. It’s an instant, mistake- 
proof workholder. Setting chasers to. thread 1”, 1}”, 
14” or 2” pipe takes only 10 seconds—no extra chasers 
to waste time; one high speed steel set cuts clean perfect 


threads on all 4 sizes, 
drip threads, short nip- 
ples, over and under 


size pipe—so easily you 
can turn it with your 
little finger. A rugged 
steel and malleable die 
stock, with drop-forged 
hardened steel cam 
plates. It pays you now 
especially to sell this 
time - and - work - saver 


RIZAID No. 65R. 

















THE RIDGE TOOL COMPANY 
ELYRIA, OHIO, USA 
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Work-Saver Tools for America’s Big Job in 1942 
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Themac J-30 Precision Grinder built by McGonegal Manufacturing Co. 


A MESSAGE FOR “Themac”’ DISTRIBUTORS 


AND THEIR SALESMEN / 


Cooperation between McGonegal and SSUSIF engi- 
neers has played an important part in the develop- 
ment of“ THEMAC” grinders to their high degree 
of efficiency, accuracy and speed. When you sell 
Themac Grinders equipped with SACS Bear- 
ings, therefore, you can assure your customers # 
of fast metal removal and precision perform- 
ance. Because these grinders are equipped 

at each end of the spindle with HISF 
Deep Groove Ball Bearings, high radial 
loads are carried at high spindle speeds. 
Sell ‘“‘Themac” Grinders and you sell 
satisfaction— because they are equipped 


with SSP Ball Bearings. 


SSCS Industries, Inc., Phila., Pa. 
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ing shorts and back orders. It would 
require a multi-column sheet, and since 
we run around four to five hundred 
house orders and cash sale tickets per 
day, it would require at least the time of 
at least one person to do this task. 

It appears to me that someone should 
bring out a standardized form for the 
records which must be kept, so they 
will be easily audited. Obviously, it 
would be impossible for anyone to audit 


| purchases against priority records un- 
| less the latter were broken down, and 
| the house order or cash ticket number 





inserted so the original certificate could 
be located in the files. The articles in 
Mitt Suppwies on priorities are very 
interesting and informative. I am keep- 
ing them in a scrap book for reference. 
—A distributor in Texas. 


® See page 57 of this issue for the latest 
information on this subject.—Editor. 


“How They Do It” Page 
Wins an Orchid 


Dear Editor: 

This is to advise that we read with 
great interest the section entitled 
“How They Do It” in the February 
issue of Mitt Suppiies. We hope that 
you will continue this section as un- 
doubtedly others can get as much out of 
it as we. We were particularly inter- 
ested in the way Colonial Supply Co. 
handled their catalog file, and we are 
planning on doing it in the same man- 
ner. We hope that some day we can 
contribute an item that will be good 
enough for some other distributor to 
adopt.—R. A. Parachek, Mill & Factory 
Supply Co., Toledo, Ohio. 


Refrigeration, Farmers 
And the Ranchmen 


Dear Editor: 

We are getting along fine, generally 
speaking, even in the face of slow de- 
liveries, but we do hope that some 
consideration will be given by the War 
Production Board to commercial refrig- 
eration, farmers and ranchmen. 

Our ranch friends really feed and 
cloth our Army, as they produce the 
wool for uniforms, as well as beef and 
mutton for the Quartermasters Corps. 

A Southwestern distributor. 


_ Supplementary Bulletin 


Dear Editor: 


I think your red-capped Bulletin 
service, of which I recently saw our 
first copy, is an exceedingly good job. 
Your interpretation of some of the moot 
priority points agrees with our own, and 
we are glad to get verification. So much 
of the practical operating of the whole 
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‘and keeps the 
current of 
| mill supplies 
Pate steadily 
to our war 
industries 





ALLEN’S message to Industry for March, as carried 
by technical and management publications to more 


than 150,000 buyers and specifiers of mill supplies: 


Your Distributor connects you with /ive sources, large resources of 


supply. He knows manufacturers’ stocks and specialties; he knows his 






customers’ needs and shortages. He acts to bring the two together in a ‘S 

continuous flow of PRODUCTION- power. # 

He can close the circuit of non-stop production because his own * 
connections are “solid.”” He serves his supplier as local warehouser. For 

years he has “gotten the business” for the manufacturer. Now he works Pe 

that lever to get the deliveries for his customers! ¢ 

DISTRICT OFFICES a: 

| An Ca Yerroit, Mich = St. Lows Mo San Francisco, Calif Richmond, Va Stone ham, Mass s, 

Behusmeer TpSowbstsmer’ susqRt tame Ave, ihiSeekarPiae taReonemc ave, ofietzne Dre Tighter gS ss Route 

- A) 

3 THE ALLEN MANUFACTURING COMPANY, HARTFORD, CONN. 

a 


SORE 2 RE BR ES 1 RS ca se ae 


MILL SUPPLIES * MARCH, 1942 141 








UMI 


How VEELOS V-Belt Can 
Help Win the War! 


Here are 3 ways the exclusive link construction 
of Veelos V-Belt speeds production for victory! 












1 SAVES PRODUCTION TIME! With Veelos in 
rolls, strands of Veelos can be replaced in the 
bat of an eye, keeping all belts on the drive 
and maintaining equal tension. 


PERMITS OPERATION OF MACHINES AT MAXI- 
MUM RATED CAPACITIES! Veelos holds machine 
speeds at maximum because link construction 
provides quick, easy adjustment to end slippage. 


3 DELIVERS MORE POWER! With Veelos link con- 
struction, equalized tension on all strands can 
readily be maintained . . . therefore all strands 
are constantly at work delivering full power. 


Leta Veelos sales engineer— 
especially trained in power trans- 
mission work—tell you the com- 
plete story of Veelos—the only 
V-Belt that offers the advantages 
of link construction. 


VEELOS 


MANHEIM MANUFACTURING V-BELT 
& BELTING Cco., MANHEIM, PA. ADJUSTABLE ¢ ; 


ADAPTABLE 


MR. VEELOS DISTRIBUTOR! Pass on the above facts to 


your customers! Everyone of them is interested 
in operating machines at maximum rated capaci- 
ties ... in saving production time ... in getting the 
most from power. That's the kind of belt perform- 
ance industry buys today ... and that's the kind 
of performance Veelos provides ... to a degree 
unrivaled by any other V-Belt. 
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preference rating system depends upon 
the interpretation that such a service as 
yours is just that much more valuable. 
Please keep me on the list—D. M. 
Davidson, Fafnir Bearing Co., New 
Britain, Conn. 


Dear Editor: 


This is to acknowledge with thanks 
receipt of Supplementary Bulletin dated 
January 29, prepared by the editors of 
Mitt Suppiies, which we have read 
with great interest. We would like to 
congratulate you on this supplementary 
service, both as to the information con- 
tained therein and the character of the 
bulletin. We like it and thank you very 
much for it—C. A. Channon, Great 
Lakes Supply Corp., Chicago, Ill. 


Dear Editor: 

This morning I received your Supple- 
mentary Bulletin of January 29, and 
cannot help express to you my appreci- 
ation of this bulletin and the good it 
can accomplish.—J. F. Donahue, Lam- 
son & Sessions Co., Cleveland, Ohio. 


Dear Editor: 

The January 29 issue of Mitt Sup- 
pLigs Supplementary Bulletin came 
across my desk yesterday. One of our 
men had seen it before I did, and I 
found it all marked up with special 
comments on pertinent subjects—indi- 
cating that this extra service of yours 
is really cutting mustard. 

I read it thoroughly and must say 
you've got something in this bulletin. 
We used the first two paragraphs in 
helping a distributor this morning on 
the question of priority certification, 
and yesterday used that paragraph on 
“Their Greatest Handicap” in clearing 
up a question for another distributor. 

You are performing a real service 
with this bulletin, and I thought you 
might like to know the mimeographed 
ink isn’t being wasted.—B. E. Hotvedt, 
Blackhawk Mig. Co., Milwaukee, Wisc. 


New York Distributor 
Exhibits Safety Line 


W. S. Wilson Corp., New York City 
distributor, is displaying its lines of 
safety equipment at the Greater New 
York Safety Convention and Exposition, 
March 3 to 6, at the Hotel Pennsylvania. 
Among the manufacturers showing 
equipment are Dockson Corp., Mine 
Safety Appliances Co., Pulmosan Safety 
Equipment Corp., Pyrene Mfg. Co., A. 
Schrader’s Sons Co. and Willson Prod- 
ucts, Ine. 

The exposition, a feature of a four- 
day discussion program of safety prac- 
tices, will be held in the roof garden 
of the hotel. E. A. Hirshon, sales man- 
ager of W. S. Wilson, is a member of 
the attendance committee. 




















An Actual Size Illustration of the 
No. 30 Tool. Easy Cutting. Small, 
Compact. The Perfect 3-Ways. 
No. 30 %”, 42", %” 
No. 31 42”, %”, 1” 


DELIVER Y= 


Due to increased production and elimination 
of certain overlapping items we can offer 
much improved deliveries on hand tools for 
defense requirements. Send us your rated 
orders or inquiries for defense requirements. 


Thousands of “TOLEDO” tools have been 
furnished for defense jobs throughout the 
country, all coming to us through our dis- 





tributors. 


“TOLEDO” appreciates the fine co-operation 
from and the importance of the distributor in 
the defense program. 


To help increase production we 
have discontinued these models 


NO. IR 1" TO 2" RATCHET THREADER 

NO. 1B 1" TO 2" PLAIN THREADER 

NO. 25 22" TO 4" GEARED THREADER 

NO. 1 AND NO. 2 HINGE PIPE VISES 

NO. 0, 1 AND 2 VISE MOUNTS 

ROLLER SUPPORT 

JUNIOR PIPE REAMER 's" TO 2" 

BOLT DIES FOR NO. 11 AND 12 MODELS 

SPECIAL BOLT DIE ATTACHMENT FOR STAND- 
ARD MODEL NO. 999 


MAKERS OF FINE PIPE TOOLS FOR OVER 40 YEARS 


= 








THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO 


NEW YORK OFFICE, 502 NO. 2 RECTOR STREET BLDG. 


DO’ 
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There's New Business 


for you in 


No flaring, welding, soldering or threading 
Simple... Fast... Positive 
Unlimited applications in 


Hydraulic Lines Steam Systems 


Oiling Systems Gas and Fuel Lines 
Water Lines : Air Lines 


Ermeto fittings are safe under high pressures and 
offer great resistance to effects of vibration. Will 
hold up beyond the burst strength of the tube itself. 










Write for samples and complete details. 


THE WEATHERHEAD COMPANY + cr:vetann, onto 


WEATHERHEAD 


TUBE FITTINGS + VALVES + DRAIN COCKS «+ AVIATION, AUTOMOTIVE 
AND REFRIGERATION SPECIALTIES 
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New faces at new jobs watch Alexis Mott 
(right), an old-timer at Biggs Pump & 
Supply Co., Lafayette, Indiana, prepare to 
cut and thread a large size piece of pipe. 
Roy Beaulieu (left) is a new spark plug 


in Biggs industrial supply department. 
Came to company with a wealth of experi- 


ence gained in Chicago. C. W. Huth, 
the new p.a., is also well acquainted with 
the industrial supply field. 





Ralph Beeler, Welding 
Specialist, Dies 


Ralph S. Beeler died of heart trouble 
in Portland, Ore., on February 11, after 
a short illness. He was 52 years old. 
Born in Ness City, Kansas, he came to 
Oregon in 1892, first settling in Eugene. 
For the past 21 years he had resided 
in Portland, 19 years of which he was 
with J. E. Haseltine & Co. 

Last June he became associated with 
Paul Kullberg in the Industrial Special- 
ties Co. 

For many years with Haseltine and 


| later in the new company, Ralph Beeler 


was identified with the welding field. 
An expert welder himself, he made a 
deep study of the subject and became 
one of the recognized authorities on 
welding and was well known through- 
out the industrial and construction 
fields. He is survived by the widow, Mrs. 
Ann Beeler;a son, R. Scott, and a 
daughter. Beverly. 


Remember Your 
Old Customers 


Paul Eggleston, of Eggleston Supply 
Co., Boston, says his firm continues to 
eall on all regular customers regardless 
of the fact that it is a seller’s market. 
Buyers feel keenly the fact that some 
of their distributors appear to have 
forgotten them. “Now we know who 


| our friends are.” these customers say. 


Those firms who seldom visit old ac- 
counts during the emergency are likely 
to have a hard time cetting business 
when they want it. 
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Every ARMSTRONG TOOL HOLDER 
You Sell Helps Win the War 


ARMSTRONG TOOL HOLDERS save 90% High Speed 
Steel by making each ounce of high speed steel do the 
work of 10 ounces in a forged tool. They speed produc- 
tion by stepping-up output per machines because they 
will stand up to far higher speeds and feeds than are 
customarily used. They eliminate delays and time spent 
for “tool dressing” by reducing tooling-up to the selection 
of a cutter and tightening of a screw. 


Every time you sell an ARMSTRONG TOOL HOLDER to 
replace a forged tool you (lst) save high speed steel, 
(2nd) increase output, (3rd) save machine time, (4th) save 
man hours. Sell them to every plant, for every operation 
on all lathes, planers, slotters and shapers and for many 
standard operations on turret lathes and screw machines. 
Sell ARMSTRONG TOOL HOLDERS and hasten all-out 
production. 





ARMSTRONG BROS. TOOL CO. 


‘*The Tool Holder People” 
305 N. FRANCISCO AVE. CHICAGO, U.S.A. 


Eastern Warehouse & Sales: 
199 Lafayette St., New York 











TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Rooms | 
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AMERICAN CHAIN & CABLE COMPANY, Inc. 






























LOW FIRST COST 
LOW MAINTENANCE 


FORD TRIBLOCS are ideal for hard, constant, fast usage. They 
are low in first cost—extremely low in maintenance. They are 
fast and smooth in operation, always available for use on the 
instant. The FORD TRIBLOC is a quality spur-gear hoist, made 
throughout of high grade drop forgings and malleable castings 
of certified grade. Capacities: 14 to 40 tons. 


FORD SCREW HOISTS are light in weight, readily portable, 
yet ruggedly efficient. Made on the worm and screw reduction, 
they afford smooth, dependable service. Safety is an inbuilt 
quality of this handy, reliable tool. Capacities: 14 to 10 tons. , 


FORD DIFFERENTIAL HOISTS. The most simply constructed 
of all FORD HOISTS. Designed for light service where speed, port- 
ability and price are factors. High quality parts are used in its 
manufacture as in the manufacture of the more powerful hoists. 
They are subjected to the same rigid tests as all FORD HOISTS 
before shipment. Capacities: 14 to 2 tons. 


FORD TROLLEYS. Equipped with Timken Tapered Bearings. 
Although of heavy, rugged construction these trolleys are flex- 
ible enough to operate smoothly around very small radius curves. 
They run so easily that an 11-pound push moves a one-ton load 
along the I-beam track. Capacities: 14 to 40 tons. 


Order from Your Distributor 


FORD CHAIN BLOCK DIVISION 
PHILADELPHIA - PENNSYLVANIA 








In Business for Your Safecy 


BRIDGEPORT * CONNECTICUT 
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J. Harvey Williams, Head 
of Wrench Firm, Dies 





J. HARVEY WILLIAMS 


J. Harvey Williams, president since 
1916 of J. H. Williams & Co., died 
Sunday, Feb. 22 at the Doctors Hospi- 
tal in New York City. He was 59 years 
old. 

Mr. Williams was born in Brooklyn 
on March 22, 1882, a year before his 
father, the late James Harvey Williams, 
established J. H. Williams & Co., whose 
headquarters at first were in Brooklyn. 
In 1904, the year in which Mr. Williams 
was graduated from Yale, his father 
died and he entered the business as vice- 
president. In 1916 he was elected presi- 
dent, which office he occupied until his 
death. In 1923, when the Brooklyn plant 
was consolidated with the Buffalo works, 
he moved to Buffalo. In 1930 he re- 
turned to New York when the company’s 
general offices were established here. 

Mr. Williams, who had been an officer 
of several important business organiza- 
tions, doubted the wisdom of existing 
anti-trust laws and was the author of 
several articles in “The Atlantic 
Monthly” on economic subjects. 

In 1935 he was president of the 
American Supply and Machinery Manu- 
facturers’ Association and in 1921 and 
1922 he was president of the Brooklyn 
Chamber of Commerce. He also had 
been president of the American Drop 
Forging Institute, a director of the New 
York State Economical Council and 
treasurer of the Home for Aged Men 
in Brooklyn. 

He was a member of Alpha Delta 
Phi fraternity, the Yale Club and the 
University Club. His wife, Mrs. Jennet 
Blackwell Williams; two sons, James 
H. Williams 3d and Blackwell Wil- 
liams, and a sister, Miss Frances Wil- 
liams, survive. 

















WHICH Rael, PRODUCTS 


ARE ESSENTIAL 


Tool Storage Units 


r 


@ Most of your customers are producing Too! Stands 
ordnance of some kind . . . guns, gun mounts, 
range finders, torpedoes, etc. Uncle Sam 
wants these products fast... and in ever- 
increasing quantities. And here is the Lyon 
Shop Equipment which ordnance makers 
are using to meet both speed and volume 
specifications. 


If women are ‘taking over” on some oper- Assembier’s Bench Bin 
ations, Lyon Stools will be needed. On big seraattainancsitvichtec 
work, Lyon Portable Work Benches, Tool ee 
Toters and Stock Carts save a lot of time- 
wasting foot work. Lyon Tool Storage Units . ee 
protect vital tools from damage . . . make , <— 
them quickly available when needed. Lyon’s 


Assembler’s Bench Bins keep small parts 
right at the finger tips. 


Clip this advertisement and carry it with sy shunt Dre 
you as a reminder to tell ordnance makers 
in your territory about these practical aids 
to more and faster production. It's a sure way 
to keep your sales volume and earnings up. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 5303 Madison Ave., Aurora, Ill. 
Branches and Distributors in All Principal Cities 


LYO ~ fy *. wire 





Steel Stools 


Ot | 


AS UA A SS YA 














For 

Horizontal 
Drilling 
MODEL 

30-435 S 





To meet the ever increasing demand for 
more planes, tanks, guns, and other arma- 
ments, Clark's newly designed line of 
Portable Electric Drills cut fatigue to the 
minimum. 

Note in the photographs how the wrist is 
always in natural position—whether drill- 
ing in a horizontal or vertical position. 
Model 30-4358 is ideal for 

horizontal work and Model 


30-435SC is just right for first in the 
vertical drilling. a 
This energy saving design. a.) 





For Vertical Drilling 
MODEL 30-435 SC 





é bark DRILLS 7 


Z/€ SOB AND THE MAN 


THE DESIGN 
SAVES HOURS OF 
MAN POWER 





along with Clark's controlled Construction 
Method, make Clark drills the “answer” in 
stepping up production in the greatest air- 
plane, tank, and other armament manufac- 
turing plants throughout the country. 
Since 1892, when James Clark, Jr., de- 
signed and built the first portable electric 
drill, Clark's drills have always been first 

in design and quality. Let 


os Fe the name Clark be your 
field guide to complete satisfac- 
«4 tion for electric drills, 
aM grinders, and sanders. 


Electric 


Tools 


JAS. CLARK, JR. ELECTRIC CO. 


606 BERGMAN ST., LOUISVILLE, KY. 
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Small Shop Trucks 
Save Plant Time 


Speed is the password of our rapidly 
expanding war production program. 
From supplier to distributor to plant 
platforms snappier delivery services 
are moving materials, supplies and 
equipment faster than ever before. 
How much the tempo of production 
can be stepped up then depends upon 
the speed and ease with which each 
plant’s materials handling equipment 
takes over and properly distributes the 
vital materials to each department. 

Leg work is good exercise for the 
athlete in training but too much of 
it is hard on production schedules. 
When machine operators must leave 
their posts to get a new set of drills or 
slow down while an apprentice hoofs it 
over to the tool crib or stores depart- 
ment, valuable production time is lost. 

Many distributors have helped im- 
portant industries solve this time-wast- 
ing problem by encouraging the use 
of small 144 ton industrial shop trucks 
for the rapid delivery of tools and 
material to and from production ma- 
chines, toolrooms, storerooms, etc. 
These small trucks can handle up to 
Y% ton of castings, bulky materials, 
tote boxes of parts or long bars. They 
are easy to operate and are particu- 
larly adaptable for maneuvering in 
plants with narrow aisles where idle 
space is at a premium. 

A number of contractors have found 
these small industrial trucks ideal for 
shooting and equipment from 
one part of job to another during the 
construction of the newer, larger de- 
fense plants which spread over a con- 
siderable area. Distributors find that 


tools 


plant officials who have observed the 
versatility of these units during the 
plant erection period are quick to fit 
their many uses into plant’s overall 
materials handling program. 





Photo Courtesy Buda Co. 


Tote boxes are moved to and from tool- 
rooms, storerooms and production ma- 
chines with minimum of lost time when 
electric trucks are employed. The front 
bumper design permits the operator to 
open hinged doors unassisted. 




























Founded 1879 


Medart made the first Steel Rim Pulley 


ever offered to the trade — Oct., 1879. 


MEDART PRODUCTS ARE WELL KNOWN! 


oo —*~ be ee 1 39031').)) 

| a Complete Line of \ SN Ci). \ 
Power Transmission | TOMORROW 
Equipment 


A DEALER POLICY THAT 


nition ©o 
nition — @ true recog 
—= ye Mill Supply — 
*A Complete Line — trem Ocal 
dependable 
















ELPS YOU 


f the value and 

















ntral source — unified, 
to sell! 


stomers- 
ket created 





, r 
an established rie yution. 


for you: 


to you that aint 
*Product Recognitio advertising and : 
for you by 63 years - helpful program 


— 2 lete, 
canal . oe TERRITORIES STILL OPEN 
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Wert, 


TRADE 
PUBLICATIONS 


And Everyday ~ 


an Advertising Program 
that Helps You to Sell! 
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RG | Medart adver- 
me tises in the selec- 
ted, leading trade 
publications; in 
the important 
registers and 
year-books-- over 
2 million separate 
messages to your 
customers this year 
to help you to sell 
Medart Power Trans- 
mission Items. 


CATALOGS and CIRCULARS 


Attractive sales tools for 
your free use. irect 
sales messages for your 
customers. 
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MANUFACTURING ENGINEERS of ALL TRANSMISSION EQUIPMENT 


3500 De Kalb Street, St. Louis, Missouri 
2 i 
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AHLBERG 





Amserc is producing bearings in large 


quantities for guns, tanks and air- 
planes. 


The reputation for quality per- 
formance that goes with Ahlberg 


Ball Bearings is the result of 
a third of a century of painstaking 
care devoted to making better bear- 
ings ... better. Behind it is the skill 
of master craftsmen using the finest 
equipment that can be obtained with 
the constant aim of producing bear- 
ings that will give the best perform- 
ance ... longer. 


Ball Bearings have large 
balls for capacity . .. deep grooved 
rings for strength . . . and mirror 
finish raceways for smooth rolling. 


If you do not have our 96-page 
Catalog. we will gladly send it with- 
out obligation. 


* 3026 WEST 47th STREET + CHICAGO, ILL. x 
Te 
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A Bit of Light Fiction 
Re: The Wholesaler 


For two minutes’ relaxation 
from your own business worries, 
read the tear-compelling tale 
which follows, we'll call it “where 
to now, Little Man the Whole- 
saler 7” —Editor. 


In peace times the wholesaler was a 
man generally respected in his com- 
munity. Often he was over middle age, 
bald, fat and had inherited his old man’s 
business. He had been to college, re- 
ceived a degree in nothing that meant 
much to his future as a wholesaler. He 
may have had a twisted thumb, broken 
nose or some other relic of his college 
days. He attended church when he didn’t 
play golf on Sundays, owned a good 
home, had a nice family, considered 
himself a rugged individualist, ran his 
business as he damn well saw fit, 
hesitated at putting in new methods at 
his business, paid his help a living 
wage, but saw to it that it was not 
large enough to cause any stirs in the 
Income Tax office. 

He carried a stock of merchandise 
spread all over the building. He had 
heard of departmentalizing, looked into 
it after hearing speakers at his con- 
vention, but gave it up as a bad job. 
He took an inventory once a year by 
having the boys look in the bin and yell 
out so many so and .so’s. The boys 
worked into the night, and the so and 
so’s became larger or smaller depend- 
ing upon the number of beers the boss 
allowed or did not know he bought on 
the supper check. The boss had gone 
home. 

He served from stock the wants of 
the community and many retail stores 
which the salesman named Joe or many 
Joes called on every day. Joe made up 
his own orders on a big order pad, 
signed the retail store owner's name, 
handed him a cigar and went along to 
his next stop like the mail man on the 
beat. Joe didn’t give a care—he had 
his customers, figured if he ever left 
the boss his customers would go with 
him, but never quite got to the point 
of telling the boss so when he didn’t 
get the raise he expected every year, 
so Joe went on home to his wife and 
kids, and Joe was also respected in his 
community and nothing exciting ever 
happened to Joe. 

Came Mr. Hitler. 

The boss and Joe thought it was a 
hell of a mess, but Joe went right along 
tending to his route and the boss went 
right on serving his customers and at- 
tending church when he didn’t play 
golf. Rumblings came out of Washing- 
ton about shortages of material, Joe 
began to bring in bigger orders, and 
Joe’s retail friends thought he wasn’t 
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MIA dustry Neods 
aeeiere THIS TOOL QUALITY -- 


@ Tool quality today is getting its toughest 
test as America continues to produce in ever 
increasing quantity. In many applications in 
plants of all kinds, MILWAUKEE Industrial 
Brushes are demonstrating their quality— 
their ability to deliver under gruelling condi- 
tions. 
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You as a Distributor can meet all of the pro- , , 
duction and maintenance brush needs of in- \ 
dustry with MILWAUKEE quality—you can 
put more of these tools to work—tools that 
plants from the smallest to the largest need 


for a surer, faster production pace. 


The MILWAUKEE Industrial Brush plant of- 
fers a very close cooperation with its Dis- 
tributors—here is opportunity for you to 
make immediate sales of highly necessary 
tools with profit. 


-~ 


THE MILWAUKEE BRUSH MANUFACTURING CoO. 
Milwaukee, Wisconsin 
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UALITY 


AUK WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 
BRUSHES 


LLT: Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNORY BRUSHES 
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The DIXON Formula 
for Dependable Service 


Back of the service reliability for which DIXON products are famous, 
there’s a “formula” extablished through more than a quarter of a 
century of progressive manufacturing experience—quality materials, 
converted into properly designed couplings, by carefully trained cratfts- 
men operating modern high-speed machines. And equally important, 
in assuring complete service and satisfaction to the user, is the “partner- 
ship’ DIXON has consistently maintained with the industrial distributor. 
The value of his cooperation in making all items in the DIXON line 


quickly available, anywhere, 
cannot be overestimated. 


MALE COUPLING 
STYLE MX-16 


Built to provide safe, low-cost service 
on steam, air or liquid hose lines, in- 
cluding butane, ammonia, oil, etc. More 
convenient and economical than stand- 
ard iron pipe nipples. 
same size hose. 


Each size fits 
Quickly reset on the 
job. Companion to “GJ-BOSS 
“BOSS” Female Couplings. 


and 


Sold Only in Accordance With Our Established Distributor Policy 


DIXON 


VALVE & COUPLING CO. 


MAIN OFFICE AND FACTORY: PHILADELPHIA, PA. 


BRANCHES: CHICAGO” @ BIRMINGHAM @ LOS ANGELES @ HOUSTON 











“BOSS” Male Coupling, complete, consists of 
corrugated stem with heavy hex section for 
wrench: and strong malleable iron “BOSS” 
Offset Interlocking Clamp (4-bolt on sizes 1” 
and larger; 2-bolt on sizes 7%" and smaller), 
Sizes: 44" to 4", inclusive. 
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putting in enough stock for him, and 
Joe and his retail friends began to 
make up orders together, and Joe 
thought OH BOY I wish I were on a 
commission now, but then the old man 
had carried Joe through the depression 
when all Joe brought in was a grunt 
and a dazed look. 

Now the old man began to wear the 
dazed look and Joe was quite cheery. 
The old man would like to be cheery 
but somehow or other he just could not 
find time to attend those mid-day meet- 
ings at his dinner club, and those mid- 
day talks were of some members 
wandering in the mountains and the old 
man had just arrived at the point where 
he thought the only mountains were his 
own troubles. He wished that some of 
those fellows down in Washington 
would tell him what they wanted him 
to do. 

The old man was patriotic, his pap- 
py and his pappy’s pappy before him 


| had fought in the wars, and the old man 


felt that he as a wholesaler could help 


| in the new type of industrialized war. 


He had a bad feeling upon waking up 
every morning, as those fellows down 
in Washington had written some kind 
of a law telling him how he could run 
his business. Of course the old man 
didn’t know there was such a law, but 
they had taken to calling them pri- 
orities. Those fellows down in Wash- 
ington drew up priorities and withdrew 
them, didn’t know what they meant 
themselves until the old man found 
that as a wholesaler he wasn’t doing 
so well. 

Those fellows down in Washington 
had stumbled onto the word Producer 
and had got stuck on the word as it 
sounded like some action, but it was 
just a sound so old man Wholesaler 
came down to his work every day and 
Joe and all the other Joes piled into 
him. old customers demanded 
upon the pain of never letting Joe 
darken their doors again that if his 
friends did not get so much doodad 


Joe’s 


| material he was all done, through, 


washed up, and so was the old man 
getting to that point. 
Then the old man got mad and told 


| everybody including the factory men 





who called on him that THEY 
COULDN’T DO THAT TO HIM. Of 
course the old man wasn’t too sure of 
it because they were already doing it. 
Then the old man decided he’d go down 
to Washington to see what it was all 
about. He would tell those Washington 
fellows he played an important part in 
defense, had always had materials on 
hand for prompt delivery, his customers 
and their customers had been giving 
material to defense plants who, al- 
though they had defense orders just 
could not seem to understand how to 
pass on a rating, but if they could have 
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“== WORTHINGTON 


WORTHINGTON PUMP & MACHINERY CORPORATION «+ GENERAL OFFICES: HARRISON, N. J. 
MERCHANDISING DIVISION EQUIPMENT FOR DEALER RESALE 
PUMPS ° COM-PRESSORS Mei ttie we ORI V ES . METERS 





MILL SUPPLIES * MARCH, 1942 153 





LUBRIPLATE 


needs FACTORY 











ag 


worse 
wEwann.e J TOLESO. ONO 


p ‘isxe Brorners Rerinine Co, 


129 LOCKWOOD” STREET 
NEWARK, N.U. (Usrounne~ 


LUBRIPLATE DIVISION 
February 11,1942 


Mr. A, M, Staenle, Publisner 
FACTORY MANAGEMENT & MAINTENANCE 
330 West 42nd Street 

New York, N.Y. 
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Dear Mr. Staehle: 


“ 


We, at LUBRIPLATE, have a multiple-purpose job 
to do as far as our advertising is concerned. As you well 
realize, our product serves Industry -- all industry. 


cc TF 


Our publication advertising must, by the very 
nature of LUBRIPLATE be told to individual industries on the 
proven theory that our sales story in a specific field is of 
most benefit to thet field. It should be obvious, therefore, 
why we use “single industry” business papers. 





It is equally obvious, however, that with our 
mill supply set-up and tag plan functioning as they are, there 
still is ea vast market for our products which remains uncover- 
ed. You are aware that our mill supply salesmen regularly 
reach their established contacts within an industry. But -- 
and herein lies this untouched mrket -- these salesmen often 
‘o not reach those men within a specific industry who might be 
told the LUBRIPLATE story, but are not, only because this group's 
functions lie outside of the regular routine operation of the 
particular industry. 


At this point, FACTORY comes into the picture. 
Covering as it does technical management, plant operating and 
maintenance men, we believe that it reaches and is read by 
worthwhile LUBRIPLATE prospects. Our mill supply contacts 
should find their Job of spreading the LUBR TE gospel 
infinitely simpler -- and more effective too - because of our 
present schedule in FACTORY. 


Ve truly yours, 


Robert L. Watts, Manager 
LUBRIPLATE DIVISION 
RLWatts: BEH Fis Brothers Refining Company 
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under many trying conditions—is as important an 
item in Industrial Production and Maintenance as 
any single product can be. It virtually is no re- 
specter of plants or industries in the benefits it can 
bring to its users. Small wonder then that Robert L. 
Watts, Manager of Lubriplate Division, Fiske 
Brothers Refining Company, in the letter reproduced 
on the opposite page, remarks: 


“It is equally obvious, however, that with our mill 
supply set-up and tag plan functioning as they 
are, there still is a vast market for our products 
which remains uncovered. You are aware that 
our mill supply salesmen regularly reach their 
established contacts within an industry. But— 
and herein lies this untouched market—these 
salesmen often do not reach those men within a 
specific industry who might be told the LUBRI- 
PLATE story, but are not, only because this 
group’s functions lie outside of the regular routine 
operation of the particular industry. 


At this point, FACTORY comes into the picture. 
Covering as it does technical management, plant 
operating and maintenance men we believe that it 
reaches and is read by worthwhile LUBRIPLATE 
prospects. Our mill supply contacts should find 
their job of spreading the LUBRIPLATE gospel 


FACTORY 


dle MANAGEMENT AND MAINTENANCE 
PUBLICATION 
330 West 42nd Street, New York, N.Y. 


A McGRAW-HILL 





2 every factory 
needs LUBRIPLATE 


LUBRIPLATE—the modern lubricants which perform 


infinitely simpler—and more effective, too — 
because of our present schedule in FACTORY.” 


* * * 


Editorially, FACTORY pledges itself to serve its 
readers. And who are those readers? Plant operat- 
ing and maintenance men. These men constitute 
the market LUBRIPLATE and every advertiser in 
FACTORY wants to reach with its message. 


Always an avenue of communication to INDUSTRY 
as a whole, FACTORY serves a dual-educational 
role. It tells its readers through the editorial and 
advertising pages WHAT IS NEW—HOW TO DO— 
and WHERE TO GET! That is why its readers pay 
to get FACTORY because on every page of text, 
editorial and advertising they get INDUSTRIAL 
EDUCATION. 


That, precisely, is why its pages carry the adver- 
tising of more than 500 “blue chip” advertisers. 
That is why its pages help to TELL and to SELL 
materials, equipment and services either direct or 
through distributing organizations. 


See for yourself how effectively over 80,000 
FACTORY Readers get Industrial Education and 
how progressive advertisers capitalize on this fact. 
If you haven't seen a recent copy, send for yours 
today! 





A.B.P. 
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MANUFACTURERS’ ADVERTISING 


IN FACTORY HELPS YOU 
SELL TO INDUSTRY 













by Deming 





Huge munitions plant located 
miles beyond city water mains 
somsieedl 30 deep well pumps 
for water supply and fire _ 
tection. Deming Deep Well 
Turbine Pumps were selected 
after careful consideration of 
their features that assure de- 
pendable performance; posi- 
tive lubrication; protection of 
water supply from contami- 
nation by lubricants (Deming 
Turbines lubricate themselves 
with water from well); easy in- 
stallation and accessibility of 
all parts which may require 
maintenance afterlong service. 


x * * 


Chemical plants are using 
Deming Side-Suction Centrif- 
ugal Pumps for booster ser- 
vice. Separate liquid end con- 
struction ig made of 
corrosion resisting alloys. 


x * * 


The complete line of Deming 
Pumps and Water Systems 
covers an exceptionally wide 
range of pumping needs in 
industry, in defense housing 
projects, in mines, and in 
agriculture. 


x * * 


Shipments to established 
Deming Distributors are be- 
ing made as fast as possible 


under existing conditions. 


THE DEMING CO. + SALEM, OHIO 
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found out, the rating said it should not 
be used if the material was available 
and the old man had the material and 
gave it up and had no rating. Yessir, 


| the old man thought it was about time 
| those fellows in Washington knew how 


important he was so the old man went 
to Washington and hasn’t been heard 
from since. 

Anon. 


WAR COMMUNIQUE 


Distributors were invited to comment 
on their current problems last month in 
a special “War Communique’ to Mill 
Supplies.” A few of the comments re- 
ceived on Defense Supplies Rating Plan 
are reproduced below. To encourage 
frank expression, no names are used. 


| Dear Editor: 


On the PD-25C forms, we think it 
would be advisable to black out the 
sentence reading: 

“In calculating this percentage there 
have not been included any sales made 
under an order bearing specific defense 
identification which has been already 
used by the undersigned to obtain a 
delivery of materials by re-extension or 
other application of such specific de- 
fense identification.” 

We have received forms doctored in 
such a manner from some of our cus- 


| tomers, and feel that the change should 


be made official. 

Any system we inaugurated to deter- 
mine dollar volume of specific defense 
orders would be too vast and compli- 
cated to operate under the pressure of 
today’s business. 


Dear Editor: 


We recommend that it be permissable 
to re-extend PD-25D at least once. 
Often we extend from a PD-3 to a PD- 
25D only to have our supplier tell us 
they cannot accept it because they can- 


| not re-extend it to get materials. Then 
| we must go to the trouble of extending 


another PD-3, and in the interim much 


| valuable time is lost. 


Dear Editor: 

If possible, please advise just what 
form is followed to obtain the percent- 
age of defense sales in a business which 
is both retail and wholesale. 


® Both PD-C and PD-D forms have 
officially been repudiated by the War 
Production Board (see story in the 
“War Month” section of this issue, page 
64). Defense Supplies Rating Plan is 
now completely replaced by the Pro- 
duction Requirements Plan. For details 
of a distributor’s method of operation 
under PRP, see the article “Accumula- 
tion of Ratings,” beginning on page 57 
of this issue.—Editor. 
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STAR BLADES ARE 
T00 GOOD TO WASTE 


Dollar for dollar and min- 
ute for minute— STAR 
Blades cut more metal — 
help your customers get 
their work out faster, with 
minimum effort. You can 
preserve your profits and 
keep your customers by 
selling them the right 
blade for every job, and 
helping them treat those 
blades right on the job. 
That way you'll insure a 
steady supply of STAR 
Blades—and a steady flow 
of STAR profits for your- 
self. 








WIPE OUT 


Every man who woee Bineee no 
use “Metal Cutting”, — - 
_size booklet on s€ ectic > 
use and care of hand " — 
blades, frames and meta — 
band saws. Give each - = 
ly to give out to is ; 
. ey the shop. Write today 
tee as many copies as you 


ae he «need. They're free! 


v9 


pocket 





STAR 


CLEMSON BROS., INC. 
Middletown New York 


® 2158A 














In Memphis, Riechman-Crosby bowlers 
are sponsored by five manufacturers of 
industrial supplies (last season the team 
was sponsored by electrical manufactur- 
ers). The team, and their sponsors, in- 
cludes Tom Smith (Norton), J. D. Martin 
(Republic Rubber), Walter Zepf (Luken- 
heimer), Bill Gath (SKF) and T. H. Watson 


(Keystone Lubricating). Below is a rear 


view, in the same order, showing the | 


red, white and blue jackets. 


© 





Sales Meeting in Print 


(Continued from page 78) 





Sam Supplier Estimates 
Too Many Cuts 


(Answer to the problem on page 78) 


Sure, the welder could do it for $2.50. 
He split each link of one section of 
chain (4 links cut), then used each of 
cut link to join two other sections. That 


makes one long length (4 welds). Then | 


one end link is cut and welded around 
the link at the other end. That’s a total 
of five cuts and five welds. 


Answers 


iL. Fittings. tools, 
filter. 

2. An efficient oil filter, because oil 
rots rubber. 


compressor oil 


3. Wire-wrapped or heavy-walled 
hose to resist abrasion. 

4. No. Always check maker’s recom- 
mendations for the specific service. In 
some cases, a good hose is too good. 

5. Oil-resisting hose. 

6. No. In general, continuous flexing 
shortens hose life. 

7. The short length. 








FACTORIES AND 
MUNITION PLANTS 


SHIPS OF THE U. S. 
MARITIME COMMISSION 


ARMY HALF-TRAC 


SCOUT CARS 


THE NATION'S 


VITAL OIL FIELDS 





U. S. ARMY QUARTERMASTER 


CORPS 


Carrying supplies to distant 
battlefronts on U. S. Maritime 
cargo vessels — on army 
trucks and half-tracs—repairs 
at Pearl Harbor — for these 
and other war fronts U-W 
Products are doing their “bit”. 


On the home front, too — in 
the mills, factories, mines, 
quarries and the many others 
furnishing the much needed 
equipment and instruments 
of war — U-W Wire Rope, 
Tackle Blocks and Steel Prod- 
ucts are helping to “carry the 
load.” 


War demands come first, of 
course, and as the already 
enormous program continues 
to grow, deliveries to our 
many friends and regular 
trade are necessarily further 
restricted. We look forward 
to the day when we will 
again be permitted to serve 
them, as in the past. 


THE UPSON-WALTON CO. 


Established 1871 


8. To the rotary tool. Pulsating flow 


CLEVELAND ... 


MILL SUPPLIES »* 
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THEY WANT YOUR FULL 


PRODUCT STORY... 


These engineers of a 
large eastern plant, like 
power men everywhere, 
want the full story about 
any product that will in- 
crease capacity, insure 
greater reliability and 


simplify maintenance. 


oll It ta the é 








ee : 
P HL ee 


ngineens. 


Show the nation’s power men how your equipment can help them... 


@ information about engineering equipment is vital news to Amer- 
ica’s power engineers. You render an important service and build 
lasting product acceptance by telling your customers what equip- 
ment you can supply, where it can be obtained, what it will do 
to increase effective capacity of the plants that generate steam 
and electricity. 

Since there is a strong possibility that defense plants will soon 
go on full 168-hr-per-week operation, maintenance supplies and 
equipment will be required in increasing quantities. This will also 
mean that, because certain power units (notably boilers) need 
periodic shutdown for inspection and overhaul, continuous opera- 
tion will require standby units. 

if you manufacture any of these power supplies, you will want 
to point out their availability. Or, if you cannot meet all the de- 
mands for your equipment, you can build enduring prestige and 


goodwill by showing how to get more out of existing machines. 
wn 
THE MARKET PLACE OF THE POWER FIELD SINCE 1882 


ABC ABP 


330 W. 42nd St., 
New York, N. Y. 
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Other ways you can help to ease the strain on overloaded 
power plants are making known the advantages and operating 
benefits of power-saving equipment such as instruments, meters, 
automatic controis, traps, insulation, stokers, feedwater treatment, 
soot blowers, superheaters, economizers, preheaters, ball bear- 


aA bh % 


ings, n 





I drives, lubricants, etc. Such devices, by 
directly reducing consumption of coal, oil, steam and electricity, 
lighten the burden on fuel transportation and increase effective 
plant capacity. 













To ai 
aid manufacturers jin Planning for 1942 


2-page booklet, “Power 


which outlines the trends in 


POWER has Prepared q] 
for War in 1942", 
the field for this ye 


ar. Send 
the coupon below. nd for your copy on 


POWER, 
330 W. 42nd St., 


New York, N. Y. | 


| 
| Send me a copy of your 12-page booklet, ‘Power for War in 1942°". 
| DNS. sccsicsissisuncnsiviicastinscddbungunnininigepseaaiins 

SED actndanieakiinndinenmninacaumsiidiont 
| Company . 


| Address 
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shortens hose life. 

9. Preferably—or stored in a_ hot 
place. Alternate heating and freezing 
are worse than constant heat. 

10. Asbestos-fabric hose. 

11. Because heat 
causing cracks. 

12. The small-diameter hose. 

13. The small-diameter hose. 

14. The carcass may be crushed. 
causing failure. 


hardens rubber. 


15. The fabric may be exposed, and 
will rot. 

16. Use a smaller coupling. Forcing 
the hose on, or reaming the tube. will 
cause early joint failure. 

17. Coated with rubber cement. 

18. Look for burrs and sharp edges 
and remove them. They cut the tube. 

19. Yes; they attack the rubber. 

20. Keep it under pressure. Shut-off 
causes condensation and vacuum, which 
tends to pull the tube from the carcass. 

21. It should be bent to align with 
the hose axis, then gripped securely 
under the clamp. 

22. A cool, dry. well-ventilated room. 

23. A reel or a wooden grill which 
permits air circulation. 

24. Prevent kinking, dragging across 
gravel, broken stone, or around sharp 
corners, avoid dropped or hot objects. 
acid fumes and oil in any form. 

25. Not usually—unless metal-lined. 
Metal hose is required for dispensing. 





Serving 
The Shipbuilders 


(Continued from page 67) 





of the fence—as a distributor. 

“On the city desk, or somewhere 
in the organization, there should be 
one man to whom all calls from the 
shipyard are automatically referred. 
He should be one who knows the 
stock and prices thoroughly, and be 
familiar with the peculiar problems 
of the customer. He should be in the 
office all the time. Even under normal 
conditions there is nothing so dis- 
couraging to a buyer as to be shunted 
from one person to another on the 
telephone. in an endeavor to find 
the proper party to handle his busi 


ness. 


Getting Prices 


“If there is time. we almost always 
secure several prices before placing 
an order. Knowing this. a distribu- 
tor might assume that he will get his 


share of business without going to 













ARMSTRONG- BRAY 


S FLEXIBLE BELT LACING 
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BELT HOOKS 
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Immediate Delivery on 


Both Volume Types from 
one reliable source. 


WIREGRIP BELT HOOKS come with special blue 
aligning cards that prevent hook loss thru handling, 
prevent card end waste every hook can be used. 6 
iz Applied with any standard make vise lacer or 
lac ng machine 

STEELGRIP FLEXIBLE LACING is applied with a 
hammer Penetrate anys witing easily, cleanly and 
clinches into a mooth hump. le joint It com 
presse wit ends and prevent fravin Ss izes wth 
2-pie e hinged rocker pin In standard boxes or long 


lengths, it ix ideal for both power and conveyor belt 


Also WIREGRIP Vise and Bench Lacers, 
Belt Cutters, FLEXGRIP Round Belting 
Hook and Couplings etc. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 


“The Belt Lacing People” 
5356 Northwest H:ghway, Chicago, U.S.A. 


ARMSTRONG- BRAY 
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HE DISTRIBUTO 
IGGER ROLE THAN 





With the national defense program gaining momen- usually have the parts but if they don’t they get them within 
‘ : 4 ‘ 24 to 48 hours. 
tum, vital construction projects are being rushed 


from the blueprint stage to the construction stage. Big earth-moving contractor —The biggest thing the equip- 
ment manufacturer can do is to have his machines in stock 


Overnight, contractors are being awarded huge in the principal cities for immediate delivery. He should also 


contracts in all parts of the United States and be sure to maintain a complete stock of parts. 
Canada. Federal government contracts are being Superintendent, construction company— Most of our equip- 
awarded on the same basis as private-industry con- ment is serviced by the distributor. Allis-Chalmers, Koehring, 


: : Ingersoll-Rand see to it that parts are adequately stocked in 
tracts. The government is asking proof only of our tercltary. 


, e eae 
titiv " 
the contractor’s experience on fee and competitive Secretary-Treasurer, construction company— We find the dis- 





bid construction — what kind of plant is available? tributors a big help to us. They furnish trained men to instruct 
— what is the status of the contractor's our operators so we can get the utmost in 
: : efficiency out of our machines. 
equipment? — what are his financial 
> One of a series of ad- Contractor's engineer — If the manufacturer 
atin vertisements sponsored by lists his agents or distributors in his adver- 
; Srgtneasing Weue~ Ascend tising in Engineering News-Record and Con- 
All of which makes the distributor a » gee eS struction Methods I call up the nearest one 
a onstruction Methods . : ; 

he price and further details. The dis- 

more valuable ally than ever to the eae 
; y ee : : to remind readers of the tributor is the shortest route between the con- 
contractor. His proximity to vital proj- important role the distrib- tractor and manufacturer — if we know who the 
ects saves a lot of valuable time for vier plays in the economics nearest distributor is and where he’s located. 
the contractor. His well stocked ware- of construction. Owner of contracting company— Before we 
houses make available night and day buy heavy equipment we want 0 see & fe 











operation on a job. By contacting the dis- 


new machines, machine parts, supplies tributor we usually can be steered to a job. 
and materials. His trained mechanics can be of Superintendent, concrete contractor — Western manufacturers 
increasing help to the contractor in planning a rush particularly should see that their agents or distributors in the 


New York area are plentifully supplied with parts. Fitzgerald 
& Hudson of Dunellen, N. J., get parts to us in the middle of 
instructing equipment operators in the operation the night when we need them that badly. Ehrbar in Brooklyn 
worked all night once to help us out on machine repairs. 


job and laying out the contractor's plant and in 


and care of modern machines. 


Right now contractors are telling us how they ap- President-General Manager, engineering-contracting firm—When 
preciate the services of the distributor. Read what the name of a contractor using a machine or the distributor is 
published in the advertisement, and my interest in the machine 
is aroused, I can call on either one or both, to get the price and 
Chief Engineer of a construction company — The distributors see the machine in action. This is the quickest way to make a 
of the New York area are a real help to us in our work. They customer out of us. 


some of them are saying: 


Have you ever given the distributor the opportunity to o 
up and show you what he can do to solve your problems 
E and speed up the job? Next time you get a contract try him 
out. If he isn’t listed in the manufacturer's advertising in 
Engineering News-Record and Construction Methods, con- 
sult the classified section of his local telephone book under 
“Contractor's Equipment.” 
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’ particularly important when the dis- 





the extreme of having one man han- 
dle all the calls. But frequently the 
matter is so urgent that there is no 
time for multiple prices. In such 
cases, it is only natural that the sales- 


man who is always ‘on the job’, is 
most likely to get the order.” 
Getting prices without delay is 


tributor does not have the item in 
stock, and must secure quotations | 
from one or more suppliers. Here | 
again, the distributor is judged by | 
his ability to perform speedily. While 
the distributor can’t have his own 


“expeditors” spotted at manufactur- 
ers around the country, some distrib- 
utors have demonstrated a superior | 
ability to get prices and service by 

telegraph, long-distance telephone, 

etc. The distributor who is a pusher | 
invariably gets preference. 


Hours Are Now Like Days 


In the follow-up by the distributor, | 
hours are now like days, and days | 
are like weeks, in comparison with 


the old order of business. Questions 


of prices, deliveries, differences in | 
time and cost by air and rail, weights, 
packing, every factor affecting deliv- 
eries must be figured in advance to a 
finer degree than ever before. 
Things like this can happen and | 
have happened. A ship is to be | 
launched on Sunday. On Tuesday it | 
develops that 24 special bolts are 
lacking. The ship can’t be launched | 


without them. There are no local | 


stocks, and the bolts are so special | 
that only one manufacturer makes | 
them. He is half-way across the coun- | 
try. The purchasing agent or the dis- | 
tributor must call this manufacturer | 
by telephone, get someone in author- 
ity, find out if the bolts are avail- 


able, and procure a promise that | 


they will be shipped immediately. 
The bolts then arrive on time. They 
have to, with a 10,000-ton ship hang- 
ing in the balance, and another un- 


born one stirring to get on the way. 

“These are what you might call 
the ABC’s of the distributor’s serv- 
ice to the shipyards, ” said Mr. Mc- 
Clintock. “You might say: ‘Why 
bring them up?’ They are stressed 
here because, regardless of intent 
by the distributor. they stand out 











VINCENT-HUNTINGTON 


Improved 


GRINDING WHEEL 
DRESSERS and CUTTERS 





Make Sure Your Grinding 
Wheel Customers Have 
These Important Tools ++ 


The regular use of Vincent-Huntington Improved 
Grinding Wheel Dressers and Cutters on grinding 
wheels is of prime importance to manufacturers who 
want to keep their production standards up to a high 
level. The CUTTERS in Vincent-Huntington Dressers 
are made of high carbon tool steel — the teeth are 
milled (not punched). Most important then is that 
these cutters are heat treated by the “Vincent Process” 
to the proper degree of hardness and toughness which 
is so essential for trueing and dressing of grinding 
wheels. Let us help you to supply these very neces- 
sary tools to your customers. 





"If its a Huntington Dresser or Cutter—Vincent Makes it” 








THE VINCENT STEEL PROCESS CO. Streorr micnican 
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TIME SAVERS FOR WAR-TIME | 








PRODUCTION 


] 


able he Write for full 
* REG. U. S. PAT. OFF. information and prices. 


GREENE, TWEED & CO. 


BRONX BOULEVARD AT 238 ST 


Dh youself 
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eal 











We are doing our best to 
get shim stock to you 
promptly ...even small- 
quantity items. But, we 
CAN GIVE YOU MUCH 
BETTER SERVICE if 
you make sure that your 
order is properly certified 
for Defense, and that 
such certification ac- 
companies each order. 


P rs to use standard 
poner alan ce yor cnet lengths and 


~- instead o . 
et Il help speed delivery. 


widths. This too wi 







Thank you! 


THE ECONOMY CARTON contains 
assortment of most-needed sizes of thin 
gecisi i +k. Br 
srecision shim stock. 
eee your customer time and trouble 
: ovents waste, wrinkling and shim 


ass or steel. 


eer pre 
stock damage. ; ‘ 
ALSO AVAILABLE: 6 x 100-inch rolls 
of precision brass or steel shim a 
in smaller, handy slotted carton. Thi 
nesses from .001 to 015 inch. 





Simply pull the 
thin shim stock 
through the slot — 


and cut it off! 


LAMINATED SHIM COMPANY 


INCORPORA rED 


58 Union Street °¢ Glenbrook, Conn. Be 


(RS 


MILL SUPPLIES e 


MARCH, 1942 


“eee > NEW YORK City | ROCKFORD 


—<<AX. 


SELL 
THIS 
SINGLE 
TOOL for 
PUNCHING 
and 


NOTCHING 


WHITNEY 


BENCH PUNCHES 


This Whitney combination punching and 
notching tool is the most universally 
used on the market. There are already 
50,000 satisfied users and the number 
grows daily. Nine types and sizes 
handle all jobs neater, faster, and bet- 
ter. Get descriptive booklet for details. 



















ILLINOIS 











YOUR FLAT BELT 
DRIVE CUSTOMERS 
WILL WELCOME 
THIS AID - + - 





CANTOL assures easier traction, 
longer belt life, and more economi- 
cal operation—all of which means 
@ great deal in savings to users of 
flat belt drives. This is the kind 
of help that really counts today. 
Then, too, our Distributors know 
that CANTOL gives consistent 
good service —they will waste no 
time on returns and complaints. It 
stays sold. Sell the Belt Wax that 
all Belt Manufacturers endorse. 


CANTOL WAX COMPANY 


BLOOMINGTON, INDIANA 
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as important features of his service 
which are not always carried out 
100%. If every distributor could 
function 99% in these matters in- 
stead of possibly 80‘¢, it would help 
us tremendously.” 





Look For the 
Smokestacks 


(Continued from page 69) 





cleaning. The flowing slag of the 
second type usually combines with 
the refractory and corrodes or erodes 
the wall. 

Refractory materials used in 
boiler furnaces to meet the service 
conditions outlined are fireclay, ka- 
olin, diaspore, cyanite, silicon car- 
bide and chrome. 

First-quality firebrick are made of 
fireclay having an alumina content 
of about 40% and fusion temperature 
and should never be used in lining 
combustion chambers. 

Kaolin is used in the manufacture 
of super-refractory brick that are 
very dense, have an alumina content 
of 43 to 45% and a fusion tempera- 
ture of 3,100 to 3,250 deg. To avoid 
volume changes in service, brick of 
this material have a high percentage 
of precalcined kaolin and are burned 
at higher temperature than fireclay 
brick. 

Cyanite and diaspore are used 
mixed with fireclay to give special 
refractories of high alumina content. 
By varying the amount of fireclay 
used, the alumina content in the re- 
sulting brick can be governed. Spe- 
cial brick containing 50, 60, 70 and 
60° alumina are standard products 
with many refractory manufactur- 
ers. The fusion temperatures for such 
brick are respectively 3,200 to 3,250 
deg., 3,290 to 3,300 deg., 3,335 deg. 
and 3.389 deg. 

Diaspore is used almost entirely 
for these special refractories, because 
cyanite has to be imported from In- 


dia, hence is too expensive. This type 


of refractory has excellent resistance 


to the slagging action of ash of high 
basic oxide content, but is fluxed by 
coal slags having a high temperature 
of lime. High-alumina brick are prac- 
tically inert to the influence of CO, 








THE 
WINTER 
WAY 


To uphold High 
Quality: to do our 
utmost to give 
Service and Satis- 
faction 





















QUALITY IAPS 


for 


VICTORY 


We ask our 
distributors to 
follow the 
rules now laid 
down under 

which we must 
all operate. By so 
doing. industry 
will be best served. 


THE WINTER BROTHERS CO. 


Main Factory: WRENTHAM, MASS. 


A Division of the NATIONAL TWIST 
DRILL & TOOL CO., Detroit, Mich. 
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More STEAM 





KEY Graphite Paste 


Tell Your Customers About It NOW 


They will be 
glad to hear 
about this time- 
proven method 
of obtaining 
leak-proof joints 
at all thread and 





gasket connections on lines carrying | 


high-pressure steam, hot or cold oily 
liquids, gasoline, kerosene, etc. 


Re-Use Old Fittings . . . Preserve New 
Ones... that is your timely message 
to your customers. Key Graphite 
Paste expands when heated, fills up 
irregularities in flanges and gaskets 
. . - lubricates as it seals... leaves 
joints exsy to disconnect and clean. 
It requires only water for thinning 
and is more economical to use than 


ordinary pipe dopes. 


Your customers will appreciate hear- 
ing about Key Graphite Paste... and 
remember, it pays a higher marginal 
profit than the majority of items you 


handle. 


Some territories are still open for 
Mill Supplies distributors. Inquire 
about your own—TODAY. 





262la McCasland Ave. 


e East St. Louis, Ill. 
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FILE 


their quality to industry. Today our plant is at 


KEY COMPANY 





3 BRANDS 


“ALLIGATOR” 


SWISS PATTERN 


“DU-MORE” 
“KLEEN-CUT” 


AMERICAN PATTERNS 


WORTH KNOWING ABOUT 


We are one of the very few who can offer you 
from ONE SOURCE a complete line of files and 
rifflers. 








We make both American and Swiss patterns 
in all sizes, shapes and cuts and have proven 


top speed serving AMERICA. Perhaps we can 
serve you. 


You can't buy a BETTER FILE 
CARSON-NEWTON CO. BELLEVILLE, N. J. 


CARSON 
NEWTON 


— ce “ry 





JYOW-NA 
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Tell your 
customers to 
replace with 


POWER Nickel-Genuine BABBITT 


A uniform, nickel-treated, genuine 
babbitt alloyed particularly to with- 
stand extremely heavy sustained 
pressures. A superior bearing metal 
in which hardness, strength and high 
melting and softening points are com- 
bined. For use in such machines as 
marine reciprocating engines, water 
turbines, paper mills and rolling mills. 


MAGNOLIA METAL CO. ¢ ELIZABETH, N. J. 


MAGNOLIA BEARING METALS 
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and SO. weakens them less than it 
does fireclay brick. 

Silicon carbide is a product of the 
electric furnace. It is compound of 
silicon and carbon formed into re- 
fractory brick and shapes by bond- 
ing selected grain sizes with small 
percentages of refractory bonds. 
Characteristics are strength at high 
temperature, density, resistance to 
abrasion, infusibility, low spalling, 
uniformity of size, high thermal con- 
ductivity—the latter quality making 
this refractory suitable as a facing 
material on water-cooled walls. 


Most Neutral Refractory 


Chrome is being used for high- 
temperature cements and as a plastic 
refractory on water walls and fur- 
nace bottoms. It is not used in boiler 
furnaces in brick form because of its 
high spalling characteristics. It is the 
most neutral refractory known, hence 
is highly resistant to slag erosion. 
Its fusion temperature ranges be- 
tween 3,400 and 3,700 deg. 

Plastic fireclay refractories have a 
considerable field of usefulness for 
repairing boiler settings, especially 
around doors, burners, and other 
places where special shapes are used. 
They are also used for completely 
| lining a furnace, giving a monolithic 
structure. There is also now available 
an air-set refractory that can be 
poured like concrete into a form and 
is claimed to be designed for operat- 
ing temperatures of 3,000 deg. 

Recent development has brought 
out light-weight insulating firebrick 





suitable for continuous exposure at 
temperatures up to 2,900 deg. with 
fusion temperatures of about 3,200 


deg. 


Recommending Refractories 


When recommending refractories, 





fusion temperature is of secondary 
importance. This temperature is never 
reached in boiler furnaces, and first- 
quality bricks rarely fail from actual 
fusion unaided by fluxing with slag. 
Of much greater importance is the 
ability of the refractory to stand 
load at high temperature. Load-car- 
rying ability of firebrick is influ- 
enced by the quality of the fireclay, 
density of the brick and tempera- 


UMI 





Engineers and Man 
Hydraulic Machiner 








w 
FORGET ABouT Fy, 
SELL ON Fvedleip es 


Fittings by bd 
: yers ‘ see; 
Now is the time bg splitting hairs today, 


oO 
igh-pressure fitings oY high-tempera- 


THE WATSON-STILLMAN CO. 


ROSELLE, NEW JERSEY 


yY and Equipment—Hydr 


Presses, Pumps and Jacks 





® 2496A 
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Tell your Customers to 


LOOK 


for the 


rere 
TELL 


LE 


i 


. 
re.) 
mt 
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Sidings, 





ee 
PUT THEM BACK TO WORK 


In our advertising we are telling your custom- 
ers and prospects to see you (their supplier) 
for new Dart Unions; to search their plants for 
used Darts that have been discarded and put 
them back to work. 


As you know, used Dart Unions can be used 
over and over again—offering ‘‘first-time” 
tightness every time they are installed. This 
ability to make up tight quickly, time after 
time, is due to the fact that each Dart Union 
has matched bronze seats, ground to accurate 
“true-ball” surfaces. Another reason that 
Dart Unions live to such a ripe old age, resist 
pipe strains, rust, and abuse is because Dart 
bodies and nuts are made of air refined mal- 
leable iron. 


In making your rounds why don’t you, too, 
suggest to your trade that they make a search 
for used Darts? 


Dart’s “repeated performance” pays dividends 
to your customers and to you. Get behind 
Darts today, more than ever. And if you are 
not now a member of the Dart distributing 
family, it will pay you to write for the Dart 
Jobber Policy today. 
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Serve Industry in 


"All Out” Defense 


Production speed-up demands greater effi- 
ciency in today's industrial program. 

Don't handicap your workmen. Place WITT 
ROLLER CANS throughout your plant for use 
as containers for small parts in processing. 

You'll like the way WITT ROLLER CANS 
can take the strenuous daily grind of hard 
usage. They are made of special analysis 
steel; lids fit tight and bodies are water- 
proof. 

Use them also, as containers for refuse and 
other waste material. They will prove their 
economy. 


ee MEER OR ne Gee Retro” 





Write for illustrated catalog. 


The WITT Cornice Company 


CINCINNATI, OHIO 


WITT ROLLER CANS are made in 
three sizes 20, 27, 30 gals. Plain 
or corrugated bodies, iron or rub- 
ber wheel casters. 


WINCHELL ST. 
















NEW DEFENSE BRAND OILED SISAL 
ROPE—NO RESTRICTIONS ON ITS SALE 


Are you having trouble obtaining good rope due 
to priority restrictions? For just such companies, 
Fitler has developed a Defense Brand Oiled Sisal Rope. 
It is lubricated against internal friction and is specially 
treated with a water preservative. Under O.P.M. General 
Preference Order No. M-36 Amendment No. 2 dated Dec. 19, 
1941, manila rope was placed on the list of production limitations. 
To those able to Fienish a preference rating of A-|-J or better on a 
P.D. Certificate form, attached to order, Pure Manila Rope is still 
obtainable. 


THE EDWIN H. FITLER ¢O. 


Manufacturers of Quality Rope for Over a Century—Established 1804 
MAIN OFFICE, PHILADELPHIA, PA. 
St. Louis New Orleans Los Angeles 





So 
: 


New York Chicago San Francisco 
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ture at which it is burned in the | 
kiln. Dense, hard-burned brick usu- 
ally have greater strength than softer- | 
burned brick containing a high per- | 
centage of flint clay. 

Chemical analysis of brick tells 
practically nothing about its charac- | 
teristics, particularly with respect to 
its fluxing action with fuel-ash slag 
and its consequent ability to with- | : 
stand slag erosion. The damaging | JRRREE ao HUI 
action is not only influenced by the | 5" 
respective composition of the refrac- | 
tory and ash but also by the tem- 
perature and furnace atmosphere in 
contact with the wall. If this is high 
in CO and low in 0 the fluxing tem- 
perature is generally much lower. 
Generally speaking, a dense brick 
withstands slag action better than a 
porous brick. Coating the walls with 
chrome mortar and using chrome in 
laying up the brick has in some in- 












stances proved beneficial. Chrome ODAY you can make more money selling 

and silicon carbide withstand slag Roper Pumps than ever before —REASON—a 

better than any other boiler refrac- complete line to meet every need because of new 

ny : capacities, new pressures, new quietness, and 
; new efficiences. An immediate 


Spalling and profitable move on your part 
should be one that will take you 
into all process and manufacturing 
industries with Roper Pumps. 


Spalling, which is the breaking 
away of solid pieces from the fire 
side or end of the brick, may be due i D 

There is a Roper representative 
in your vicinity—he has had wide 
experience selling pumps—if you 
need help he'll gladly cooperate—contact him 
and learn about all the sound help he can 
really give you. 


to one or more of several causes. 
One cause of such wastage is the 
volume change caused by the rapid 
temperature fluctuation occurring 
when firing up or banking a boiler. 
Usually porous or less-dense brick 
of soft burn give less trouble with 


spalling from this aim than do You can sell Roper Pumps 
dense brick. The porous structure to ALL INDUSTRIES 


distributes the stresses and permits 

Check the Roper Catalog and see the hun- 
dreds of uses for which you can sell Roper Pumps 
—there’s a Roper to handle almost any liquid 
has good spalling characteristics. from Butane to Tar. 


FREE Roper Pumps are standard fitted, bronze fitted 
| Send for your a and all bronze—capacities from 1 to 1000 gallons 
{ Catal ‘ e ; 
re eal ~ aces per minute—pressures up to 1000 lbs. per sq. inch 
cutaway views, draw- —gspeeds from 1800 R.P.M. down—mountings and 
ings, dimension and ca- P ~ 
patty tides, Gnd eum drives for every practical need. 


pt ween of To get all the facts, write Geo. D. Roper Cor- 
the improved Roper 


line. poration, Rockford, Illinois. 


Fig. 1—Deformation of fireclay bricks RO E R DER Kotary PUM U Mp S 


a large portion of the expansion to 
be taken up within the brick. But 
a new development has resulted in a 
very dense super-fireclay brick that 








under load of 25 lb. per sq. in. at 
various temperatures. | 





CEP ENOABLE- SINCE 18657 
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WATER' WASH 
AIRFINISHING BOOTHS 
END COSTLY 
CLEANING JOBS 


Turn Cleaning Time 
Into Productive Time 


"Time-outs" for spray booth cleaning 
have no place in 24 hour a day, wartime 
production. This costly, time consuming 
job must be eliminated. With the Paasche 
Water Wash Airfinishing Booth this job 
can be eliminated cleaning time 
turned into productive time. 


In the Paasche Booth, overspray that 
usually accumulates on walls of booth, ex- 
haust fan and ducts, is thoroughly washed 
from exhausting air and precipitated into 
a settling tank. In many cases the pre- 
cipitated solids can be reclaimed and im- 
portant savings in material effected. 


Manufacture, realizing the immense ad- 
vantages of the Paasche Water Wash 
Booth, are replacing older equipment and 
installing this cleaner, safer, and healthier 
water wash type. New plants are being 
equipped likewise. 


To meet the increasing demand for 
these booths, and Airpainting Equipment 
to speed war production, Paasche is work- 
ing day and night .. . serving distributor, 
industry and the nation. The quality and 
advanced features that have made Paasche 
products famous continue to be part of 
every job assuring excellent performance 
and satisfaction. 


Paasche Water Wash Booths like that 
pictured above, are in service 24 hours 
@ day in many defense plants. Self 
cleaning features of the Paasche Booth 
makes costly cleaning jobs unnecessary 
—saves valuable time. 


Hirbuush 60 


1915 DIVERSEY PARKWAY, CHICAGO, RL. 





Likewise, lack of uniformity in the 
refractory material may cause a por- 
ous brick to spall more than a denser 


| brick. 


When slag forms on a brick it 
sometimes penetrates into the brick a 
considerable distance, forming a very 
brittle section which may easily rup- 
ture or spall when subjected to any 
strain. The more porous the brick the 
more readily it is penetrated by 
molten slag and the greater the 
tendency to spall from this cause. 


Another cause of spalling is pinch- 


| ing of the fire ends of the brick when 
insufficient clearance for expansion 


has been allowed. It should be borne 
in mind that the temperature of the 
fire end of the brick is materially 
higher than the rest of the brick and 
that consequently it expands more 
than the rest of the brick. If the brick 


does notereach the softening tempera- 


'ture before the load becomes too 
| great, relief must be obtained by 


failure in such a way as to relieve 
the strain. Consequently, other fac- 
tors being equal, brick having the 
highest expansion and least uniform 
rate of attaining their maximum ex- 
pansion are most susceptible to spall- 
ing when subjected to rapid heating 
and cooling. 

Many refractories intended for high 
heat now contain clays in which the 
pre-calcining temperature has been 
increased; one brand of kaolin in 
which mullitization is well advanced 


|contains clay pre-calcined at 3,000 


deg. (Pre-calcining is pre-burning to 


| prevent later shrinkage during manu- 


facture. ) 


The highest point in the develop- 
ment of fireclay brick is represented 


| by various super-duty bricks. Their 


| 
| 
| 


| 
| 


| 
| 


| 


| 


\to nearly 


chief characteristics are high density 


and volume stability which contribute | 


to increased slag and spalling re- 
sistance. 

The trend in the search for better 
high-aluminum refractories has been 
for a material which can be converted 
100% crystal. 
Cyanite approaches such a material 


mullite 


| and lately there is an increase in the 
; : ‘ 
use of Indian Cyanite for this pur- 


pose because of its purity. 
Important among new develop- 


ments are the improvements made 
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. . . Offer features that will 
help you help your 
customers..... 


The advantages of “CALDER TRUE CUT” fea- 
tures are readily apparent to any one famil- 
iar with the design and use of grinding wheel 
dressers. To the distributor these features are 
important sales boosters; to the user they 
mean truer wheels, longer dresser life and 
lower dresser costs—advantages which your 
customers will quickly appreciate. 


Calder 
construction 





Conventional 
design 


For example, the Calder has hardened steel 
bushings threaded in the direction of cutter 
rotation instead of the pressed in bushings 
used in conventional dressers. Calder bush- 
ings cannot work loose from vibration and 
when worn can be easily and quickly re- 
placed. 


Calder Cutters are made 
from high grade tool 
steel and are properly 
heat treated in modern 
electric furnaces to in- 
sure maximum resistance 
to shock and abrasion. 
They can be depended 
on for fast cutting and 
long life. 





Get all the facts today concerning CALDER 
“TRUE-CUT” DRESSERS. A sample will con- 
vince you. 


CALDE 


MFG. 632 N. Prince St. 
CO. Lancaster, Pa. 

















CLEMENTS 


CADILLAC 


Portable Electric Combination 


BLOWERS & SUCTION CLEANERS 
ARE BEING BOUGHT IN — 


INCREASING 
VOLUME 


YOU CAN SELL 

THESE EFFICIENT 
CLEANING TOOLS 
IN GREATER 
VOLUME, 
TOO. 











5 MODELS 
(1 HP Illustrated) 





Industry in “speed up” production 
cannot permit dust and dirt to cause 
any “slow-down.” Cadillac Blowers 
and Suction Cleaners perform out- 
standing cleaning tasks. Write for de- 
tails now. 


CLEMENTS MFG. CO. 


6656 S. Narragansett Ave., Chicago, Ill. 

















Terrific speed, sure efficiency—these are 
the watch words of America’s war efforts. 


Contractors and craftsmen prefer the 
C & L heat tools which they know will 
satisfy these requirements. 


Pictured above is the popular C & L Fire 
Pot No. 22A, whose speed has never been 
equaled. This is the largest selling fire 
pot in the world. Like all C & L heat tools. 
it is simple to operate, starts quickly, is 
built for long and hard use. 


By eliminating less through dross, it 
saves fuel and metal—another factor of 
importance to defense. 

Check your stock of C & L torches and 
fire pots today. Order replacements from 
your supply house. 


CLAYTON-& LAMBERT 
Detroit, Mich 


MFG. CO 














with 


cost protection . . 


products. 





Supply the need for 


LOW-COST PROTECTION 


BLACK 


METAL COATING 


Careyclad—developed by Carey research—is a bet- 
ter Metal Coating that sets new standards of dura- 
bility and service. “Cash in" on the demand for low- 
. sell Careyclad—with satisfaction 


for your customers and PROFITS for YOU! 


Careyclad protects metal against rust and weather— 
is extremely durable, abrasion resistant, and resistant 
to acid, alkaline and salt atmospheric conditions. It is 
a practical low-cost coating for metal buildings, iron 
sheets, structural steel, bridges, heavy machinery, 
ornamental iron work and numerous sheet metal 


Applied by spray painting, brushing or dipping. 
Promptly available in quantity. Write for details of 
distributor proposition—address Dept. 55. 


THE PHILIP CAREY MFG. COMPANY, Lockland, Cincinnati, Ohio 
Dependable Products since 1873. 
IN CANADA: THE PHILIP CAREY COMPANY, LTD. 
Office and Factory: Lennoxville, P.Q. 





PROLONGS EQUIPMENT LIFE! 


FOREDOM MODEL Ill 
Flexible Shaft 


GRINDING KIT 
Industry's Versatile 
"First-Aid" Tool! 


There are few places one can't reach with the 
Foredom pencil-size handpiece. That's why this 
tool is so indispensable in any plant. Time and 
again it saves an expensive disassembly and 
reset job . . . dozens of tool-room and main- 
tenance uses are possible with the Kit. Pencil- 
size assures accurate, precise finger-tip control 

. . enables work kept well in view. Plants buy 
several tools to place in key positions. 


WITH FOREDOM'S FAMOUS 
PENCIL-SIZE HANDPIECE 


At this low price Mode! 


plete with kit and’ acces- 
sories, $23.50. 











For Complete, Illustrated Information Write Dept. 324 





The handiest little "pinch-hitter" that 
ever came industry's way. Can be 
used at the bench—suspended from 
any convenient hook—or slung from 
operator's shoulder by slipping a 
strap through motor hanger. Even 
if the shop has heavier types flexible 
shaft tools, FOREDOM offers the 
advantage of accurate, sensitive 
control. through its sturdy pencil-size 
handpiece, of which thousands are 
in use. 


World’s Most Complete Line of Light Flexible Shaft Tools 


FOREDOM ELECTRIC COMPANY 


27.Park Place ®@ 
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LOWELL 


THE OLD RELIABLE WRENCH 


— 


1942 


From the old 
curled rim derby 
and button shoe 
days to the present 
era of modern 

i ment 


equalled for quality 
and service. This 
condition will con- 
tinue. 


Defense Work must 
come first, but non- 
Defense _ orders 
from our regular 
distributors will get 
every attention pos- 
sible. 


If your customer has a 
priority rating, be sure 
and give it. Always tell 
us about them if possible. 





LOWELL WRENCH CO. 


WORCESTER, 


MASS. 
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in insulating  firebrick, 
to the point where they are rec- 
ommended for use as a_ furnace 
lining in locations not subject to slag 
or abrasion. A castable mixture with 
hydraulic is also available. A 
greater development has 
been made in the refractories ap- 
plicable to other than boiler furnaces. 

From the foregoing it is evident 
that there is no “cure-all” or “best” 
refractory. To resist certain furnace 
conditions, a dense brick may be 
best, while for other conditions a 
more porous brick is indicated, and 


both conditions may exist in the same 


set 
somewhat 


furnace at the same time. Where con- | 
ditions are severe, as in oil furnaces, | 
brick with higher fusion temperature | 
and load-bearing characteristics may | 


be required, but in all cases the brick 
resulting in the lowest total cost, in- 
cluding maintenance, should be rec- 
ommended. 





New Products 


(Continued from page 75) 





tions, All are made in several standard 
sizes. The net straining area of the 
“Ezy-Kleen” strainers equals the high- 
est Hydraulic Institute recommenda- 
tions on the fine mesh basket and ex- 
ceeds them on and 


medium coarse 


mesh. 


| able for operating pressures up to 50 


psi. and for temperatures up to 275 F. 
—Blackmer Pump Co., Grand Rapids, 
Mich—Mi. Suppwises, March 1942. 


Belt Grinder 


Convenient Hand Adjustments 


A small abrasive belt sander-grinder 
using a belt 4-in. wide by 45-in. in 
circumference, has been placed on the 
market. This grinder is so equipped 
that it may be used either with dry 
belts or with the new type, resin bonded 
abrasive belts on which water or other 
coolant is sprayed. A 34-hp., 1725 r.p.m. 
ball bearing, totally enclosed motor, 
directly connected to the drive pulley 
of grinder, gives a belt speed of 3400 
surface feet per minute, travelling over 
a flat backing plate 4-in. x 10-in., allow- 
ing a working surface of 40-sq.in. Two 
hand adjustments simplify the applica- 
tion, removal and alignment of abrasive 
belts. A removable side guard exposes 
the entire interior. A position change 
from vertical to horizontal can be 
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brought | 


Standard constructions are suit- | 













INDUSTRY 


mands 
= and more 


JUSTRITE 
§ 
PRODUCTS 


i d-up te- 

A industrial spee ; 

poo oe ‘ncreased etfislont? . - 

d sa 
improve ard 













for you: 
share? 


JUSTRITE 
Safety CANS 


Years of service have 
| proved this to be the safe, 
sensible way to store 
and handle explosive and 
‘flammable liquids. Lid 
closes automatically when 
not in use. Large nozzle 
has special lip—easy to 
fill—no spilling—no fun- 
nel needed. Body of 24 gauge lead-coated 
steel double seamed and soldered. Mal- 
leable iron nozzle and handle. Made in 7 
sizes from 1 pint to 5 gallons. Approved, 
inspected, and individually numbered and 
| labeled by Underwriters’ Lab., Inc. 
Justrite Safety Filling Cans have same gen- 
eral construction as above but are equipped 
| with flexible metal spout for safe, easy 
pouring. Made in 4 sizes—5S to 20 qts. 
Approved and listed by Underwriters’ Lab., 
| Inc. 


JUSTRITE Oily Waste CANS 


The preferred con- 3 
tainer for oily waste casing 
and other ‘flammable 
material. Made of 24 
gauge stee] double 
seamed and soldered, 
with ‘%e” band iron 
legs and handles. Sup- 
plied with or without 
foot lever. Cover 
closes automatically. Approved by Under- 
writers’ Lab., Inc. and Associated Factory 
Mutual Fire Ins. Cos. 


JUSTRITE Twin-Bulb 
ELECTRIC LANTERN 


The most dependable 
lantern for industrial 
use. Sturdily built for 
years of service. Twin 
bulb feature reduces 
danger of lamp failure. 
Just flip the switch and 
second bulb lights in- 
stantly. Gives light to 
sides as well as power- 
ful forward beam. Ap- 
proved by Underwriters’ Labs., Inc. 


If you aren't cashing in on the growing de- 
mand for Justrite Safety Products, write 
today for full details. literature and prices. 


JUSTRITE MANUFACTURING CO. 
2079 Southport Ave. Chicago, Ill. 
2 i Sa 




















| warrrc | 
NORRIS | 


BOTTOM-POUR 


© TYPE GRP 
FOR EASY TURNING 
ENTHLATEO 
Sitty 


WAT SHIELD FLANGE 









es ||| sell 
wr A | VALLEY GRINDERS 


A good item for ‘tian 
Repeat Sales — | % Economical, efficient performance 


% Complete satisfaction in service 
Be sure you have a good stock of 
NORRIS Bottom-Pour Ladies. They are More than 20 years of painstaking research and manufacture have produced Valley 
quick sellers and also repeat sellers. 


The bottom-pour principle means Grinders, which are now accepted for their quality, accuracy, and performance through- 
h ; ; 

outed babteas te toes Eee ot Gn out the world. Most large industrials know from experience what to expect from Valley 

trouble. There's saving in metal too Grinders and satisfied customers are your best assurance of profitable repeat business. 

because there is no need to skim off | 


dross or dirt. Let us send details— 
oe dl ese =” by the Valley Guarantee. Specifications include heavy shafts, over- 
sizes, 3'' to 10"' inclusive. 


Valley Grinders are powered by the famous Valley Ball Bearing Motors and protected 


' size ball bearings, wide wheels, and adjustable tool rests. Sizes 
from 14 h. p. Bench to 5 h. p. Pedestal models, 


Valley Electric Corp. 


4221 FOREST PARK BLVD. ® ST. LOUIS, MO. 











NORRIS BROTHERS 
INC. 


DIXON ST. ROBINSON, ILL. | :% 

















- HELPING DISTRIBUTORS 
MEET THEIR NEW AND | 





LARGER PROBLEMS ... 





THIS LIST REPRESENTS LIST OF 


WOVEN 
CAPITAL 
GLOBE .=<, “600D BUSINESS” |“RED CAP" 








There are two prime reasons why A? S g i y 7 TH A * INDUSTRIAL 
GLOBE WOVEN BELTING PRODUCTS BRUSHES AND BROOMS 
ideally equip distributors under today's 
stepped-up production conditions. 5 0 Y a A R S Beef Washing Brooms 

First, GLOBE is synonymous with qual- s 8s 8 Hide Brooms 
ity and tong. ite, i“ tested features General Industrial 
of every elt assure that it wi ° ° 
ive the utmost in satisfactory service. @ We repeat — many Mill Supply Dis- only ered 
econd, is the policy of 100% ° H 
pa ee ey oe close tributors have been selling the CAPITAL Textile Brooms 
collaboration, provides all those H i i 
service aids that make more customers, line for more than 50 yours and still enjoy petra so Brooms 
and better customers, for its distributors. steady good paying business. CAPITAL J sate Same 

anitor rooms 

A GLOBE franchise represents a sound se - H 
choice in the sale of Woven Belting RED CAP Industrial Br aaa hes an d Parlor Brooms 
Products. Write for the complete Brooms are well known in industry but Push Brooms — 

GLOBE price and product story. GLOBE a Street Sweeping Brooms 
makes, among others: they are establishing new records today a Ai 
for service, quality, economy, and all he 
@ SOLID WOVEN WHITE COTTON BELTING d ffici a ki Ys the h +r Beg Washer 
@ SOLID WOVEN WATERPROOF TREATED around efficiency in taking over the huge Brushes 
BELTING maintenance job necessitated by defense Qaunten Beak 
@ ENDLESS WOVEN BELTS Th S tedieitenls ch ee 
work, il i r ice. Scrub Brushes 
o nemaeaee Gude ork, They are still industry's choice 


. . * ote" Special Brushes 
© WEBBINGS ond BELTING SPECIALTIES Get details on our protective Distribu- Stree? Rete 
tors’ policy. 


for 


e4 Ro} =3amm| INDIANAPOLIS | tcrones,, racaue, 


BRUSH AND BROOM MANUFACTURING CO. MINES FISHERIES 


Woven Belting Co., Inc. MILLS cas 
1400 Clinton St. Est. 1890 RAILROADS PLANTS 


FOUNDRIES ice HOUSES 


BUFFALO, N.Y. Corner Brush and Broom Sts., Indianapolis, Ind. OIL FIELDS MARINE USE 
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THEY SELL BETTER 
BECAUSE THEY SERVE BETTER 









e 
“UNBRAKO" SELF-LOCKING 
HOLLOW SET SCREWS 


Dig in for the duration and stay 
locked—no matter how severe 
the vibration and number of 
applications. 


“Unbrako” users report main- 
tenance savings, and the pre- 
vention of costly break- 

downs and delays caused 
by ordinary set screws fail- 
ing to hold. 


FOR YOU: These extra advan- 
tages due to a patented feature 
mean protection for you, quick 
turnover, satisfied customers and 
repeat sales. 


WRITE for our proposition TODAY. 


STANDARD PRESSED STEEL Co. 


JENKINTOWN, PENNA. BOX s19 


—— BRANCHES —— 
BOSTON +» DETROIT «INDIANAPOLIS * CHICAGO + ST. LOUIS * SAN FRANCISCO 


Pat'd. and 
Pat's. Pend'g. 


The KNURLING of Socket 
Head Screws originated 
with "UNBRAKO"™ years ago. 























SPEED 


ee IN THAT 


There's 


construction! 





There's 
POWER too! 


—and, there's more 
SALES for you! 





Users of Atlas Car Movers get "com- 
pound leverage" action—and that's why 
they like these Car Movers—they get 
speed, power, efficiency, dependability 
—and, there are Atlas types all with the 
same action to meet every possible de- 
mand. You'll move more Car Mover 
business your way with the Atlas just as 
easily as the Atlas moves cars. Be sure 
you have an Atlas stock. 


Appleton-Atlas Car Mover Corp. 


2947 No. 30th St., Milwaukee, Wis. 
(Formerty Appleton Car Mover Co., Appleton, Wis.) 








Annual TRIPLE MILL 
SUPPLY CONVENTION 


To be held in 


ATLANTIC CITY 
MAY 4, 5, 6 


Are you planning to be there? 


For information 
write — 
MILL SUPPLIES 


330 W. 42nd St. New York, N. Y. 
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HIGH-PRODUCTION 


Ettes- 


TAPPING AND 


SEL 








KEYLESS DRILL CHUCKS 
that save time and energy } 
and are built for years of 
hard service. q 


TAPPING MACHINES 
so designed that unskilled 
labor can tap 2400 to 
12,000 holes per hour on 
them. 





TAPPING ATTACHMENTS 
that can be used on any 
\ drill press and turn it into 
»}a high-speed, sensitive 
b tapper. 

7 


TAP 
CHUCKS 
with visible 
grip that as- 
sures true 
centering and 
positive driv- 
ing and saves 

taps. 
BULLETINS giving ful 
r details iled on rt t. 


q 


ETTCO TOOL CO., inc. 
600 Johnson Ave., Brooklyn, N. Y 


Specialists in Tapping and Drilling 
Equipment for over 25 years 























a 









What T-M FLASH 
ALLOY STEEL 
means in Sling Chains 


Heat-treated alloy 
steel, the toughest, 
most ductile, and re- 
sistant to work-hard- 
ness and abrasion, is 
chosen for T-M Flash 
Alloy Steel Sling 
Chains. T-M Design 
and T-M Electric 
Flash Welding per- 
fect these chains for 
heaviest loads, long- 
est wear. 


Each link is an abso- 
lute weld of both 
sides of the two 
U-shaped halves, 
positively insuring a 
stress-free weld. 


Inside surface rein- 
forcing bulges inside 
both sides of link. 
Extra metal adds ex- 
tra strength. Close- 
hitched links mini- 
mize bending around 
corners. Chain and 
attachments heat- 
treated after assem- 
bly to insure uniform 
strength. 


The Taylor-Made 
Line is complete. Put 
your chain problems 
up to us. We believe 
we can help you. 
Ask for illustrated 
catalog and data. 


Established 1873 








































quickly made by removing three bolts. 
The “Type G-4” is recommended for 
sanding or grinding small parts com- 
posed of wood, metals, plastics, glass, 
fibre, hard rubber, ceramics and other 
materials where a clean, uniform sur- 
face is desired, pieces to be squared 





or radii to be generated. It will also 
handle many light milling and grinding 
operations without the use of fixtures, 
thus saving lock up and tool travel 
time over voids in scattered areas.— 
Porter-Cable Machine Co., Syracuse, 
N. Y.—Mutut Suppties, March 1942, 


Coding Control 


Prevents Human Error 





In order to provide a method of indi- 
cating to the public and employees the 
danger of air raids, the “Reco” motor 
driven coding control has been devel- 
oped for use with sirens, alarms, sig- 
nals, etc. As its action is automatic, 
the danger of carelessness, neglect and 
error ever present with manual-oper- 
ated sirens and alarms is avoided. This 
contro] has two signals. One signals a 
series of alarms in 15 cycles of raising 
and lowering tones during a period of 
two minutes. The other signals a steady 
all clear siren blast for two minutes. 
This control is supplied with automatic 
cut-off and push button start, for 110 
volts 60 cycle current, size 5 x 6% x 4-in. 
Can be furnished in weatherproof cabi- 


MILL SUPPLIES * MARCH, 1942 








“ROTARY ° 





ARE USED BY THESE 
AND MANY OTHER 
































Armour & Company 

Carnegie-Itinois Steel Corp. 

Chicago Tribune 

Chrysler Corporation 

Colgate-Palmolive-Peet Co. 

Crown Cork & Seal Company 

Dow Chemical Company 

DuPont Rayon Company 

Durkee Famous Foods, Inc. 

Ford Motor Company 

General Electric Co. 

General Motors Corporation 

B, F. Goodrich Company 

Kraft- Phenix Cheese Co. 

Ell Lilly & Company 

New York Shipbuilding Corp. 

Sherwin Williams Co. 

Southern Cotton & Oil Company 

Trinidad Asphalt Mfg. Co. 

United Fruit Company 

West Virginia Pulp & Paper 
Company 

Western Electric Company 

Westinghouse Electric & Mfg. Co. 

Wheeling Steel Corp. 


AND FOR DEFENSE 


we furnish pumps for — 
Minesweepers, sub-chasers, seaplane 
tenders, tankers, harbor tugs, cargo 
boats, aircraft and others. 








BMP THAT 1S SELF-ADJUSTING Fog > 
i) 


SFamousBUCKETDESIGN'S 





Bilackmer high efficiency and low op- 
erating costs result from the unique 
“swinging-vane” principle, “Bucket 
Design’. No other pump offers this 
feature. Blackmer dependability is im- 
portant in war production NOW. 


A DISTRIBUTOR'S LINE 
OF ROTARY PUMPS 


Standard Blackmer 
Pumps handle these 
and many other 
materials— 

Acids 

Alcohols 
Asphaltum 
Bleaches 

Brines 

Caustics 

Coal tar 

Dyes 

Foods 

Molasses 

Naphtha 
Oil—Crude 
Oil—Lube 

Paints 

Soaps 

Solvents 

Syrups 

SANITARY PUMPS Tractor fuel 








POWER PUMPS 





Write for complete catalog of the Blackmer 
Line and the non-technical handbook “How to 
Choose a Blackmer Pump.” 


Free to distributor's salesmen. 


BLACKMER PUMP COMPANY 


1813 Century Avenue, S. W. Grand Rapids, Michigan 
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grat. office THEY SELL BETTER 
, BECAUSE THEY SERVE BETTER 
* a . - a 


“UNBRAKO" SELF-LOCKING 
HOLLOW SET SCREWS 


Dig in for the duration and stay 
locked—no matter how severe 
the vibration and number of 
applications. 


“Unbrako” users report main- 
tenance savings, and the pre- 
vention of costly break- 

downs and delays caused 
by ordinary set screws fail- 
ing to hold. 


FOR YOU: These extra advan- 


satin aa tages due to a patented feature 





Pat's. Pend’s. mean protection for you, quick 
The KNURLING of Socket turnover, satisfied customers and 
Head Screws originated repeat sales. 
with “UNBRAKO" years age. WRITE for our proposition TODAY. 











STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA. BOX 519 
— BRANCHES —— 
BOSTON + DETROIT + INDIANAPOLIS * CHICAGO « ST. LOUIS » SAN FRANCISCO 








There's SPEED 


IN THAT 
construction! 







here's 
POWER too! 


| —and, there's more 
| SALES for you! 






Vimy p® 
WREAG Cay 
anereaNeS <7 eh 

s¢ +) 3 4 

8 SY - ¢ 


—. 
CAB ARLD eee 08 OK Pe ee 








Users of Atlas Car Movers get “com- 
pound leverage" action—and that's why 
they like these Car Movers—they get 
speed, power, efficiency, dependability 
—and, there are Atlas types all with the 
same action to meet every possible de- 
mand. You'll move more Car Mover 
business your way with the Atlas just as 
easily as the Atlas moves cars. Be sure 
you have an Atlas stock. 


Appleton-Atlas Car Mover Corp. 


2947 No. 30th St., Milwaukee, Wis. 
(Formerly Appleton Car Mover Co., Appleton, Wis.) 








Annual TRIPLE MILL 
SUPPLY CONVENTION 


To be held in 


ATLANTIC CITY 
MAY 4, 5, 6 


Are you planning to be there? 


For information 
write — 


MILL SUPPLIES 
330 W. 42nd St. New York, N. Y. 
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SEL HIGH-PRODUCTION 

Ettoo- Frick 

TAPPING AND DRILLING 
EQUIPMENT 


KEYLESS DRILL CHUCKS 
that save time and energy 
and are built for years of } 
hard service. 


TAPPING MACHINES 
so designed that unskilled 
labor can tap 2400 to 
12,000 holes per hour on J 
them. 









> 

+ TAPPING ATTACHMENTS 
i that can be used on any 
, drill press and turn jit into 
}a high-speed, sensitive 
b tapper. 


, TAP 
CHUCKS 
with visible 
grip that as- 
sures true 
centering and 
positive driv- 
ing and saves 

taps. 


BULLETINS giving full 
r details mailed on request. 


ETTCO TOOL CO., inc. 
600 Johnson Ave., Brooklyn, N. Y 


Specialists in Tapping and Drilling 
Equipment for over 25 years 





. i i ae 
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What T-M FLASH 
ALLOY STEEL 
means in Sling Chains 


Heat-treated alloy 
steel, the toughest, 
most ductile, and re- 
sistant to work-hard- 
ness and abrasion, is 
chosen for T-M Flash 
Alloy Steel Sling 
Chains. T-M Design 
and T-M Electric 
Flash Welding per- 
fect these chains for 
heaviest loads, long- 
est wear. 


Each link is an abso- 
lute weld of both 
sides of the two 
U-shaped halves, 
positively insuring a 
stress-free weld. 


Inside surface rein- 
forcing bulges inside 
both sides of link. 
Extra metal adds ex- 
tra strength. Close- 
hitched links mini- 
mize bending around 
corners. Chain and 
attachments heat- 
treated after assem- 
bly to insure uniform 
strength. 


The Taylor-Made 
Line is complete. Put 
your chain problems 
up to us. We believe 
we can help you. 
Ask for illustrated 
catalog and data. 


Established 1873 
































quickly made by removing three bolts. 
The “Type G-4” is recommended for 
sanding or grinding small parts com- 
posed of wood, metals, plastics, net 
fibre, hard rubber, ceramics and other 
materials where a clean, uniform sur- 
face is desired, pieces to be squared 














or radii to be generated. It will also 
handle many light milling and grinding 
operations without the use of fixtures, 
thus saving lock up and tool travel 
| time over voids in scattered areas.— 
Porter-Cable Machine Co., Syracuse, 
N. Y.—Mitt Suppties, March 1942, 


| 
| Codi: .; Control 


Prevents Human Error 





| In order to provide a method of indi- 
cating to the public and employees the 
danger of air raids, the “Reco” motor 
driven coding control has been devel- 
oped for use with sirens, alarms, sig- 
nals, ete. As its action is automatic, 
the danger of carelessness, neglect and 
error ever present with manual-oper- 
ated sirens and alarms is avoided. This 
| contro] has two signals. One signals a 
| series of alarms in 15 cycles of raising 
| and lowering tones during a period of 
two minutes. The other signals a steady 
| all clear siren blast for two minutes. 
This control is supplied with automatic 
cut-off and push button start, for 110 
volts 60 cycle current, size 5 x 64% x 4-in. 
Can be furnished in weatherproof cabi- 
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BLACKMER 





ROTARY °* 


ARE USED BY THESE 
AND MANY OTHER 

































Armour & Compan 

Carnegie-Ilinois Steel Corp. 

Chicago Tribune 

Chrysler Corporation 

Colgate-Palmolive-Peet Co. 

Crown Cork & Seal Company 

Dow Chemical Company 

DuPont Rayon Company 

Durkee Famous Foods, Inc. 

Ford Motor Company 

General Electric Co. 

General Motors Corporation 

B, F. Goodrich Company 
raft-Phenix Cheese Co. 

Eli Lilly & Company 

New York Shipbuilding Corp. 

Sherwin Williams Co. 

Southern Cotton & Oil Company 

Trinidad Asphalt Mfg. Co. 

United Fruit Company 

West Virginia Pulp & Paper 
Company 

Western Electric Company 

Westinghouse Electric & Mfg. Co. 

Wheeling Steel Corp. 


AND FOR DEFENSE 


we furnish pumps for — 
Minesweepers, sub-chasers, seaplane 
tenders, tankers, harbor tugs, cargo 
boats, aircraft and others. 
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Blackmer high efficiency and low op- 
erating costs result from the unique 
“swinging-vane” opprinciple, “Bucket 
Design”. No other pump offers this 
feature. Blackmer dependability is im- 
portant in war production NOW. 


A DISTRIBUTOR'S LINE 
OF ROTARY PUMPS 


Standard Blackmer 
Pumps handle these 
and many other 
materials— 

Acids 

Alcohols 
Asphaltum 
Bleaches 

Brines 

Caustics 

Coal tar 

~~ Dyes 

Foods 

Molasses 

Naphtha 
Oil—Crude 
Oil—Lube 

Paints 

Soaps 

Solvents 

Syrups 

SANITARY PUMPS Tractor fuel 








POWER PUMPS 





Write for complete catalog of the Blackmer 
Line and the non- -technical handbook “How to 
Choose a Blackmer Pump.” 


Free to distributor's salesmen. 


BLACKMER PUMP COMPANY 


1813 Century Avenue, S. W. Grand Rapids, Michigan 
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ginseree FOR TODAY 


FAST 
ACCURATE 
VERSATILE 


HERE all-around 

efficiency is de- 
manded on a wide va- 
riety of jobs, — get a 
Wells! It handles 
every type of job 
speedily and accu- 
rately because it has the best of to- 
day’s engineering features devel- 
oped into a fast, versatile and de- 
pendable metal cutting unit. And 






Now Built in three Sizes 
. round or 5” x 







flat 
Also the No. 9 Upright Saw. 


boosting saws. 














Day after Day 
Reliable Service 


DAGGETT 
LOOSE PULLEYS 








Saves lubricant — oiling time — 
replacements — power losses — and all 
these savings are most important in 
plants where defense work is being 
done. Help your customers to insure 
constant service with no shutdowns or 
time losses — we can give you quick 


it’s portable—you can take it to the ‘ 
service too. 


job. Write today for complete de- | 
tails on these low cost, production 














IMPORTANT 
Tool Room 
Equipment « « 














MORGAN sr VISES 


These are important features maintain perfect rigidity. They are 
MORGAN Vises that mean Caden important and necessary to all pro- 
efficient performance in our war in- 4uction plants and you can supply this 
dustries:—they are ready for steady — _We can fill your orders for 
day after day performance without Con — Bench. Combination Pipe, 
loss of precision or accuracy. They aon pe Chuching. Woodworking. 

‘ lid Nut Continuous Screw, Quick 
are strong and reliable to meet today’s Action, and Lightning Grip—and we 
extra demands. They retain and _ can fill them right away. 
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Expansion 





MORGAN VISE CQ. ts serreason st. CHICAGO, ILL. 


o ren 4 
Sy 


WITH 


BALL BEARING 





CHICAGO PULLEY G 


SHAFTING CO. 


N. Des Plaines St ii ler elon ia a 





DEPENDABLE 
ANCHORING 


DEVICES— 


WHEN YOU 
WANT THEM! 





Supply houses everywhere have 
ound it pays to stock and 
feature CHICAGO'S complete 
line of expansion bolts, expan- 


‘Chicago sion nuts, toggle bolts and other 
Holt-the' dependable anchoring devices. 
Original Chicago's wide variety of types, 


diameters and lengths meet your 


a customers’ requirements in every 
) field and make money for you. 
A And—we can make prompt de- 


livery on most items. 


The Chicago line includes expan- 
sion bolts (cadmium plated or 
hot dipped galvanized), expan- 
sion nuts for standard machine 
screws and bolts, Chicago-Wrig- 
ley tumble toggle bolts, Chi- 
cago Spring-Wing toggle bolts, 
anchoring units for machine 
bolts, expansion conduit and 
pipe hooks, expansion bridle 
rings, malleable lag screw and 
machine bolt shields, lead wood 


screw anchor) 


Nut (machine screw shields, star drills. 
Write for catalog and 
— . attractive discounts today 
™ 
EXPANSION BOLT CO. 
2236 West Ogden Avenue 
tae 


Chicago, Illinois 








net if desired. with door lock, fuse block | 
| and push button.—Reynolds Electric | — a 
| Co., Chicago, Ill.—Mut Surriirs. | Now, More Than Ever— 
March 1942. 


a basketball star 


would score few goals 





if he wore soccer 
shoes. His shoes must 
be built for the job. Label | 


Special Adhesive Substance 








f j 
Cone-shaped \ : - AY | 
Y pein spreads Heat-treated ~ LIN : 
: *) Ye N 
Casters, (00, r ay i the rivets toughened eye \| J 
Pe ee : to prevent 
Handle kept tight 


must he built aa . : breakage 
\ ; | by take-up wedge 
for the oh Production is said to be speeded up by 
a new type of dry sticker having a : Added 











— 





























special adhesive substance that makes driving power 
it particularly adaptable for use in de- thru properly — 
fense plants. Because of their accuracy centered 
and quick application, they are espe- weight back 
cially valuable as inspection, rejection. of broad 
instruction and identification stickers in j striking face 


defense industries. Sold under the trade 
name, “Kum-Kleen” stickers. they are 
applied quickly. without moisture, on 


f 





any smooth surface, including polished Oblong eye 
metal, glass and plastics. simply by a takes full-sized 
slight finger pressure. Unaffected by in- Sturdy handle 
tense heat, cold or humidity, they stick € 
permanently, though they may be peeled Scientifically 


off easily by hand without leaving a 


: pee fs : tempered face 
stain or mark. The stickers are avail- 


crowned and 
champhered to : 


ors, printed or blank.—Avery Adhe- | overcome chippin 
, g 
| PERFECTED 


sives, Los Angeles, Calif—Miu. Svur- 
pLies, March 1942. { 





able in assorted sizes. shapes and col- 














- 


OND Truck Casters are one : i a 

of the most timely items in the Hydraulic Pipe Bender | Tau aga BALANCE 
distributor’s line. Right now, Quality protects ~~ 
thousands of industries need | them — against man hours lost, pro- 
equipment that will speed up ma- | 
terials handling to keep pace with 
production. Bond are the casters 
to do the job. . . because they’re 
built for the job by specialists in 
industrial casters only. Almost 
every mill supply customer is a 
Bond prospect . . . for the Bond 
line is planned to serve the whole 
range of industry. Write today 
for the Bond profit story. 


Portable, Adaptable, Economical 


duction slowed, compensation costs 
through needless injury. Sell only the 
best tools—Plumb Tools! Show the 
scientifically tempered face, crowned 
and champhered to overcome dan- 
gerous chipping and cracking, the 
control secured thru perfect balance, 
the handle kept tight by the Plumb 
take-up wedge. We're telling your 
customers “‘Play safe—specify Plumb 
| to your mill supply salesman.” 


Hard Wear Ahead for Tools 


illustrated is the 140-A—the Bond all-steel Buy the best. Sell Plumb Quality 
caster that combines exceptional strength . for the satisfaction of your customers. 
light weight . . . long life . . . low cost FAYETTE R. PLUMB 


This portable hydraulic pipe bending 
os a | aes Ser eee MS | ites features savings in labor, time | RURUUER CRIN Oe + CUROI oe 


and materials. Called “Tal’s Prestal”, 
it is designed to bend by hand, without 





i OHH, 
“ig 









heating or filling, iron and steel pipe 
as well as solid bars from *¢ to 2 in. 
within three minutes. Due to the con- 





struction of its formers, machine per- 


TRUCK CASTERS egecIMmeOn OE eT ete 


to 90 degrees and better on ordinary HAMMERS + HATCHETS + FILES + SLEDGES + AXES 


MILL SUPPLIES * MARCH, 1942 175 











UMI 


“LEADER” 


CHROME CLAD 
STEEL TAPES 





The quick way to sales and 
profits in steel tapes is to fea- 
ture the Lufkin “Leader.” Jet 
black markings show up 
prominently against a satin 
chrome surface that won't 
rust, crack, chip or peel. It 
looks better, lasts longer and 
has plenty of “buy appeal.” 
So -take advantage of this 
newest improvement in mea- 
suring tapes by putting the 
“Leader” Chrome Clad Steel 
Tape where your customers 
can see it. 


OF HA/N 


xINAW, MICHIGAN 


TAPES. RULES PRECISION TOOLS 


176 





and extra heavy pipe, conduit and bars, 
in a single operation. Quick release 
device on body of pump enables oper- 
ator to remove pipe immediately de- 
sired bend is obtained and permits 
|speedy changeover to various pipe 
| sizes. Machine requires no bench or 
bolting down and can be easily moved 
within a plant for installation or repair 
work. Weight complete with seven 
different sized formers, extension piston 
and flatter is 160 lb.—E. T. Tal, Mil- 
waukee, Wis.—Mitt Suppuies, March 
1942. 


Furnace 


For Tempering Tools 





Just announced is the addition of the 
“No. 820” tempering and drawing fur- 
nace to the Johnson Gas Appliance line 
of industrial furnaces. The manufac- 
turer states that the “No. 820” speeds 
the tempering of tools, dies, small parts, 
non-ferrous castings and parts; and that 
it can be used for any work requiring 
a temperature range from 275° to 
1200°. Designed as a production fur- 
nace, the “820” is compact and re- 
quires very little floor space. It is heav- 
ily lined with insulating refractory and 
equipped with two large atmospheric 
burners. The counterbalanced, self- 
jaligning door is constructed to reduce 
jheat loss to a minimum, and is easily 
jcontrolled by a crank.—Johnson Gas 
| Appliance Co., Cedar Rapids, lowa.— 
| Mitt Suppuies, March 1942. 





Radius Dresser 
Various Types of Grinding Work 


the 
machine tool accessories 


Latest in manufacturer’s line of 
the “Little 
Wonder” radius dresser, designed to 
speed up and simplify the dressing of 
| grinding wheels for various types of 
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Round and round they go—millions of 
them — doing every conceivable kind 
of grinding and polishing job in ma- 
chine shops, pattern and die shops, 
tool rooms, foundries, etc. 


150% LONGER LIFE 


Designed for rapid, smoother work wherever 
high-speed portable grinders are used—these 
superior wheels of V/T Super Bond give 150%, 
to 300% longer service, according to actual 
tests. They do 
not ridge on 
grinding 
welds, sharp 
corners, sink- 
ing dies, bar- 
bering, etc. 


A complete 
line of Chi- 
cago Mounted 
Wheels is 
available — 
standard 
shapes, sizes, 
grains and 
grades to 
meet the 
most exacting 
require- 
ment of every 
grinding op- 


eration. 


SPEEDS 
AMERICA'S 
PRODUCTION 





For the hundreds of difficult grinding jobs in 
laboratory and factory work, nothing com- 
pares with the Hi-Power, a constant-service 
tool that gives 
smooth, pre- 
per- 
formance. 
17,000 r.p.m. 
with ample 
power to 
drive a 2'A" 
diameter 
wheel. 

Weight, 3 
pounds. In 
wood case 
with acces- 
sories, $38.50. 





Write for Catalog and Distributor Sales Plan 
CHICAGO WHEEL & MFG. CO. 
Quality Grinders and Wheels for 40 Years. 
1101 W. Monroe St., Dept. SS, Chicago, Ill. 











grinding work. The device 


is used in} 


conjunction with a diamond tool to dress| 


wheels preparatory to grinding forming 
fillets. mills. for 
rake angles on collapsible tap chasers. 
It will dress either convex or concave 
radii from 0-l-in. and can be 
regular one inch micrometer, 


tools. end 


micrometer or height gage. 


made of iron especially alloyed, rough 
machined and normalized before finish- 
ing, to prevent changing. Swinging arm 


is made of case iron and heat treated 
before finishing. Centers are turned at 
both point and sides, hardened and 
lapped true.—George Scherr Co., Neu 
York, N. Y.—Mitt Suppties, March 
1942. 

Starters 


For Fluorescent Lamps 


A line of fluorescent lamp starters de- 
signed to ballast and starter 
the flashing of failed 
lamps, has been announced. Called the 
“Hygrade Premium Mirastat Starters,” 


protect 
and to eliminate 





grinding | 


} 
| 
} 


| 


set with} 
depth | 
The base is| 





— BUILT TO 
HANDLE 1001 
LIFTING 
JOBS! 







e@ Shown here is the new Buda Automatic Lower- 
ing Jack Model 2215-S, versatile all-purpose 15 
ton Jack for handling loads from vertical or 
angular positions. This is just one of the 170 
Buda Jack models that serve as “mechanical 
muscles” to perform a thousand and one lifting 
jobs—raising, lowering, pushing, pulling—all with 
safety, speed, and with a minimum of attention. 


Write for complete data and free literature. 


BUDAv” JACKS 


ir rae gasviia™S : 
TO SPEED UP BENCH WORK. 


THE BUDA CO. 


ESTABLISHED 1681 
Harvey (Chicago Suburb) Ill 





, 





GOOD WORKMEN 





GOOD TOOLS 


PARKER VISES 





A good craftsman, equipped with good tools, can 
do his best work and speed up output only when he 
has a vise that will hold the work securely, day after 
day, under all conditions. That's why the best men 
prefer Parker Vises. 


PARKER 
SALES POLICY 


100% sales through 


. Distributors 
and enduring 


Tell your customers the Parker story 
Keep a copy of Catalog No. 61 on 
Write today. The Charles Parker Co., Meriden, 


They offer most in advanced design 
construction, 
. it pays. 
hand. 


100% protection to 
Distributors — stock 
ing Parker Vises 


Conn. 


deliv 
' 
Without sacri- 


of Parker qual- 


Best pe »ssible 


crics 








hice 
ity. 






PARKER VISES 


MILL SUPPLIES °¢ 


MARCH, 1942 177 





DON’T BUCK THE TREND 


—SELL CHAIN DRIVES! 


Positive chain drives are Industry's Number One choice for power 


transmission. . . 


Ride the trend to bigger and more profitable sales 


by selling the finest chain drives—Morse positive chain drives! 


Effective sales arguments? Plenty of them! 
99.4%, for the life of the drive. 
production levels. 
Long life, low maintenance cost, few repair bills. 


that is frequently lower than other types of drives. 

Sell the complete power transmission line that has won friends 
through forty-five years of outstanding service to Industry. Sell 
- Morse Chain Company, Division, Borg-Warner 
Corp., Ithaca, N. Y. 


Morse chains . . 


MORSE 


CHAIN 
COMPANY 


ITHACA, NEW YORK 


Compact, easy installation. 
Adaptable to all types of motors and machines. 
And a first cost 


Efficiency—up to 


High 














aay Flat Band Fasteners 
”" to 10” inclusive) 


BULL DOG GRIP 
FASTENERS 





SIDE PULL Round tron Type 
3%” to 12” inclusive 


they fill an 
important place 
in the production 
program 


Tecktonius Fasteners are simple 
to apply, they are economical, 
they are dependable. 





Fifty years of solving banding 
problems has estcblished Teck- 
tonius Fasteners as best by test, 
best by comparison, and best by 
investigation. 


OoOoerwowxzA oom — 


Send for cataloc and price 
schedule. 


E.C.TECKTONIUS MFG.CO. 


Dept. T. Racine, Wisconsin 

















FOR SATISFACTION AND ECONOMY 


you can’t beat 


ESSEX ‘‘srvic 








“Cyclone” 
Lubricator 





‘‘Automatic’’ Spring 
Compression Grease Cup 


Supply ESSEX Lubricating De- 
vices to your customers—they 
can handle the job of keeping 
over - worked equipment per- 
forming economically and satis- 
factorily under present 24- 
hour-a-day demands. Plant 
managers will experience no 
breakdowns with consequent 
time consuming waits for re- 





“Pilot’’ Glass Body 
Sight Feed Oi! Cup 





pairs. We make and can sup- 
ply lubricating devices for all 
classes of service —they are 
ready for delivery—send your 
orders. 





OILING DEVICES 
AIR COCKS, ETC. 


PLAIN wwe 


SIGHT FEED 
LUBRICATORS 


AND OIL P 

OIL CUPS 
PLURAL OILERS 
SIGHT FEEDS 
GREASE CUPS 



























































| TRAPS specications 


‘TAS. P. MARSH CORPORATION 
) uthport Ave., Chicago, IIl 





ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Established 1901 


DETROIT, MICH. 
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they are, according to the manufacturer. 
entirely different in principle from any 
other starters of the kind so far intro- 
duced. Automatically opening the cir- 
cuit when a lamp fails, the Premium 
Mirastats are especially suitable for 
installations that make immediate re- 
placement of a burned out lamp imprac- 


tical. This starter not only protects it- 


self, prevents abuse of the ballast and 
effects a substantial saving of power, 
but also does away with annoying flash- 
ing of the burned out lamp.—Hygrade 
Sylvania Corp., Salem, Mass. — Mi. 
Suppties, March 1942. 


Heavy Duty Jack 


It Has Hinged Base 





This improved automatic lowering 
ratchet type jack is specially designed 
for heavy-duty and outside work such 
as is found in the oil fields, construc- 
tion jobs, utilities, etc. A hinged base 
permits tilting for use in pole pulling. 
lifting vehicles out of mud, lifting or 
moving heavy machinery and equip- 
ment. Jack is furnished with double 
lever socket chain type cap and five 
foot chain with one lift and one grab 
hook. Has an extra heavy base with 











large grooved bottom, a handy revers- | 


ing lever which can be operated by 
hand, foot or lever bar and a toe lift 
for low lifting jobs.—Buda Co., Harvey, 
11l.—Mi.t Suprpiies, March 1942. 


Grinding Machine 
Exceptionally Versatile Tool 


Introduction has been made of a new 
gap gage grinding machine which 
has a number of features that render 
it a versatile addition to the tool room. 
In addition to use for grinding gap and 
snap gages, it can be applied to other 
grinding services. The construction of 
the machine is featured by ruggedness, 
rigidity, ease of operation and high pre- 
cision of ail important elements. The 
double end spindle is of chrome nickel 
steel, accurately ground, mounted on 
pre-loaded ball bearings in a precision 


\ 












Sell JOHNSON Furnaces 
and you can say— 


Here’s HOW to SAVE 


‘Up to 24 Production Hours 
‘Up to 50% on Gas Bills 
‘Valuable Floor Space 


' JOHNSON, 
No. 120 Above FURNACES foi i 
Produces 2300°F. , INDUSTRY 4 


in 30 Minutes ORE THAN 42 







Here's a hot-seller—the furnace for heat-treating high speed steels 
quickly and economically. Can also be used for hardening punches, 
tools and dies. Offers clean, even heat with NO COLD SPOTS. 
Firebox (13!/."x734"x5") heavily lined with insulating refractory. 
Equipped with G.E. motor and Johnson Blower. Write for Prices. 


Johnson No. 101 Bench Furnace 
Gives 1800 °F. without Blower 


No. 101 is powerful, speedy, economi- 
12 





cal — for soldering coppers up to 
pounds per 
pair. Efficient 
for heat- 
treating, 
tempering, © 
annealing or 
case harden- 
ing carbon . ( 
steel tools. Equipped with shut-off valve and 
pilot light. We'll gladly send you more in- 
formation. Write for it. 


New! Johnson Tempering 
and Drawing Furnace 820 


Another Johnson “best for less" furnace. For speedy 
tempering of tools, dies, small parts, non-ferrous 
castings and parts, and any other work requiring tem- 
peratures from 275 to 1!200°F. Ideal for heating 
aluminum forgings and rivets. Counterbalanced. 
self-aligning door is well insulated to reduce heat 
loss, and controlled easily with crank. Equipped with 
2 Allegheny metal shelves. Also available with auto- 


Sales Offices: 
Bourse Bldg.. 


matic temperature controls. 





Philadelphia Use Coupon for Free Catalog 
120 Liberty St., - -FREE 
New York, N. Y. JOHNSON GAS APPLIANCE CO. 
C. B. Babcock Co : 552 E Ave., NW., Cedar Rapids, lowa 
"475 lth St.. “| Please send me new, Free Johnson Gas Appliance Catalog. 
San Francisco Ie aidan insneks oinwinn ctints teenie diane 
MIN piv rake oackcislea as ky he Wie en eee eae tas 
WE Gnc sdaanasssouenss dere eens DE sckistaeenckwas 
MILL SUPPLIES * MARCH, 1942 179 









bie 


MAY DEPEND ON OUR STEEL 


Bolt and nut sales may be a substantial part of your 
regular volume... to protect that portion of your 
business, it has become necessary for you to pass all 
possible priority information on to your supplier. 
Without this help from you, manufacturers cannot 
hope, under present conditions, to obtain their re- 
quirements of steel. 


you 
ys Get IT 
































When a rating has been extended to you, 
@ you can use it to replace inventory 
within 3 months of the sale. 


When you have received two or more 
purchase orders with the same rating, . 
you may replace a// the material in one ee 
replacing order of your own. 





When placing such an order, you can 
change the type or size of product in any 
line; so long as the dollar value of the 
products does not exceed that of the 
goods sold from stock. 


But you are not permitted to increase inventory through this plan 


We’ve All Multiplied Our Bookkeeping 


All this paper work necessary to placing an order takes 
time. We have plenty of it at our end. But we all realize 
how vital it is to our country’s war success that bolts, nuts 
and all important products go where they are most needed. 

So — please give us the facts with your orders. And if 
you do have difficulty interpreting 
regulations or rulings, be sure to 
call on us for help. 






. 
wic ut 
our up~ 
2 we shall Ap stributor® 8 
e Keep? - 


that make America Stioug 


Russell, Burdsall & Ward Bole and Nut Company, established 1845. Factories at Port Chester, 
N. Y., Rock Falls, Ill., Coraopolis, Pa.; sales offices at Philadelphia, Chicago, Chattanooga, 
Detroit, Los Angeles, San Francisco, Portland, Seattle 
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ground housing, and driven by a pulley 
which is balanced to eliminate vibra- 
tion. The table is ground to a tolerance 
of .0001-in. and mounted on a cross 
slide with precision alignment. Longi- 
tudinal adjustment of the table is ob- 
tained with an accurate precision screw 
working in a bronze nut and fitted with 
a micrometer dial reading to .0001-in. 
The cross slide is mounted on V-ways of 


| sufficient size to insure maintenance of 
| correct alignment, and these slides are 











| precision scraped and spotted. The bed 


of the machine is a heavy, thoroughly 
ribbed, semi-steel casting, providing ex- 
treme rigidity and support for the oper- 
ating elements. Precision grinding of 


gap and snap gages of all types and 








sizes can be accomplished on this ma- 
chine quickly and easily. For lapped 
surfaces special wheels are used.—Vy- 
Lint Tool Co., Rockford, Ill—Mir 
Suppiies, March 1942. 


Industrial Brush 


For Defense Industries 


Treated by a secret process, a new type 
of Tampico fiber industrial brush has 
been placed on the market. Used with 
the proper abrasives, according to the 
manufacturer, the new “Fascut Treated 


Tampico Section” will remove tool 


| marks from aircraft motor parts. such 

















2 THE GUM USED ORIG- 
INALLY FOR INSULATING 
OCEAN CABLES 

Thousands of plants can 

use BALATA BELTS for 
greater economy and effi- 
ciency in CONVEYING... 
ELEVATING...DRIVING. This 
tough, extra-strong, durable 


felting 


— heavy cotton duck impregnated with balata — has 
been a VICTOR specialty for many years. Three weights | 
and constructions to suit almost any requirement: 


VICTOR balata belting 
FLEXMORE extra balata — 
FLEXMORE balata | 








WRITE 

















OR 
CATALOG A %” cut on annealed bolt is easily within 
contains valuable the capacity of large standard Porter Clipper 
information — cuts quickly and keeps on making cut after 
about cut for a long, long time. Special heat- 
metal cutting treated cutting edges, minimum friction loss, 
maximum power increase — all combine in 
a fine precision tool. Complete line of models 
and sizes to cut rods, bolts, strap, wire, 
stranded cable, etc. — special jaws for 
cutting hard steel or hot work. Special tools 
designed for crimping, riveting, etc. 
Note: we are using every available machine 
and every available man, twenty-four hours a 
day, to meet Government requirements, and 
especially to meet our jobbers’ needs with the 
earliest possible shipments. 


H. K. PORTER, INC., Everett, Mass. 


Prices reasonable. A single purchase convinces the user 
of its superior belt valve. 


BELTING COMPANY 


New York: 53 Park PI . Chicago: 345 W. Hubbord Street 
Factory. Easton, Po | 


VICTOR BALATA & TEXTILE | 

















“Best Seller” 
To Your Line! 





that means more sales for you 




















Add This A WAR-TIME NECESSITY 
| 


Today it is essential that plant equipment be kept in 
first class condition and that repairs be made as 
quickly as possible to save valuable operating time. 
SMOOTH-ON No. | will enable your customers to 
avoid many lengthy interruptions to production by 
speeding up repair jobs such as sealing cracks and 
 PYROMETER — | stopping leaks in apparatus and pipe lines and tight- 
“HOLD-HEET! Shops: 5 ening loose parts of equipment and fixtures. The ef- 
For Foutsats, chemical Lh” fectiveness and dependability of SMOOTH-ON have 
eral Industr¥- been proven by 45 years on the market. Capitalize on 
the wide popularity and increasing demand for this 

many-purpose iron repair cement 


| by stocking up on the popular sizes 


— — and bringing it to the attention of 
STOPS LEAKS your customers. 


Tell your Customers... 


Do it with SMOOTH-ON 
RUSSELL ELECTRIC CO. MENTS IRE, Smooth-On Mfg. Co., Dept. 25 


570 Communipaw Ave., Jersey City, N. J. 








ounce 
SETTING 





Write for catalog sheets and prices—and 
start your profits rolling in with this well- 
known RUSSELL ‘Best Seller’’ right now! 
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(>. 1t’s No Secret... 


DISTRIBUTORS and their salesmen from coast to coast are increasing their 
customers’ war production by speedy delivery of tools, supplies and equip- 


ment. 


Today, when every second counts, distributors find MILL SUPPLIES MID- 
DECEMBER ANNUAL REFERENCE NUMBER is a sure source of where to get 


materials for customers, because — 


IT IS A CONDENSED DIRECTORY of 
industrial products showing names and 
addresses of manufacturers who sell 
these products through distributors. 


IN ALPHABETICAL ORDER from “Abra- 
sives” to “Zinc sheets and bars” it lists 
more than 3,600 industrial items and who 
makes them. Then alongside the listings 
are manufacturers’ advertisements giving 
more detailed information. 


TIP! Keep your new issue of MILL 


CONVENIENT TRADE NAME INDEX is 
included to make it easy for the distribu- 
tor to find the name of the manufacturer 
when all he can recall is the trade-name 
of the product. 


FOR EVERY DAY USE is special editorial 
section giving “Useful Tables” giving 
information on Common Weights and 
Measures, Metric and English Conver- 
sion Tables, Average Ultimate Strength 
of Materials, etc. 


SUPPLIES’ REFERENCE NUMBER within 


arm's reach all through 1942. Use it as your first buying reference. 





NOTICE! A few copies 


ANNUAL REFERENCE NUMBER are still available 


I find the Mid-December Reference Number of very great value 
in these trying times, to help us locate goods. It is particularly 
helpful to all sal both and the desk salesmen, who 
have their own copies on their desks. 


teia 





My opinion is that in 
normal times it was of great value and under the conditions we 
are now working, it is almost indispensable.—C. A. CLannon, 
Pres., Great Lakes Supply Corp., Chicago. 


We make constant use of the Reference and find the “Useful 
Tables” valuable.—A. W. Redding, The Western Iron Stores Co., 
Milwaukee. 


This Reference is now being used by various ones in our office 
for quick reference. We have found the “Useful Tables” valuable 
and think they are well worthwhile.—R. Alcott, Vice Pres., The 
Riechman-Crosby Co., Memphis, Tenn. 


This Reference is used in the Towner Hardware Company not 
less than three to four times a day and we find it valuable.— 


D. K. Towner, Towner Hardware Co., Muskegon, Mich. 


of the 1942 MILL SUPPLIES 


in 


combination with annual subscription—Price $1 per year. 
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New York, N. Y. 





Another application of the section is 


the slight rounding of corners of differ- VI TA L PR O TECTIO N FOR 
ent motor parts, gear teeth and similar | 
products. The new brush will remove | DEFENSE IND U TR IES 


as connecting rods, tappets, cams, etc. | 


burrs without damage, when used with- 





3 AP 

out abrasives, from metals such as alu- | =, 
° = ee ae 

minum and Alclad, whereas a_ wire | ee. " 


brush is likely to scratch. Announce- 
ment of the new product ‘followed dis- 
covery of the fact that the material used 

in the treatment spaces the fibers to a 
definite relationship, one with the other, | 
and eliminates the tendency of the fiber 
to group or knife at high speeds. The 
new brush is of longer life and holds 
abrasives better. It resists heat and 
temperature changes more effectively. 
The brushes are available in diameters 
of 4, 6, 8, 10, 12, 14, 15 and 16 inches. 
Osborn Mfg. Co., Cleveland, Ohio. 
Mitt Suppuirs, March 1942, 











Quick Service 
FOOT OPERATED 






“PERFECTION” 
Hand Operated 


Work Bench | D i N ® i 
Made of Steel | OILY WASTE CANS 


The fire hazard in plants engaged in defense work and in warehouses, arsenals, 
public buildings and the like, is multiplied many times because of the huge 
investment in material, equipment, etc. necessary to the present production 
program. DIENER offers economical positive protection with these Oily Waste 
Cans—simple construction, easy to operate, efficient and positive in action. 
Approved by Nat'l Bd. of Fire Und. and Assoc. of Fac. Mut. Fire Ins. Co. 
Write for descriptive bulletins. 


GEO W DIENER MFG C0 400-420 N. MONTICELLO AVE. 
° ° . » CHICAGO, ILLINOIS 
RN ERS IE; ETN MRE RENE. ERRNE ETEL EEO INCRE 








Heavy duty steel work benches are given 
a more diversified use by the addition WES U.8 PAT OFF Give You More Profit | 
of several new and improved accesso- . 


ries. The basic steel bench may be 


| Satie Belt Hooks and Lacers 





equipped with single drawer, two or 2 
three shift drawer units for multiple Let us explain 
shift operations, depth shelf, full 3-4 quote you pe 


depth shelf, back and end stops, foot 
rest, or full length bench riser. Chan- 
nel type stringer illustrated is used only 
when bench has no shelf. Shelves and 5 
stringer are made in one piece for 
added strength and_ rigidity.—-Lyon 
Metal Products, Inc., Aurora, Ill.—Mi. 
Suppuirs. March 1942. 6 SAFETY 


Portable Lacer 


outline our sales 
co-operation. 

















See Those Jaws 

Not flat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 





Motors 
New Protection - - 
° ‘ The Best ‘wo 
(An improvement described as “safety- Belt-Laci +i Sage 
circle” protection is the special feature elr-Lacing es 7% Hooks are easily 
of the new low maintenance motors. System q cre ana 4 sunk below the 
Specially developed to give the motor with the sat surface of belt 
complete all around protection. the Largest ”" . ae 
er ee - : ; acit " 
“safety-circle” is a wide, solid rib, Profit ne —_ y - These two features 
integrally cast as part of the frame, ' ven appeal to 
re : For You! Stronger mechanics. 
which forms an unbroken circle of pro- 


: - Sales are easy 
tection around the stator. One piece 


cast frame and cast end-shields guard 


he otor fro exterior knocks and 
eo piovany Pays of eciied Safety Belt-Lacer Co., Toledo, Ohio 


materials makes this motor internally | 
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LIMI 


; and electrically stronger because cur- 










| treme. Improved bearing design deliv- 
| ers smoother performance with full flow 
| . ? 

| lubrication and 


easier maintenance. 


| into the distortionless stator for maxi- 


| rent and magnetic densities are less ex- | 


| Additional cross strength has been built | 






Whenever 


DARKNESS 
STRIKES<-< 


DIETZ 


LANTERNS 


—always ready at the moment 
needed, to provide dependable 
light and safety. 





An adequate supply of DIETZ 
LANTERNS, properly placed in- | 
doors and out, will insure abun- 
dant or controlled light for many 
hours at a time. 


For blackouts set wick at lowest 


point for positive flame. DIETZ 
WHITE and RED GLOBE LAN- 
TERNS, with flame turned low, 


are less visible from the sky than 
any other colors. 





ALSO DIETZ ROAD TORCHES 


ro DIETZ COMPANY 


mS NEW YORK 


Output distributed through 
the Jobbing Trade exclusively 
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} speed 


mum power efficiency. Rotor is keyed 


to the shait for strength, and its outer 
surface is turned for smoothness and an 
accurate air gap. Other features are oil 
drains at bottom of bearings for easy 
flushing, removable 


end-pieces and 


large conduit box for handy wiring.— | 


Allis-Chalmers 
Wis. 


Vig. Co., Milwaukee, 
Mitt Suppuies, March 1942. 


Machine Tool Drive 


Two Sizes of Bracket Available 





Now available is a motorizeds variable | 
speed drive for machine tools which | 


eliminates necessity of building a spe- 
support bracket in to 
mount Reeves variable speed control 
units on machine tools, 


cial or order 
This drive uti- 
lizes either the “\ ari-Speed Motodrive,” 
or the countershaft type ‘Vari-Speed 
Motor Pulley.” 


metrical, compact assembly of constant 


It comprises a sym- 


driving motor, variable speed 


| unit and mounting bracket which can 
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SAVE YOUR CUSTOMERS MONEY 
BUILD PROFITS FOR YOURSELF 
With 


‘| “BELTSAVER” PULLEY 


| Distributors can render an invaluable 


service to their crushed rock and 
| | gravel plant customers by selling the 
“BELTSAVER” Pulley —the pulley 
| | that pays for itself over and over 
|| again by doubling the life of con- 
veyor belting. 


SAVER” advantages — how it pre- 
vents heavy, sharp materials from 
getting in between belt and pulley 
and protects the belt from being cut 
into shreds. 


Sell “BELTSAVER” and you'll make 
more friends. 


| 

} i 

|| It’s easy to demonstrate “BELT- 
| 


Prices and discounts available promptly 
on request. 


SPROUT, WALDRON & CO. 


172 Sherman St. Muncy, Pa. 


































ELECTROLINE-FIEGE 
Wire Rope Connectors hold 
with a ‘Bulldog Grip” be- 
cause their special design 
gives them a tighter bite. 
They are easy to install, 
streamlined and prevent 
dangers from undamped 
vibrations which cause 
crystallization, frayed 
cables and failures. Full 
rated cable strength in 
every connection. 

Prove to yourself that they 
are better and why many 
leading wire rope users 
have made them standard 
on jobs where performances 
must not fail. Write today 
for complete details and the 
booklet, ‘Positive Grip’. 















- - 
4072 South La Salle Street Chicago. Illinois 
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Supplementary Tools 
in War Time industry 


Add to your priority volume by selling 
low cost, light weight Speedway Tools to 
war industries. As supplemental to other 


Automatic chuck makes them faster. Low 
price makes it economical fo provide every 
man with time saving power fools. Sell this 
| mew speed-up idea for extra priority 
| volume. 

| Priority orders on most 

tools shipped immediately. 


No. 209 
Drill Stand 





SPEEDWAY MFG. CO. 
1832 S. 52nd Ave., Cicero, Ill. 


ECONOMY 
PRODUCTS 


THE 
LITTLE 
MAESTRO 
SAYS: 











SMOOTH 
RUNNING 
ASSEMBLY” 








@ Manufacturing plants need the great holding 
power, dependability, and durability of Ee my 
Screw Products to assure economical plant 

tion. Speeding up of manufacturing demand 
numbers of reliable Economy Hollow Set Screw 
Socket Head Cap Screws and Headle Set Screws 


Recommend Economy Product Send us your 


ECONOMY MACHINE PRODUCTS Co. 


5217 LAWRENCE AVE., CHICAGO 





lines their light weight makes them handier. | 


COLUMBIAN VISES 


DO SPEED UP sench work 


STEEL BALL 


ENDS FORGED 
FROM HANDLE 
STOCK ITSELF 


cow 
ROLLED 
STEEL 
SCREW 


Seu 
LUBRICATING 
Trust 7 
BEARING 





SLEDGE 
TESTED 


Columbian's Distributor Plan. 


9019 Bessemer Avenue 
















MALLEABLE IRON 
CASTINGS 
GUARANTEED UNBREAKABLE 


HE need for quicker and more efficient bench work has 

been met by Columbian Distributors. 
The vise is the most important tool on the bench. Columbian 
Vises are getting the call because they give better service 
longer. Columbian Vises are guaranteed to you and your cus- 
tomer for quality and dependability. The line is complete and 
available from one single, dependable source. 
prices make Columbian Vises protitable to you. 


THE COLUMBIAN VISE & MFG. CO. 


THE WORLD'S LARGEST MAKERS OF VISES 





I] REPLACEABLE 
SAA \ Toor steet 

2 
JAW FACES 


POSITIVE 
LOCKING 
™. SWIVEL 
BENCH PLATS 


Fair resale 
Write for 


Cleveland, Ohio 











= 
we, 
| (ay 


The Foley Automatic Saw Filer is the only 
machine that sharpens cross-cut circular saws 
3” to 24” in diameter, band saws 1" to 
412" wide—all hand saws. 


Your saws will cut faster and truer and stay 
sharp longer when filed on a Foley Saw 


| bases, battleships, navy tend- 


| @irports—by U. S. Engineers, 
| Light House 


| penitentiaries, 


files 
BAND 


Filer. The exclusive patented Foley jointing 


FOLEY «i: SAW FILER 


FILING SAWS FOR VICTORY 
The Foley Filer is in use by 
U. S. Navy for shipyards, air 


ers—by U. S. Army posts and 


Dept., Treasury, 
Mint, N.Y.A., W.P.A.. Federal 
also hundreds 
of Defense projects and indus- 
trial plants. offer. 


FOLEY MFG. CO., 63 Main St. N. E.. Minneapolis, Minn. 


Also Manufacturers of Foley Saw Setters, Grinders 


Die-Making Machines, etc 


SAWS Wy, 


SOLD ON 30-DAY TRIAL 


We offer your customers 30-day 
trial on machines sold through 
you. Write today for literature 
and prices and details of this 


files aa 
CIRCULAR 
SAWS oe, 


principle straightens up uneven teeth and 
makes them perfect in size, shape, spacing. 
That is why Foley-filed saws increase saw- 
ing production 25% to 40%. The Foley also 
cuts down filing time, saves on files and re- 
duces saw breakage. 
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GRINDING WHEEL DRESSERS 





Desmond Cutters 





Desmond Hex Dresser 





Desmond Huntington Dressers 





Only from Desmond can you secure all 
types and sizes of grinding wheel dressers 
and cutters for all of your customers’ re- 
quirements. 

More grinding wheels are grinding 
longer hours and require frequent dressing 
to keep them at 100% efficiency. Keep 
your customers supplied with Desmond 
Dressers. 





— 








Desmond Diamond Tools & Nibs 


Desmonds’ line includes all sizes 
and types of diamond tools and 


nibs. We can remount your 
customers’ tools. 


Ask for our latest catalog 
and price sheet and plan to 
secure your share of the 1942 
Dresser and Cutter business. 


THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 














AS STRONG AS THE NAME IMPLIES 


IRON HORSE CANS 


That's why Industry 
is demanding IRON 
HORSE CANS. 
They're built to give 
added wear... re- 
enforced where 





SM-132 


Garbage, General 
Utility, Ask or 
Rubbish Can 


ROCHESTER, 
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_.. F1416 Garbage Utility Can 
33 Years Serving Industries” 


wear is hardest... 
with extra double- 
seamed bottoms. 
Demand IRON 
HORSE... and get 
the best! 


WRITE FOR 
CATALOG NOW 





Y-820 
Oily Waste Can 
Approved by Board 
Underwriter's 


NEW YORK 
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2 ITEMS THAT BUILD SALES! 

In HEAVY DEMAND by 

WAR INDUSTRIES! 
- 





% Dangerous dusts slow 
up defense production. 


That's why it’s easy to 
get orders for this new 
Cesco No. 94 Respirator, 
approved by U.S. Bureau 
of Mines (No. BM-2142) 
for protection against 
Type A (Silica), Lead 
and Nuisance Dusts. Get 
special circular on supe- 
rior features. We'll de- 
liver fast! 





Cesco No. 94 
Respirator 

7 
Cesco Paint 
Spray Mask 


Now breaking all sales 
records, this Cesco 
aint Spray Mask has 
new comfort and con- 
struction features. Made 
in light muslin, rubber- 





ized cloth and heavy 

khaki. 

Protects head, shoulders, face and eyes. Big plastacele 
window slides out, cleans instantly. 

SALES POINTS are self-evident. Get your 
copies of descriptive circulars and prices today. 


CHICAGO EYE SHIELD CO. 72*,,Warren Blvd. 











CUTTER 


CUTS ANY SIZE HOLE 
IN ANY METAL 


The five sizes of D & D Hole Cutters 
will cut any size hole from %4" to 
12” and in any material from stain- 
less steel to fibre board. 


The adjustable feature means a 
wide range of cutting size without 
the necessity of carrying in stock 
an expensive set of tools. The cut- 
ters are sharpened like lathe tools— 
again, no expensive set up or expert 
handling—thus saving time and 
money. 


Send for a trial order or ask 
for descriptive folder B.B. 


N. J. FRAYN 


NATIONAL SALES AGENT 
P. O. Box 1005, Redwood City, Cal. 




















be easily and quickly attached to most | 
machine tools by means of four cap 
screws. Smooth, quiet, vibrationless 


WE ce EM SHELDON 
LI K transmission of power from drive to- 

j driven machine is assured and any Back Geared Screw Cutting 

Oo U G ~~ . | speed at all within the limits of the PRECISION LATHES 


particular unit applied may be in- 
stantly obtained by turning a hand- 
wheel and without stopping the driven | 
partner to the alert mill supply dealer. | machine. Two sizes of bracket are | 
We have helped hundreds of firms available. With the “Motodrive,” Ca- 

. F yacities are from 1%4 to 10 hp., de- 
with extremely difficult and trying at on size of unit used, and speed 
problems. This service is at the dis- | ratios from 2:1 through 6:1 are avail- 
posal of your accounts, without any able. Single reduction gear reducer is 
available if required. Using the “Vari- 
Speed Motor Pulley,” capacities range 
tough problems — the tougher, the | from 34 to 7% hp. and cover speed | 
better! ranges of either 24:1 or 3:1 ratio.— | 
Reeves Pulley Co., Columbus, Ind. 
The answer may be a different grade or Mitt Suppiies, March 1942. 


"Allen Technical Service” is a real 


obligation whatsoever. Send us those 






















type of flux or soder; a change in tempera- | The finest VO". 11 lathes ever built in the mod 
ture; a different tool or | ground al! over, rollet capacity. I 





t 
| Bronze, Ultra-Precision : « 
. fle bearings, (the finest bearings obtai ble). Heavy 
flux. Each solution | Tool Set | semi-steel beds with hand-scraped w “ (2 V- ys a 


flat ways). These come with a choice of aprons, year 





. boxes, and drives including the anti-friction, 4-speed, V- 
means more service to 74 Pj belt Lever-operated pedestal base motor drive illustrated 
h 1eces 90 Telescopic Taper Attachment and 
the customer, and more - other accessories available 













sales for the distrib- 
utor. 
0 standard and 


WRITE TODAY jth, Sm. tu 


flo is a fume- 
less, non-corrosive 
flux, with a low melt- 


| 

One of the hundreds | 
ing point | 
| 


L. B. ALLEN CO.., Inc. 
6719 Bryn Mawr Ave., 
CHICAGO, ILLINOIS 














PRODUCTION 


ection work within 
ion work, Produc 


A recent addition to the Bonney line 
BALL G RI | DB) b RS is the 74 piece socket and tool set, nets capacity—are taeal for": 

as A . 4 - tion models available with or ese features 
BEARING “No. BBL It is a fine basic tool kit t Itra-Precision Ball or Rate Precision Roller ~~ hoy ont 


per. 
ings Lever-operated Collet Attachment Lever-op md 


perater 
for the experienced mechanic who re- Tail Stock. Lever-operated cross slide with double tool 


post. Lever-operated turret, 








quires new tools or the newcomer in 


the service field. Included is an assort- ; 

ment of 14 sockets with double hexa- j } For MACHINE SHOP 
gon openings from {%-in. to 1-in.; 
3 sockets with double hexagon open- 
ings from }ti-in. to l-in. 2 sockets with 


%-in. and ie-in. double square open- | 
ings; lé-in. drag link socket; 14-in. 
brace; ll-in. sliding T; 5-in. and 10-in. 
extensions. Besides many other attach- 
ments the set includes 4 “TuType” 
wrenches with openings from Y-in. to 








COMPLETE age vs - - : ap adorn 
LINE 5.-in.; 6 “Zenel” engineers’ wrenches 

with openings from 3¢-in. to l-in. The 

entire assortment jis furnished in a 


strong metal box with removable tray, 


(6"' to 12°") 
Bench and 
Pedestal 
Types 
lock and two end carrying handles. 
Complete, the set weighs 57 Ibs._-Bon- 
ney Forge & Tool Works, Allentown, 
Pa—Miut Supp.ies, March 1942, 


HEAVY 
DUTY 


BALDOR Grinder No. 121. i et 
wheels: 2 H.P. ball-bearing motor; 1725 
R.P.M.; 220 _ volts, 60 cy. 


3. ph . 
Complete as shown,’ in- 905.60 | Rust Preventative 


| cluding starter, 


WRITE FOR BULLETIN 307 Effective on Any Metal Surface | Alsoa arg line of rer Presses and milling machine Drill 
| Press and Shaper Vises. 
BALDOR ELECTRIC co. “6 A qua-Clear,” a new product which Write for Catalog and distributor proposition. 


(Electrical Manufacturers for 2! Years) 


ans: ten oe ST. LOUIS, MO. prevents rust and provides clear water SHELDON MACHINE CO., INC. 


es | metal tanks or pipes and from | 4232 N. Knox Ave. ee Sa 
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SPARTAN— c 


The BAND 


Always in Front! 


Let SPARTAN BANDS 
Play the VICTORY 
March for YOU! 


sea 





Your customers need su- 
perior cutting Band Saws 
—recommend Spartans 


— always tough to beat! 











SERVES The 
NATION 





SCREW MACHINE WORK 


Arens Controls, Inc., Chicago, manufacturers of all types of 
precision aircraft control units, uses this battery of Atlas Lathes 
to “bypass” the shortage of automatic screw machines. Here, as in 
many armament plants, tailstock and carriage turrets on Atlas Lathes 
greatly increase production on such operations as turning, centering, 
counter-boring, end milling, grooving, threading and drilling. 


ATLAS PRESS COMPANY 


310 N. PITCHER STREET, KALAMAZOO, MICHIGAN 


LATHES + DRILL PRESSES - ARBOR PRESSES - SHAPERS - MILLING MACHINES 










ATLAS PRESS CO. 
Aetameloo mem 
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lead, brass, or black, galvanized or 
cast iron water systems, has been in- 
troduced recently. This product also 
clears out leose rust from old, rusty 
tanks and pipes. By the use of “Aqua- 
Clear,” even the cheapest metal water 
systems are made permanent so far as 
internal rust or corrosion are concerned. 
It is a clear, tasteless, harmless liquid 
which is added in minute quantities to 
the water as it is put into the system. 
The amount required to prevent rust is 
one ounce to each 100 gallons of water. 
Somewhat larger quantities are re- 
quired for the removal of old loose 
rust. Rust formation is prevented by 
the deposit of a thin, non-permanent 
film on metal surfaces. This film is so 
thin that it does not interfere with the 
flow of water, even in narrow pipes, 
and it cannot build up to form a scale. 
It can be maintained, however, by add- 
ing “Aqua-Clear” in the original pro- 
portions as water is put into the system. 
“Aqua-Clear”’ is valuable not only for 
providing clear water and protecting 
new tanks from rust, but also for stop- 
ping further deterioration of old tanks 
and thus postponing replacement al- 
most indefinitely —Sudbury Laboratory, 
South Sudbury, Mass.—Mui.u Supp ties, 
March 1942. 


Bracket 
For Air Motored Agitators 





Announcement has been made of the 
addition of two V-shaped brackets to 
hold “Pneumix” direct drive air mo- 
tored agitators. These brackets are 
made in two sizes—to fit thirty and 
fifty-gallon drums. There is a screw 
clamp at the side of the bracket to allow 
for variations in the sizes of the drums. 
and to insure steadiness of the agi- 
tator. The mixer can be adjusted to 
any angle. The use of the new holder 
does not in any way change the spark- 
free operation of the mixer.—Eclipse 
fir Brush Co., Inc.. Newark, N. J. 
Mitt. Suppiies. February, 1942, 
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Hook, Bolt 
or Trolley 
Suspen- 
sion—Anti- 
Friction 


Double Drum 
Con struc- 
tion — Push 
Button Con- 
trol — Elec- 








. a Bearings — 
al Solenoid Sentaend 
oe Gearing 








Built to take a beating! It’s got 
the speed, the power, the dura- 
bility to stand the gaff of to- 
day’s high-speed production. 
Available in 250 Lb. Capacity 
—$139.50; 500 Lb. Capacity— 


$149.50; 1000 Lb. Capacity— 
$159.50. Simple design—only 
two gear reductions. From 
finest grade material. Write 
direct for bulletin on this and 
other hand-power and electric 
cranes, hoists and trolleys. 


Conca Engineering Works 
sccen, asineed 
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| blade for specific needs. 


| 
| 





| 


| of typical 


Sle Helps 
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METAL CUTTING SAWS Just 
offered to the trade is a new informative 
catalog of concise data, designed to be 
of aid to the novice as well as the skilled 
mechanic. In addition to the 
lists showing sizes 
“Lenox” 
included to guide 


various 
in selecting the 


under such headings as 


Practice.” “How To Use Power Hack 
| Saw Blades.” “Cause and Remedy of 
Power Hack Saw Blade. Troubles,” 
“Cause and Remedy Metal Band Saw 
Blade Troubles.” ete., add interest and 
value to this handy booklet, No. 4110. 


{merican Saw & Mfg. Co.., 
Vass. 


Springfield, 


STANDARD TOOLS — Catalog GT- 


140 covers the Carboloy line of standard 


tools with new prices effective January 
1, 1942. The 8-page bulletin lists all 
styles and types of standard tools 


offered, and contains drawings and 
tables showing major specifications and 
tool angles, and also includes a number 
adaptations by which these 


tools can be rapidly converted to spe- 


cial machining requirements.—Carboloy 
Company, Inc., Detroit, Mich. 
JACKS—A_ new 8-page _ bulletin, 


1040-B, covering the full line of jacks | 


oil fields 
Application pic- 
and descriptive material 
combine to present a thorough study of 
this equipment.—Buda Co., Harvey, Ill. 


for industrial, transportation, 
and construction use. 


tures, tables, 


PUMP DATA-—The answers to many 
questions concerning pumps, piping ap- 
plications, viscosity of liquids, pipe fric- 


tion, ete., are contained in bulletin No. 
302, “Engineering Pump Data.” The 


unique value of this booklet lies in the 


fact that it brings together in very 
accessible form a number of table and 


liquid classifications which have seldom 
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standard | 
and prices of the | 
blades, information is | 
best | 
Helpful hints | 
“Hack Sawing | 











VICTOR BLADES WERE 
NEVER MORE VALUABLE 
Because VICTOR Hack Saw 
Blades do cut faster and do 
last longer, users find them 


more valuable today than 
ever before. And, under the 
National Emergency List 


(which limits variety but not 
quality) we are producing 
more VICTOR Blades than 
ever before—as fast and as 
well as we know how to. Help 
your country, yourself and us 
by selling the right VICTOR 
Blades to the right customers 
—and helping those custom- 
ers use them right. 








GIVE YOUR MEN 
THIS FREE BOOK 


This valuable 20-page 
guide to proper blade 
selection, use, and 
care will help your 
men recommend the 
right blade for each 
job and the sight use 
of that blade on the 





job — which means 
satisfied customers 
for you. Write for 


free copies now. 





VICTOR HACK 
SAW BLADES, for- 
merly packed in 
modern metal 
boxes now come 
packed in the new 
cardboard Defense 
box. 





VICTOR SAW WORKS, 
MIDDLETOWN, N. Y. 


1 












INC. 
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“BLUE DEVIL’ 


mn DEPENDABLE 

FOR TODAY'S 

PRODUCTION 
NEEDS 


“BLUE DEVIL” Products are of vital 
today’s 
specialized manufacturing because 
they have proved themselves able 
for the emergency. 





importance 


Products 


equalled 


* safety alloy steel dowel pins * square head set screws (alloy steel) 
(cold drawn or alloy steel) «* tool post screws (alloy steel) © headless set screws (cold drawn) 


IFCIY NOCHE! 


4445 N. KNOX AVE. 





are 


for 
and long lite. 


SCREW 
PRODUCTS 


SAFE, 


for 


uniform—never any variation. 
strength, 
They are needed— 
urgently—we can supply them. 


highly 


“BLUE DEVIL” 
manufactured with 
the greatest precision in our elec- 
trically-controlled furnaces—always 


Un- 
toughness, 


“BLUE DEVIL" Products « socket set screws + socket head cap screws ¢ socket head stripper 
bolts + socket screws (dardalet thread) « socket screw keys © socket pipe plugs (cold drawn or 


e studs 


DEL (OTP ATT 


CHICAGO, ILL. 








material. 
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Important Tools for Industry 


The need to keep shipments 
moving — to prevent delays in 
the shipper's yard, on sidings, 
and at loading and unloading 
platforms focuses the spotlight 
on the importance of BADGER 
Car Movers in shipping defense 
They are fast, reliable, and can handle 


light, heavy, or medium jobs with equal ease. 
Railroads are faced with an acute need for new 
equipment and there is a definite shortage of 
material from which to make it. 
the BADGERS come in to get shipments on their 
way with dispatch—their job is to 
moving" —everlastingly roiling. 


This is where 


"keep ‘em 





BoA” POWER KING 


ADVANCE CAR MOVER COMPANY 


APPLETON+ WISCONSIN 
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been published in one piece of litera- 
ture. For that reason it will appeal to 
operating men who have neither the 
time nor the facilities for extensive re- 
search when called upon to make a 
pump or piping installation for the han- 
dling of unfamiliar liquids.—Blackmer 


Pump Co., Grand Rapids, Mich. 


DRILLS AND REAMERS-—A_ new 
32-page booklet, “Drill and Reamer 
Facts,” has just been released. The drill 
section describes and illustrates the de- 
sign and construction of twist drills, cor- 
rect drill pointing as well as general 
suggestions in the proper use and care 
of drills. The reamer section contains a 
short treatise on the design, construc- 
tion, use and care of reamers, cause of 
breakage, excessive wear, etc. Other 
useful information such as tap drill 
sizes and basic thread dimensions, 
hardness conversion table is included. 
The booklet is distributed free to col- 
leges, technical, trade and engineering 
schools. It will also be sent free to in- 
terested individuals who write their re- 
quest on their business letterhead.— 
Whitman & Barnes, Detroit, Mich. 


INSULATING MATERIAL The 
1942 edition of the Johns-Manville in- 
dustrial products catalog is now avail- 
able. This 52-page book contains in- 
formation and recommendations on high 
and low temperature insulations for 
every industrial need from 400° F, 
below zero to 2500° F. above. Complete 
data are also included refractory 
products and castables, industrial 
friction materials, on packings and gas- 
kets, etc. The catalog also describes in 
detail J-M industrial flooring plank, as- 
phalt tile flooring and transite movable 
partitions.—Johns-Manville, New York, 
eo 


on 
on 


LUBRICATING EQUIPMENT -- A 
catalog of industrial lubricating equip- 
ment has just been issued. It illustrates 
and describes an extensive line of “Aro” 
pneumatic, electric and hand operated 
units, stationary and portable models, to 
meet the requirements of both large and 
small plants in applying every type of 
lubricant. Service direct from 100-Ib. 
or 400-lb. drums is a convenient feature 
of many pneumatic models. but air or 
manually operated hand guns and port- 
able bucket type dispensers provide 
practical, inexpensive units for special- 
ized requirements such as lubrication 


of bearings, pumps. gears. gear boxes, 
ete.—Aro Equipment Corp., Bryan, 
Ohio. 


WELDING TRAINING — Just pub- 
listed is a new book prepared primarily 
to assist instructors in planning courses 
for the training of oxy-acetylene weld- 








he 
n- 
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ing and cutting operators. The book, | 
“Training Oxy-Acetylene Welding and | 
Cutting Operators— Instructors Out- 
fines” is divided into three chapters. 
The first outlines essential information 
that should be presented for training a 
general welding operator. The second 
chapter contains in outline form the 
material that is essential to the training 
of various types of cutting operators. 
The third chapter outlines the essential 
information that should be given in a 
course for inspectors. — /nternational 
Acetylene Association, New York, N.Y. 


BOLTS, NUTS —Users of fastenings 
may obtain a handy new guide to speci- 
fying and purchasing non-ferrous and 
stainless steel bolts, nuts, screws, rivets. 
washers and accessories. This 1942 | 
reference book and catalog is devoted 
entirely to fastenings of brass, bronze, 
everdur, monel metal and stainless steel. | 
It contains numerous tables of weights, | 
chemical properties, mechanical prop- | 
erties and standard dimensions. The 
book lists and describes about 4,320 
items carried in stock.—H. M. Harper | 
Co., Chicago, Ill. 


VALVES—Catalog No. 10-b features 
standard and special butterfly valves 
for the control and tight shut-off of air. 
gas, steam, liquids and semi-solids under 
high and sub-zero temperatures and 
varying pressures from 2 to 300 p.s.i. 
It contains performance characteristics 
under all conditions of service, manual 
and automatic control, specifications. 
flow charts, etc. An interesting explana- 
tion of wedge-tight shut-off by means 
of accurate machining and the angle 
of closing of the butterfly vane against 
the body of the valve, is also featured. 

Butterfly Valve Div., R-S Products 
Corp., Philadelphia, Pa. 


STEEL HAND TRUCKS - Recently 
issued, catalog T-41 covers “American” 
pressed-steel hand trucks and wheels, 
as well as other items of material han- 
dling equipment. This colorful 20-page 
booklet, in description and illustration, 
stresses the special sales features of 
each unit. Price lists and dimension 
charts create additional interest in the 
material contained therein.—American 
Pulley Co., Philadelphia, Pa. 


VALVES —A folder (No. 12-G5) de- 
scribing hard surfaced integral seat 
globe stop valves for pressures to 1,500- | 
Ib. at 950 F. has been issued recently. | 
Carrying the trade name “Intex,” these 
globe valves are designed for high pres- 
sure and high temperature service and 
incorporate many unique design fea- 
tures.—Edward Valve & Mfg. Co., Inc., 
East Chicago, Ind. | 


EQUIP YOUR CUSTOMERS 
WITH GOOD TOOLS FOR 
Cr BeS Oe Ret £2 8 eee 


Chicago Rawhide Hammers and 
Mallets are needed by the thou- 
sands in the defense work of 
industry. These are the accurate 
long-lasting tools made from 
genuine Java Water Buffalo hide 
that offer no selling problem in 
an ever inereasing market, that 
are a necessity in hundreds of 
industries, that have no equal in 
striking safe blows without defac- 
ing or damaging surfaces—even 
in unskilled hands. 


+ 






















Hammers with malle- 
able iron heads and re- 
placeable faces are / 
weighted and balanced. 
Mallets available in many 
sizes and weights. 





emeagope MF8.C0° 


1290 ELSTON AVE., * CHICAGO. ILLINOIS. 
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Mr. R. D. Howell, President of the Perth Amboy Hardware Company, Perth 
Amboy, New Jersey. 


® A modernly compiled and planographed catalog by Weinberg & 
McKee will do a maximum job of selling for you. 
@ Tools Made of HIGH SPEED STEEL are priced in RED. 
®@ Nationally Advertised Lines tie in with manufacturers’ advertising 
by reproduction of their trademarks. 
® Action illustrations demonstrate the use of many products. 
For Details Write Today To: 








WEINBERG & MChEE, Inc. 


610 W. VAN BUREN ST. CHICAGO, ILLINOIS 
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